








, lon DRY ADJUSTMENT 
to within '/20 of 1% 





—with BRODIE BiRotor METERS 


Push-pull pin dry adjustor of Brodie BiRotor Meters permits posi- 
tive adjustment in exact fractional increments to within 1/20 of 1%— 


e while meter is under pressure 
e with no loss of liquid 

e no frictional adjusting devices 
e completely interchangeable 


Other exclusive Brodie BiRotor features 
include: Welded all-steel housing * readily replaceable measuring unit + smooth 
friction-free operations * full rated capacity + high precision performance. 


Get the full details on Brodie BiRotors today. Write for complete data. 
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Among other things . . 


The prize contest, $1,000 for useful ideas from em- 
ployees, is rounded up this month by publishing the names 
of the 12 winners and their suggestions that brought the 
money. There will be more cash awards later as the re- 
maining entries are screened for practical suggestions for 
the dealer. One of the first prize winners described his 
development of collection methods in a story so long that 
it is treated as a separate feature article. 

The oilheating dealers in Baltimore have a new approach 
to gas competition . . employing a consulting engineer of 
strong reputation they then used his research findings for 
publicity. Then Harland Ragle is in again with the fourth 
of his series to wake up management to a serious responsi- 
bility for costs; if this series doesn’t do it, they need alarm 
clocks. 

Now in its fourth month the new section on commercial 
and industrial oilburning is getting favorable acceptance. 
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.». humbers make it 


Through habit, people grasp a situation at 
a glance—by numbers. Custom has made 
numbers the accepted method that measures 
and explains... quickly, accurately. It is the 
modern method, the method people every- 
where prefer—the method they expect. 


When home owners check their oil supply 
they want to know how many gallons they 
have left. Numbers tell them instantly... 
correctly. And when they want to estimate 
how much oil they use, numbers make it easy. 
Only Galongage tells the story the simple, 
easy way to which people are accustomed. 


Remember, the gauge is the part of an instal- 
lation your customers see most often. So do 
credit to a first-class installation. Be sure you 
follow through by supplying a first-class 


gauge. 


Gauges by Applied Mechanics Company have 
a long-standing reputation for accuracy and 
dependability. Efficient quality construction 
practically eliminates unprofitable service 
calls and bothersome adjustments. Write 
today for full particulars. 













FIL-THRU For 55-Galion Oil Drums 


Gauge, vent and fill-pipe all in one. Installed 
without tools of any sort. With FIL-THRU user 
knows at a glance when to order and fill man can 
tell how much is required. Rugged, rainproof and 
non-corrosive. Clean and convenient for consum- 
er and oil man. 








APPLIED MECHANICS COMPANY 


167 OLIVER STREET, BOSTON 10, Mass. 





GALONGAGE The only gauge 
generally used that measures in gal- 
lons. Designed to meet the most ex- 
acting requirements and do credit to 
the finest installation. Comes fully 
assembled tosave installation charges. 
Calibrated for each stand- 
ard size 275-250 and 220- 
gallon tank with depths of 
44",42",27" and 26”, ,with 
1%” or 2” tank openings. 


INTERNATIONAL 


Also calibrated 
for 275-gallon size 
fuel tanks is the 

International, a high 
| ; grade lever arm type 





gauge to team with 
Galongage. Designed for 


Y/ the lower priced field, it 
y features flexible float arm 





and extra large, easy-to-read 

numbers calibrated in eighths. 

Built oil-tight at the factory for 
immediate and easy installation. 








Names in the News 


Virgil A. Good has been elected 
vice-president in charge of sales and 
research, boiler 
division, Burn- 
ham Corp., Irv- 
ington, N. Y., an 
action taken at 
the recent meet- 
ing of the firm’s 
board of direc- 
tors. Another an- 
nouncement tells 
of the appoint- 
ment of A. J. Hall as assistant vice- 
president in charge of personnel and 
industrial relations for all divisions of 
the corporation. Hall joined Burnham 
Boiler in 1925 and when it merged 
with the Lord and Burnham Co. in 
1947, he became director of personnel 
for Burnham Corp., the new company. 





Good 


Wentworth Smith is general sales 
manager, The Neptune Meter Co.. 
New York 20, N. Y. and he will be 
assisted by Walter H. Sieger, in 
charge of the sale of Red Seal petro- 
leum and industrial meters, Smith has 
been assistant general sales manager 
since 1950 and prior to that was en- 
gaged in special market studies for the 
company. Sieger, who joined the Nep- 
tune engineering staff in 1933, is ac- 
tive in industry associations, being a 
member of the American Petroleum 
Institute, serving on its ASME-API 
P.D. Meter Committee and also is 
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“We will sell Weil-McLain every time,” says Richard L. Weider, Rochester, N. Y. Contractor 


“For the past eighteen years we have added hundreds of names 
to our list of satisfied customers through the sale of Weil-McLain 
steam and hot water boilers. 

“As we specialize only in wet heat, it is very essential that we 
sell a boiler which we feel will not only perform the necessary 
function of generating heat but also give the utmost in economy 
of operation, satisfaction in comfort and excel in quality of 
product. 














No. OB-15 
Boiler for Oil 
Send for Bulletin C-130 


SOLRAY RADIATORS 
@ 


RAYDIANT RECESSED 
RADIATORS 





* ALL-FUEL SERIES 


SNUG BASEBOARDS 





For complete description and engineer- 


“After making a thorough study of all makes of boilers, we 
selected Weil-McLain which we felt filled all the requirements 
which we deemed essential both for ease of installation with a 
minimum of service and 100% customer satisfaction. 

“Today with labor costs at an all time high, ease and sim- 
plicity of installation is a very important factor. 

“On the basis of the above qualifications we will sell a Weil- 
McLain every time.” 


EXTRA VALUE 








Weil-McLain extra value begins in design—in 
efficiency features which assure 4 maximum of 
usable heat from the fuel burned. Among these 
extra value features are double flue galleries, 
back and forth balanced fire travel and extra 
deep fire boxes—all contributing to more 
economical operation. 


You'll find extra value in rugged cast iron 
construction... with no face grinding of Sec- 
tions. Multiple sets of short tie-rods instead of 
a single set of long rods assure easy erection 
and an assembly free of stresses and strains. 


These are a few of the reasons why it is more 
profitable to sell Weil-McLain heating equip- 
ment. You can easily show that Weil-McLain 
delivers extra value... at no greater cost! 


Weil-McLain Boilers and Radiators are sold 
by exclusive distributors. Write for the name 
of the distributor in your area. 


ing data, send for Bulletin C-116 


WEIL: McLAIN 


BOILERS- RADIATORS 


WEIL-McLAIN 


MICHIGAN CITY, INDIANA 


COMPANY 














chairman of the Meter Manufacturers 
Weights and Measures Committee. 


Phil Tamasi has been named vice- 
president in charge of production and 
Henry F, Rothwell, vice-president in 
charge of engineering, Delavan Mfg. 
Co., Des Moines, Ia. Tamasi joined 
Delavan in 1944 and had been plant 
superintendent; Rothwell, with Dela- 
van since 1945, will be in charge of 
the design and development of all 
products. Two other promotions an- 
nounced at the same time were Ray- 





mond Piper, formerly foreman of the 
tool and die department, advanced to 
assistant superintendent and Lloyd D. 
Long, who recently joined the com- 
pany, appointed chief of a newly- 
created inspection department. 


John W. James was mistakenly re- 
ported in the August issue as having 
been named vice-president in charge 
of sales for McDonnell & Miller, Inc., 
Chicago 18, Ill. Actually, Mr. James 
became vice-president in charge of re- 
search and Nils Swanson, who has 
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MERCOID 


MERCURY SWITCH EQUIPPED 


Se pe Oi 
NEAL 1 Uvin 


ty ee 
HOME OWNER 
SATISFACTION 


THE MERITS OF 
NUE Re OD 


CONTROLS 


ARE WELL ESTABLISHED 






> 
MERCOID- 
| 
QUALITY AND RELIABLE 
Piet ke AN NN OS 


THEY ARE BY FAR THE 
Brod CAIN TROL BUY 
ANYWHERE TODAY 


WRITE FOR CATALOG N2 7TOOA 


THE MERCOID CORPORATION 
4201 BELMONT AVE.,CHICAGO 41, ILL 
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been in charge of sales of McDonnell 
boiler water level controls, continues 
in that capacity. 


Harvey R. Cook has assumed full 
charge of all advertising and sales pro- 
motion for Tim- 
ken-Detroit Axle 
Co. and the Tim- 
ken Silent Auto- 
matic Div., De- 
troit 32, Mich., 
in his capacity as 
advertising man- 
ager of the parent 
company. He fills 
the vacancy 
caused by the promotion of R. M. 
Marberry to the newly-created posi- 
tion of merchandising manager for 
Timken Silent Automatic. R. W. 
Smalley, A. E. Jones and W. E. 
Featherston continue as assistants to 
the advertising manager. Mr. Cook 
joins Timken-Detroit after 14 years 
with Servel, where he was assistant to 
the director of advertising. 





Leonard Silverman has been ap- 
pointed advertising and sales promo- 
tion manager, 
Kresno-Stamm 
Mfg. Co., Inc., 
Palisades Park, 
N. J. He will di- 
rect an intensive 
sales and adver- 
tising campaign 
that is being 
readied to pro- 
mote Ball-Flame 
heating units, making use of trade 





papers, newspapers and direct mail, 
directed at furnace manufacturers, 
builders, contractors and architects. 
Silverman formerly was with Reiss 
Advertising Agency and Ziff Davis 
Publishers. 


Edward E. DelMonico has become 
regional manager of the southwestern 
region Delco Appliance Div., Genera! 
Motors Corp. Before this appointment 
he was district representative in the 
Chicago area, a position he has held 
since joining Delco in 1945. Del- 
Monico’s headquarters will be located 
in Dallas, from which he will service 
a territory consisting of Texas, Okla- 
homa, New Mexico, parts of Louisi- 
ana, Arkansas, Kansas and Colorado. 
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@ It is estimated that four out of five homes built this 
year will be in the low priced bracket. They now have 
, the “green light” in the building picture. Here’s a tre- 
mendous market for dealers who push the new Kaustine 
‘Jersey 75” automatic forced warm air furnace. The 
Kaustine “Jersey 75” can be “lost” in the corner of 
even a small utility room... only 34% square feet of 
floor space are needed. Because it is completely produc- 
tion-assembled at the factory, Kaustine is able to in- 
: clude quality features with its very competitive price tag. 
The “Jersey 75” is designed to bring you greater 
profits from Jow cost housing. We are still able to 
supply a 275 gallon fuel tank with every unit. 
Write for complete information. Dept. FO. 
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Aue STORY 
IN A NUTSHELL 

75,000 BTU’s @ 3’ sq. ft. of 

floor space @ Chrome Steel 

Fire Pot Liner @ Fully Automatic 
/ Controls © Shipped “Ready 
to Install” 
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Editorial Leaks 


WHAT'S GOING TO happen to oilburner 
prices? Certainly a part of the reason 
for disappointing sales this year has 
been the lack of incentive for dealers 
to put on real sales drives. If there is 
to be no sound profit in burner sales we 
should not be surprised to see volume 
level off at the point of public “de- 
mand” plus some little promotion to 
sell burners to get oil contracts. 

The burner price index is running 
between 35% and 40% above prewar 
figures, both wholesale and retail quo- 
tations. Cost of living is up 86%; gen- 
eral building costs are up 135%; in- 
dividual incomes are up 160% in the 
same period. 

Where can you find a greater bar- 
gain today than an oilburner? People 
have the money to buy them, yet sales 
are running a fifth below last year. The 
main reason is “general unsettled con- 
ditions,” but that simply means more 
sales resistance to be overcome. 

It can’t be overcome without spend- 
ing some real money to promote and 
make sales. A fair number of dealers 
around the country have been quite 
successful in 1951 by following that 
course. They have kept advertising. 
direct mail promotion, salesmen’s com- 
missions in the upper brackets. Their 
sales have been above 1950; their prices 
were high enough to afford sales ex- 
pense. Many more dealers could have 
done the same. 

Naturally. we have price control 
that limits advances, At the same time, 
quite a few dealers still have some lee- 
way for raising their individual prices 
but have not done it for fear of com- 
petition. 

It is an old axiom in selling that, 
given a good product, any reasonable 
investment in sales promotion will 
more than pay for itself in prices you 
can charge. 
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To illustrate: one day last year we 
visited with a dealer in the fueloil busi- 
ness.. He was selling a simple conver- 
sion burner, practically over the coun- 
ter, at $250... and not selling many. 
In fact, the month before it happened, 
before he was shown the light, his total 
equipment sales had been $8,000. That 
was in May 1949. 

Then came a factory representative 
who persuaded him after much plead- 
ing that he should hire a salesmanager, 
get a crew on the street, do some local 
advertising and sell some burners. 
When he agreed to try it out he also 
raised the price of the same job from 
$250 to $350. You can probably guess 
the answer. The next May his sales 
were not $8,000 but $28,000, and was 
this gentleman delighted? He told 
everybody, including us. 

Under OPS rulings you probably 
can’t raise any of your prices that 
much. But you can raise them up to the 
last nickel the law will allow, spend 
half the gain on sales promotion and 
watch the volume of installations rise. 

There’s nothing wrong with the oil- 
heating industry that a'little more sales 
push and higher prices can’t cure. 
What other industry has prices as low 
as ours? Suckers! 


, 
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ANOTHER SALES ANGLE comes from 
Ralph Becker of OHI. In a September 
18 bulletin he mentions that burner 
manufacturers are diasppointed over 
their CMP allocations for the fourth 
quarter. Factory shipments in the first 
half of the year were down enough 
that NPA planners conclude that our 
industry won’t need as much steel, 
copper and aluminum as they had 
thought at first. 
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L. B. FOX of Socony-Vacuum, speak- 
ing in September to the New York 
Fuel Merchants Assn, gave heating oil 
its new place in the economics of re- 
fining with these few sentences: 
During the decade since 1940 the 
domestic demand for middle distillates 
has risen approximately 122% while 
the demand for gasolines has gone up 
only 69%—the middle distillates in- 
crease was nearly twice that of gaso- 
line. Why this unequal rise in demand 


has given us a problem will become 
clear from the following explanation: 

Prior to the first World War, kero- 
sene was the principal petroleum prod- 
uct. The automobile changed this, and 
made gasoline the primary product. 
For two decades—1920 to 1940—the 
refineries of this country operated pri- 
marily to supply the demand for gaso- 
line. The distillates and residuals pro- 
duced as the result of gasoline manu- 
facture were by-products, and their 
supply always exceeded the demand. 
But during the 1940 decade the in- 
crease in the number of oil burners in 
use, and the dieselization of railroads, 
raised the demand for distillates to a 
point where it could not be satisfied by 
the volume of distillates produced on a 
by-product basis. If the demand for 
gasoline had advanced relatively as 
fast, there would have been enough 
by-product distillate to go around. But 
it didn’t, and the result is that petro- 
leum refiners, for the first time in his- 
tory, have two primary products in- 
stead of one. 

What does this mean? First of all, 
it means that primary suppliers must 
look at their business from a different 
point of view. It means that they have 
to build equipment and facilities to 
satisfy the distillate demand as well as 
the gasoline demand. And since the 
distillate demand is outstripping gaso- 
line in growth, it means that expan- 
sion in the equipment and facilities of 
the petroleum industry is being deter- 
mined, to a large extent, by ‘the dis- 
tillate end of the business. 
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A CORRECTION FOR the September is- 
sue: in the pulsation story by John 
Schulz appeared this sentence, “Other 
dealers find the free-wheeling clutch 
used in one well-known burner tends 
to give welcome relief from both start- 
ing and stopping pulsation.” John now 
says he should have called it a centrifu- 
gal clutch, refering to Gilbarco. 
Then in the same issue in the story 
by Bert Dunphy was a picture caption 
of the kind that the New Yorker 
would label, “neatest trick of the 
month.” This was the caption, “Last 
year this truck, parked in front of the 
showroom of Quackenbush & Sons, de- 


livered more than a million gallons.” 
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SCULLY 


FUEL OIL 
DELIVERY 


AIDS 


s 
JENTALARM 


WHISTLING 
TANK FILL SIGNAL 











JENTALARM 


GAUGE 


FASFILL 


CONNECTOR 





All Scully products are 
protected by U.S. and 
Foreign Patents or Pat- 
ents Pending. 





Prime Essentials 


REDUCING retail delivery costs 


INCREASING customer satisfaction | 


You can save up to 30% of your delivery 
costs by equipping your old and new tanks 
with the VENTALARM Whistling Tank Fill 
Signal. Easily installed directly on the fuel 
oil tank as an integral part of the vent pipe. 
From then on, you just fill ’til the whistle 
stops. Eliminates spills, simplifies degree- 
day work, saves 5 minutes per drop. Pro- 
vides the customer with the convenience of 
automatic oil delivery. 


Models for all vent pipe sizes on both 
new and old tanks. 








Portable hand-tight connection for nozzle 
and fill pipes of all sizes. Nothing to change 
on the nozzle or fill pipe. No tools involved. 
Diaphragm head holds nozzle. Speeds de- 
liveries, eliminates blowbacks, saves time 
and labor. 





See your regular Supply House 
or write for information to... 





Two units in one—VENTALARM Signal in 
combination with a_ super-visible Tank 
Gauge. Every benefit of the fill signal for 
you and your customers, plus a gauge so 
simple and so clear that a child can take an 
accurate reading even from a distance of 
10 feet. Can be safely and quickly installed 
with or without oil in the tank. Jam-proof 
assembly. Approved by Underwriters’ Lab- 
oratories, Inc. 


Available for 275 gal. cellar tanks 
with depths of 24”, 26”, 27”, 42”, 
44” and 47”. Specify tank depth and 
tank opening when ordering. 





SCULLY SIGNAL COMPANY 


76 First Street, Cambridge 41, Mass. 


Canadian Licensee: EMPIRE BRASS MFG. CO., LTD., London, Ontario 
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Shipments of Oilburners and Units 
(Including Exports) 


Adjusted to include manufacturers other than the 152 reporting to 
Census Bureau, FUELoIL & O1t Heat's estimates of shipments are: 





JUNE SIX MONTHS 
Percent Percent 
1951 1950 Change 1951 1950 Change 
Conversion 32,943 58,573 — 43.7 218,971 233,270 — 6.1 
Boiler Units 4,045 8,906 — 54.6 29,300 32,048 — 8.5 
Furnace Units 9,493 14,755 — 35.6 63,159 54,391 + 16.1 
All Domestic 46,481 82,234 — 43.4 311,430 319,709 — 2.6 
Commercial 3,458 2,566 + 34.7 21,642 13,142 + 64.6 
Total 49,939 84,800 — 41.1 333,072 332,851 +100.0 
i 150 
WS Stocks OF Domestic OILBURNERS & UNITS 140 
(in Thousands) End of Month Shown 
Factory Stocks , 130 
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August Minimum Retail Prices: Key Dealers 





CONVERSION BURNERS _BOILER-BURNERS FURNACE-BURNERS 
August Aver. $333 $695 $627 
July Aver. 332 689 632 
Price Index: Conversion Burners: January 1940 is 100% 
WHOLESALE RETAIL 
August 135.7 Sixmonthsago 141.5 August 136.3 Sixmonthsago 136.8 
July 138.0 Yearago 128.8 July 136.1 Yearago 130.8 





OILBURNER PRICES COMPARED TO GENERAL INDEXES’ 


O/LBURNER PRICES- RETAIL CONVERSION BURNER -JAN. 1940=/00 
INDIVIDUAL INCOMES - BUREAU OF LABOR STATISTICS - 1939 = 100 ----~------------ 
CONSTRUCTION COSTS - RESIDENTIAL - DEPT. OF COMMERCE -/939 =/00 ———-——- —— 
COST OF LIVING - BUREAU OF LABOR STATISTICS - 1935-39=100 
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Oilheating Trends 


AUGUST EASED THE DOWN trend of 
installations of domestic oilburners 
and units. The month was about 20% 
below August last year but July had 
been 42% below. Estimated installa- 
tions during August were 87,782 
compared with 109,671 in August 
1950. Total installations for eight 
months are estimated at 366,971 com- 
pared with 464,175 in the same period 
of 1950 showing a drop of 21%. 

August installations were divided: 
New homes 39,512; Replacements of 
old oilburners 6,815; Conversions 
from other fuels 41,455. The ratio of 
new homes to the total is substantially 
higher than it has been running and 
may have been influenced by gas re- 
strictions or the unfavorable publicity 
that the gas industry had over the 
threat of restrictions. 

BURNER STOCKS: Dealer stocks of 
domestic oilburners and units on Sep- 
tember 1 were approximately 98,786. 
This compares with 115,864 the 
previous month and 159,393 on Sep- 
tember 1 last year. Factory stocks on 
June 30 were 95,262, the highest point 
ever recorded. 

TANK sTOCKS: On September 1 
dealers had approximately 139,382 
consumer fueloil tanks in their inven- 
tories. This compares with 160,220 
the previous month and 99,802 on 
September 1, 1950. During August 
the average price paid by the dealer 
for a 275 gallon tank was $42, the 
same as in the three previous months. 
By sections of the country the average 
was: New England $41; Mid-At- 
lantic $43; Midwest $39; Pacific 
Northwest $45, 

GAS LIMITATION ORDER: The Gov- 
ernment order restricting gas heating 
installations from some states and 
cities became effective August 22. 
Among dealers reporting from all sec- 
tions 41% believe that this order and 
the publicity that went with it will 
materially reduce gas burner sales in 
their markets. By sections of the 
country dealers who expect a gas sales 
drop were: New England 39%; Mid- 
Atlantic 44%; Midwest 40%; Pacific 
Northwest 33%. The dealers were 
then asked if they were getting a good 
list of prospects for oilheating in 
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The amazingly different Combustioneer ad LP (low 
pressure) oil burner has a capacity range from .65 to 3.0 
gph. Features a completely new hydraulically operated 
compound air and oil metering pump with one moving 
part—utilizing a free floating piston which floats in a 
bath of oil. Operates equally well with inside, outside, 
or single or double line tank installations—no extra 
pump or parts need to be added. Two hydraulically 
operated safety shut off valves—one for the nozzle, the 


® 


ESSURE surner 
EXCLUSIVE Gbustioncen FENtures: 


“A flip of the finger’ selects required oil capacity from .65 
to 3.0 GPH with burner operating. 


®@ No pistons to change. 
@ No pumps to add or change. 


@ Secondary air, and oil capacity adjustable while burner is 
running. 


® No lift pump required for outside tank installations. 
®@ No special high speed motor—standard motor used. 


@ Simple full floating, hydraulically operated piston—no link- 
age to wear. 


@ Interchangeable from low to high, or high to low pressure. 





other for the tank. No other oil burner has Triple Ve- 
locity Visorhead*—three velocity carburetion. Under- 
writers’ Laboratories approved to burn all domestic fuel 
oils. 


When you sell Combustioneer products, you offer un- 
matched quality and dependability, at a competitive price. 


Excellent dealer franchises are still available, Write for full 
information. 


Combustioneer was the ONLY oil-burner manufacturer to receive an AWARD at the 1951 National 0.H.I. Exposition! 


MANUFACTURERS OF BETTER HEATING EQUIPMENT SINCE 1928 


(J 
Gnbustioneen GAS BURNERS, HIGH AND LOW PRESSURE OIL BURNERS, STOKERS, COAL-GAS-OIL FURNACES, AND HUMIDIFIERS 





Combustioneer DIVISION 
THE STEEL PRODUCTS ENGINEERING COMPANY 
SPRINGFIELD, OHIO 
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CLIP AND MAIL TODAY! 


Combusti DIVISION 
The Steel Products Engineering Company 
1291 West Columbia Street, Springfield, Ohio 


i= 42. 


Please send me information about a C ioneer 
Franchise. 
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“The successful producer of an article 

sells it for more than it cost him to make, 
and that’s his profit. But the customer buys 
it only because it is worth more to him than 
he pays for it, and that’s his profit. No 

one can long make a profit producing 
anything unless the customer 

makes a profit using it.” 


Samuel B. Pettengill 


the standard of Hho industry... 
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AUTOMATIC BURNER CORPORATION 


1823 Carroll Avenue - Chicago 12, Illinois 
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Government Influences on Fuels 


by | 
Milburn Petty 


WASHINGTON—The outlook for resid- 
ual fuel oil supply is ““tight—but not 
critical,” according to the Petroleum 
Administration for Defense. 

But there are many factors involved 
which could change the situation over- 
night, PAD points out. 

So far, PAD has not fully agreed 
with arguments that industrial plants 
with standby facilities should be re- 
quired to shift from oil to coal and re- 
lease about 50,000 B/D of residual on 
the East Coast for oil-heating facilities 
dependent on this fuel. 

Also, PAD has shelved — for the 
present, at least—the idea of limiting 
residual exports from the U. S. 

In fact, PAD seems to have adopt- 
ed a “wait-and-see” attitude before 
taking any drastic steps. 


Heavy Demand for Residual Seen 


Besides the Abadan refinery shut- 
down, there are many other factors 
complicating the residual situation. 

Steel mills have been pressured to 
shift from gas to residual oil so as to 
release the gas for underground stor- 
age against peak winter demands. 
PAD expects that this may increase 
residual oil consumption by the steel 
mills by as much as 100%. 


Navy Seeks Heavy Fuel Oil 


Meanwhile, the Navy is finding it 
difficult to cover its requirements of 
residual fuel oil, particularly on the 
East Coast. 

PAD has canvassed refiners to see 
how much more Navy Special Fuel 
Oil they can make even at abnormal 
costs. Indications are that the costs of 
this incremental supply may run as 
high as 50¢ per barrel above the price 
for Bunker “C” whereas the custom- 
ary price differential is 17¢. 


Warns About “Too Cheap” Gas 


Pratt Rather, PAD’s assistant 
deputy administrator for gas, has come 
out with a blunt warning on “too 
cheap” gas. 

“Gas simply cannot supply the en- 
tire fuel market of this country,” 
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Rather told the Independent Natural 
Gas Association of America. “The 
present cheap price has a tendency to 
make the public want it to do that. 
‘So long as a too cheap price is in 
effect, the result is that the reserves 
presently dedicated to pipelines are 
gradually depleted. They become in- 
creasingly difficult to replace. Undedi- 
cated reserves are held for other uses 
or committed only for short periods. 
The incentive for exploration is 
threatened. The end result is that ex- 
pansion of pipeline and distribution 
facilities is made more difficult.” 


Coal May Face Bottleneck 


The coal industry may soon face a 
very critical bottleneck in getting coal 
from the mines to the consumer, ac- 
cording to government officials. close 
to the situation. 

It seems that coal mines, already 
short of open top cars, face a further 
drain as the steel mills shift to rail 
movement of iron ore, after the lake 
shipping season closes, to make up a 
large deficit in their ore stockpile. 


First Fuel Oil Probe Listed 


Senator Benton of Connecticut has 
asked the Senate Small Business Com- 
mittee’s staff to take a look at the sup- 
ply outlook for New England. (Just 
a year ago, Benton’s subcommittee 
made a similar study and recommend- 
ed that refiners increase their yields 
of heating oils.) 

Benton cited reports of large ex- 
ports by jobbers normally supplying 
New England and asked that a check 
be made to see if price control regula- 
tions were forcing them to sell abroad. 


East Coast Situation Studied 


Conferences between PAD and 
OPS are being held on the problem of 
what to do about the spot cargo termi- 
nal buyer who faces a squeeze on 


tanker rates as he buys FOB the Gulf . 


to supplement his heating oil supply. 
Instead of the price increase re- 
quested by these suppliers, PAD has 
in mind a “selective subsidy.” 
OPS doesn’t like the idea of a sub- 
sidy any better than a general price 


increase. A tanker rate freeze would 
be the answer but unfortunately for 
OPS the ceiling on such rates is about 
200% above USMC and there is 
some question whether OPS has the 
power to roll back this ceiling. 


Synthetics Backed by Coal Men 


Top leaders of the coal industry are 
urging that not one but several plants 
be built to make oil from coal—but 
located in existing mining areas. 

Chapman has recommended that 
federal funds in the amount of $400,- 
000,000 be earmarked to provide price 
support for the synthetic fuels and 
chemicals that would be made by a 
proposed coal hydrogenation project. 

However, ODM Chief Charles E. 
Wilson has indicated that there won’t 
be a pound of steel available for such 
“experimental” projects until 1953. 


Diesel Tax To Be Explored 


Proposed extension of the federal 
gasoline tax to diesel fuel used in high- 
way vehicles has been knocked out of 
the current tax bill—but the idea is 
far from dead. 

The Senate committee has ordered 
its staff to make a study of the matter 
and report back (in time for the next 
tax bill). 

Danger is that regulations to pre- 
vent tax evasion might entail much 
red-tape for all fueloil consumers. 


Oil Expansion Need Cited 


Despite PAD’s program for ex- 
panding oil capacity by a million bar- 
rels daily there will be a narrow mar- 
gin between supply and demand over 
the next year or so, according to 
PAD’s forecasts. 

Worldwide demand this year will 
total 11,263,000 B/D, exceeding de- 
mand by 151,000 B/D. In 1952 this 
margin will shrink to 8,000 B/D. 

Domestic supply will fall 444,000 
B/D short of meeting domestic de- 
mand this year and 703,000 B/D 
short in 1952. 

So, PAD has now come out in the 
open with its warning that present 
expansion plans are “not enough.” 

If the steel isn’t made available for 
expansion, the Industry is. going to 
fall increasingly far behind a demand 
that increases by the day, says PAD. 
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Winners in Useful Ideas Contest 


$1000 in cash Awards sent to 12 dealer Employees in nine States 


— SECOND ANNUAL contest for 
for “Useful Ideas” brought a lot 
of fine entries this year, slightly more 
than last year as it turned out. Select- 
ing the 12 best was a hard job for the 
three judges, who met on a September 
week-end at Skytop Club in Pennsyl- 
vania. 

Some of the suggestions selected as 
best were quite simple, but they were 
judged on the basis of originality of 
thinking and also their usefulness to 
all types of dealers, large or small. 


At least another three dozen of the 
entries are good enough to be printed 
in later issues of the magazine, all of 
them useful to dealers in the industry. 
The writers in each instance will re- 
ceive cash awards as their entries are 
published, and they will be identified 
by name and company. 

In the contest last year the em- 
ployees of the companies of the judges 
were excluded from participation. This 
seemed a bit unfair since they each 
have a lot of fine men. This year their 
men were invited to compete and one 





such employee won a prize, somewhat 
to the embarrassment of the judge, but 
the other judges insisted on the prize 
being awarded, since no one had 
known the identity of any contestants 

. each entry was submitted on 
blank pager and identified by number. 


First, second and third prize win- 
ners received, respectively, $125, $75 
and $50 in each of the four classifica- 
tions . . . office employee, fueloil truck 
driver, burner service man and sales- 
man. The 12 winning entries are re- 
produced in full in this issue. 


Office Employee 


/s¢ Prize - PHILIP KAPLAN, GENERAL OIL CO., 107 ALLYN ST., 
HARTFORD, CONN. 


Rew PRIZE WINNING ENTRY sub- 
mitted by Mr. Kaplan contained 
a comprehensive explanation of an im- 
aginative system developed by his com- 
pany to induce over-due accounts to 
send checks. The system goes into ef- 
fect on the due date following a fuel- 
oil delivery during the preceding 
month and continues through to the 
time when a badly delinquent customer 
finally is turned over to the local credit 
bureau for further action. 

With his entry Mr. Kaplan included 
five samples of the clever combination 
mailing envelope and postage-free re- 


The judges who repeated last year’s chore of selecting three prize winners in each 

of four classifications in the second annual Useful Ideas Contest. At the left is 

Herbert Spade, Robison Oil Co., Hartsdale, N. Y.; in the middle is George 

Clement, Modern Heat & Fuel Co., Philadelphia and at the right is Tom Carson, 

Sherwood Bros., Baltimore. Each is general manager of the fueloil and oilheating 
division of his company. 


ply envelope that is used on a regular 
basis, along with what he calls a “De- 
gree-Day Dun” card, which is dis- 
patched in advance of what would be 
the next normal delivery, if the cus- 
tomer has not yet paid for last month’s 
delivery. 

The entry was thought to be so time- 
ly in its discussion of credit and col- 
lection problems that it is appearing 
in another part of this issue as a sepa- 
rate feature article, with reproductions 
of the collection letters that accom- 
panied it. 


ond Prize: MISS PAT NOLAND, 
DIESEL OIL SALES CO., 

2155 NORTHLAKE AVE., 
SEATTLE 3, WASH. 


N THE FUELOIL INDUSTRY we find 

that each department feels it is the 
most essential, and this is very good. 
However, we must not lose sight of 
the fact that each and every depart- 
ment is dependent upon the other, and 
if we are to succeed there must be close 
cooperation among all of the depart- 
ments of any company. 

If we look at the average company 
in the fueloil business, we will find in 
an overall picture that the heart, the 
pulse, the nucleus, the very life-blood 
of the organization is the switchboard. 
True, is it not, that the greater percent 
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of the heating oil business is done over 
the telephone, so it, therefore, is only 
sound logic that the tempo, we might 
say, of the company is dependent upon 
that first response the customer re- 
_ceives when he calls his dealer. 

The ideas I am going to set forth are 
as old as the telephone itself, but they 
are ideas that I know are only too often 
not kept in constant practice by 
switchboard operators, and the result 
is most harmful to your company. 

The greatest offense in a telephone 
conversation is to converse with some- 
one who has something in his mouth. 
You may be a cigar chewer, pipe 
sucker, cigarette dangler, apple munch- 
er or gum chewer, and think you are 
getting away with it, but you are not. 
Don’t ever answer a call with anything 
in your mouth—except your teeth. 

Keep your voice at all times in the 
lower register. Speak the name of your 
company clearly, and don’t be sparing 
on your “Yes Sir’s, Please and Thank 
You’s.”” 

On this score it is a good idea to go 
dawn to the telephone company and 
they will make a recording of your 
voice. It might prove interesting to 
hear your own voice on the telephone 
as the customer hears it. 

Calls should be answered as soon as 
the light comes on. It may seem only 
a second to you before you answer, 
but to the party on the other end of 
the line it seems much longer. If the 
call is recognized by your response and 
a “Just a moment, please,” the cus- 
tomer knows he has the right number 
and will wait patiently until you can 
give him your attention; but for good- 
ness sake, be sure to thank him for 
holding the line. 

If you are a heavy breather, turn 
the mouthpiece of your headset away 
from your nose, as it is most unpleas- 
ant to have an operator “wheezing” in 
your face, so to speak, while waiting 
for the extension to answer. 

Being friendly with a customer is 
one thing, and joking with a customer 
is another. An office employee does not 
know the individual, and your joke 
may seem to you very opportune at 
the time, but it can surely backfire on 
you. The safest bet is to be business- 
like, brief, and to maintain a friendly 
dignity. 
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Iam sure we all enjoy calling a place 
of business and having our call trans- 
ferred to three or four departments 
before getting the proper person. 
Enough said on that. 

Throat and ear ailments are very 
common and very serious among 
switchboard operators. That earache 
you get in your non-receiver ear is 
from bracing the nerves of that ear 
against the noise of typewriters, add- 
ing machines, posting machines and all 
the talking that takes place around the 
switchboard. As long as there is a fuel- 
oil business you will have people con- 
gregated around the board, because 
that is the nucleus of the company. 
Concentrate on listening hagder with 
your earphone ear, and when all about 
you sounds like the home team has just 
crossed the goal line for that winning 
touchdown, try to keep the other ear 
relaxed. Smile, open your mouth, and 
move your lips freely to avoid contrac- 
tion of your throat. It will not only 
give your voice warmth and friendli- 
ness, but will help prevent throat ail- 
ments. 

Here is a little secret; perhaps you 
already know it. Just before answering 
each and every call, inhale slightly. 
This not only will make your voice 
clear and give it a pleasing tone, but 
will carry you through your response 
and “Yes Sir, just a moment please,” 
or “Your name, please’—then inhale 
again just before “Your address, 
please.” Soon this practice will become 
an unconscious habit. 

Never, under any circumstances, be- 
tray the confidence that is placed by 
many in you as a switchboard opera- 
tor. Keep these confidence to yourself, 
because time and again you are told of 
matters that no one else knows. 


.... Useful Ideas Contest 


Let me finish this by saying just one 
thing. You don’t have to be crazy to 
be a switchboard operator, but it helps 
a lot. When you begin to get 
“punchy,” the first big step toward suc- 
cess has been accomplished. 


MRS. LILLIAN WELLEN, 
167 CENTER AVE., 
NEW ROCHELLE, N. Y. 


_ OILHEATING INDUSTRY has a 
job of public relations to do! 

The driver of an auto hammers the 
horn with the heel of his palm. He is 
fuming because he’s stuck behind a 
huge truck that is snailing uphill. 
When he draws alongside at a red 
light, at last free to breeze past, he 
glares at the truck that held him back 

. an oil truck, 

The housewife in a suburban cot- 
tage feels her home vibrate. She hears 
the rumbling of a heavy vehicle and 
the clink-clink-clink of a drag-chain. 
She parts the curtains to look out. She 
frowns as she watches a truck go by 
...an oil truck. 

The driver and the housewife are 
human. They react normally to minor 
irritations. Quickly, without thinking, 
they blast a horn and frown. 

The motorist sees that truck lum- 
bering up the grade, not as a deliverer 
of heat for homes and hospitals and 
stores, but as something that is block- 
ing his way. 

The housewife sees that truck pon- 
derously passing her home, not as a 
bringer of cheery, healthful warmth to 
her neighbor, but as something that is 
disturbing her peace and quiet, and 
that is perhaps endangering her child 
at play outside. 
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When the motorist and the house- 
wife subconsciously couple fueloil with 
annoyance, it becomes that much easier 
for another type of fuel to snatch busi- 
ness away from you. 

To repeat: The oilheating industry 
has a job of public relations to do! 

Now here’s how you will win good- 
will for your own oilheating firm and 
for the oilheating industry as a whole. 

Your fueloil trucks have aprons. 
These aprons carry no lettering at all 
or at most the lettering merely repeats 
what you have written on the tank, 
the cab or the rear. 


To these aprons you fit metal frames 
like the straps that hold the car cards 
you see in railroad coaches. Into these 
frames you slip community service 
messages directed to the people of your 
locality. Through this device you help 
fund-raising drives, you urge safety 
measures, you announce coming pub- 
lic events, you back the sale of govern- 
ment bonds, you bolster ‘civic pride. 

What happens when you do this? 

The driver of the auto waves to the 
driver of the fueloil truck when he 
reads a message that furthers the in- 
terests of his city. The housewife smiles 


warmly when she reads a message that 
warns motorists to watch out for chil- 
dren playing in the streets. 

Win goodwill; enjoy the praise you 
will get in the editorial columns of 
your local newspaper and reap more 
business through the word-of-mouth 
publicity of your fellow citizens. 

Contact your Chamber of Com- 
merce, your Community Chest, your 
safety organization, your health and 
welfare agencies. Right today, offer 
your community the use of your fuel- 
oil truck aprons as traveling billboards 
. . . bearers of goodwill for you! 





Oiburner Serviceman 
ist Prize: JOHN J. BYRNES, 79 WAYDELL ST., NEWARK 6, N. J. 


ERE IS A BRUSH for cleaning oil- 

burner fans quickly if the service 

man does not wish to take burner apart 
to clean same. 

Brush is used as shown in Fig. 1 of 








drawing and is shown inserted thru 
fan shutter of oilburner. Brush has 
steel wire bristles, clamped in metal, 
which is secured to the handle. The 
handle is made of Ye” x 4” steel 
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which may be bent to suit the burner. 

In operation the brush is drawn back 
and forth pressing bristles into fan 
blades. 


2nd Prize: FRANCIS MARTIN, 
WM. R. HOGG CO., INC., 

900 FOURTH AVE., 

ASBURY PARK, N. J. 


Ki YEAR there are a number of 
motor bearings replaced due to 
failure caused by lack of or insufficient 
lubrication. When servicemen are 
overhauling an oilburner for the heat- 
ing season, they normally fill up the 
oil cap once, The small amount of oil 
applied is not enough for the entire 
season. 

What often happens is this. The 
wool packing around the bearing may 
have been packed too tightly or a 
greasy crust has formed on top of the 
wool, preventing the oil from being 
absorbed and distributed around the 
bearing. Also, because the oil does not 
drain from the cup, it appears that the 
bearing has sufficient lubrication when 
it is checked later in the season. 

Here is what I have done to over- 
come this trouble and make sure there 
is the right amount of oil at each bear- 
ing. I use a syringe and a large hypo- 
dermic needle. I fill the syringe with 
the amount of oil I want the motor 
to have and inject it into the wool. In 
this way I know that the exact amount 
of oil needed is fed to each bearing. 

The syringe and hypodermic needle 
can be purchased at any drug store. I 
suppose you'd call this giving the motor 
a “shot.” 


49 








LESTER THOMAS, 
ROUTE 1, 
MT. VERNON, WASH. 


1 ieee BED PLATE of this emergency 
pumping unit is 14” long, 6” 
wide, and 5” high where the pump is 
bolted. Material used is 3/16”. A half- 
inch round handle 10” high is welded 
to the bed plate. A two-stage pump 
with a vacuum and pressure gauge is 
installed by brass 4” pipe fittings. Two 

24” neoprene hoses are used on the 
suction and discharge lines. On one end 
of each hose a 1%” nipple is used. On 
the other end of each hose there is a 
half-union with 4” pipe thread, so 
that a flare or compression tubing fit- 
ting can be screwed in, or if the oil 
line is pipe, a connection can readily 
be made. The third hose has 3/16” fit- 
tings as this lines goes to the burner 
nozzle. A short length of cord is used 
on the motor with a plug-on. Another 
short cord is used with two small bat- 
tery clips on each end. Four small- 
nécked nursing bottle nipples are used 
to cover the small battery clips for in- 
stallation. 

' In hooking up the motor of this unit 
the serviceman opens the outlet box on 
the burner; opens the two leads for 
the burner motor; and clips the two 
battery clips to the burner motor’s 
leads. The other end is clipped on the 
plug to the auxiliary unit. The reason 
for this is that sometimes a service man 
might want to plug this unit into an 
extension cord to test the oil line be- 
fore hooking up to a burner, as many 
times the trouble is with the oil line 
or tank fittings and not the pump on 
the burner at all that is giving the 
trouble. It takes three minutes to un- 
couple a pump and couple this unit in. 
When the burner motor starts or stops 
this pump motor does the same. After 
the pump has been removed from the 
burner, a rag or piece of paper is 
stuffed in the hole where the pump was 
so that the air is not changed to the 
burner. 

A serviceman cannot always repair 

a pump on the job and neither can he 
carry pumps with him that will always 
fit the job. But with this unit in his 
truck in a few minutes he has removed 
the troublesome pump and left the 
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home with heat and is on his way to an- 
other job and can come back with a 
new or repaired pump at a later date. 

This unit is also invaluable for test- 
ing lines for trouble as the serviceman 
knows that when he hooks this unit on 
the oil lines that this pump is in per- 
fect condition. He has two gauges in 
front of him to show what is happen- 
ing. Many burners in the field today 
have obsolete pumps and are impossi- 
ble to repair on any short notice. This 
unit has kept many a home owner 
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warm in winter weather that otherwise 
would have had no heat. 


Oilburner Salesman 


H. DAYTON SNYDER, MODERN HEAT & FUEL CO., 4415 
CHESTNUT ST., PHILADELPHIA 4, PA. 


a SUCCESSFUL oilburner sales- 
men today—the dependable pro- 
ducer in 1951—fully recognizes the 
fact that the “golden postwar days of 
selling” are over. He realizes it is not 
only necessary to have a complete 
knowledge of his product, but a well 
planned sales technique is even more 
necessary. 

Too often, today’s salesman is taught 
the salient facts of the product, but 
the actual buying factors are neglected. 
Surely we must know our product, but 
the customer .in most instances is 
prompted to purchase—not the prod- 
uct—but the benefits they receive from 
the use of the product. In other words, 
the motivating factors are the results 
obtained from the product. 

Please know the above statements 
are not the results of wishful think- 
ing, but have been proven over many 
years of practical heating sales experi- 
ence—successful years—if you please. 


Considerable 
most valuable asset-—can be saved by 
properly qualifying your prospects at 
the very beginning of your visit. Please 
note “prospects,” for in the sale of do- 
mestic heating both signatures are re- 
quired, and it’s best to make it a rule 
not to attempt to sell the man without 


time—a _ salesman’s 


the wife present, or vice-versa. 

Qualifying your prospects means to 
definitely ascertain whether they are 
sincerely interested and are ready to 
proceed if you can satisfy them as to 
quality of product, responsibility of 
your organization, and assurance of a 
fair price. This method eliminates the 
“window shoppers,” or those who 
“think” they might buy in 1954. 

Many oilburner salesmen are much 
too anxious to start right in with a 
heating survey without any qualifica- 
tion whatever and end up with a large 
stack of useless and worthless survey 
sheets. 
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The actual survey can and should 
be a convincing show of dramatics 
with the salesman taking the leading 
role. Not overacting, but sincerely 
proving to your prospect that you are 
carefully checking the heating needs 
of his home and assuring him by say- 
ing “Mr. X, your installation will be 
tailored to the actual requirements of 
your home.” 

From the very beginning talk to the 
prospect about—‘“your home, your 
automatic heating system, your oil 
burner, etc. Give him the feeling of 
possession right from the start, pro- 
ceeding with the presentation—after 
the careful survey—get commitments. 
Here is your opportunity for real posi- 
tive selling. 

“Mr. X, you are only interested in 
quality equipment that will give you 
genuine comfort and be economical in 
operation—isn’t that what you are 
seeking?” 

“Mrs. X, you can appreciate what 
it will mean to you—to eliminate that 
coal bin and the ashes that cause your 
cleaning to be a real major task, As a 
careful housekeeper that’s good news 
to you, isn’t it Mrs, X?” 

Leading questions as the above— 
that are sensible—and require answers 
—afhrmative answers—are genuine 
sales builders. 


Commitment ‘*Yesses” 


Every time you mention a real fea- 
ture arrange it in question form and 
get an answer. At the same time look 
directly at your prospect and nod your 
head in a “yes” motion and you'll find 
your prospect will nod with you. 

In the event you are using illustra- 
tions or have a component part to show 
—always place it in the hands of your 
prospect—don't hold it for him or her 
to see—put it directly in their hands. 
Make them part of the act—it’s always 
a convincing maneuver. 

A good presentation—with plenty 
of commitments leads into a smooth 
close—for they have yesed ycu right 
along and they have been properly 
“tempered,” and the conclusion is a 
happy one for all concerned. Usually 
no great pressure is required to close if 
you qualify the prospect, make a con- 
vincing survey, and get plenty of com- 
mitment yeses in your presentation. 


Always—after the survey when you 
sit down for your sales presentation, 
always have your contract in evidence. 
Put it on the table where it is easily 
available and always time your close. 
A good method is to say, “What are 
your initials Mr. X?”, and start writ- 
ing them on the agreement. Never ask 
for a signature—just present your 
papers and say, “Please okay here, Mr. 
igs 

Another caution—never mention 
“Cost” or “Price,” but substitute the 
word “investment.” You can always 
justify using the word investment like 
this— 

“T say ‘investment’ Mr. X because 
there is nothing—absolutely nothing— 
that can give you the returns in solid 
comfort and complete satisfaction for 
such a long time as your investment in 
automatic oil heat. Then too, everyone 
of your household benefits along with 
relatives, friends, and any visitors to 
your warm, cheerful, happy home.” 


It goes without saying—enthusiasm 
is a very necessary requisite, along with 
sincerity of purpose. Homeowners will 
purchase from those salesmen who 
demonstrate that they have a genuine 
concern of the prospects best interests 
and will be grateful for your showing 
them’a truly better way of living. 

Positive thinking and positive doing 
insure positive results. 


W. “BOB” WEEKLY, 
739 ALABAMA ST. 
LAWRENCE, KANSAS. 


F® THE PAST FEW YEARS we had 
noticed a considerable amount of 
customer complaints arising from the 
fact that we added a minimum service 
charge to the complainant’s bill for 
merely bringing filters out to his home 
and installing them. We could not in- 
crease the price of the filter to defray 
the expense of the trip to his home and 
back and the customer was dissatisfied 
when we charged him for the trip. We 
had to think of something that would 
do away with this problem. Here is 
what we did. 

We decided that if we could, in 
some way, consolidate all filter deliver- 
ies and dispatch them in an orderly 
fashion, we could cut down on the 





serviceman’s time and decrease the 
amount of service charge to the cus- 
tomer. 


File records all filter Users 


We began our plan by accumulat- 
ing a card file of all filter users. This 
file now contains the name and address 
of each filter user and the number and 
size filters used. We also record the 
dates that replacements are made so 
that we can tell just about when the 
customer will need another change. 
We compiled the card file largely from 
our ledger records and added to it each 
time we sold filters, by telling the pur- 
chaser that we could be of more service 
to him by knowing his filter needs. 

This much of our plan met with cus- 
tomer enthusiasm so we felt that we 
were on the right track. Now we had 
to organize our filter deliveries to keep 
down delivery expense. We called all 
filter users and told them of our plan 
to minimize filter replacement expense. 
We met with further customer ap- 
proval and took orders in one part of 
town at once by calling people in pre- 
determined sections of town in accord- 
ance with our file. People seemed grate- 
ful for our reminders and we soon had 
numerous orders to fill and consider- 
able service to attend to. 

We emptied one of our panel trucks 
and made it ready for use as a filter- 
service truck. Each morning orders for 
service, check-ups and filter replace- 
ments were ready for the driver and 
he loaded his truck accordingly. Most 
of these orders were obtained by the 
office girl using telephone canvass 
methods, but many of them were called 
in by the customers themselves who 
were told what day or days the driver 
would be in your neighborhood. 

Almost every part of our plan 
worked quite smoothly from the start 
and as we continued to school our 
forced air equipment owners on filter 
replacement and blower care we in- 
creased the consumer interest which 
led to the success of our plan. 

This year we are entering the heat- 
ing season with one-third more filter 
users than last season and our minimum 
charge for filter installations is less 
than half of former charges. We are 
now planning improvements for our 
already proven filter-service program. 
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We intend to advertise extensively by 
radio, newspaper, and direct mail. A 
new sign on our filter-service truck will 
add to the publicity. Each air filter 
user will receive a decal for his blower 
_ cover which will give full instructions 
regarding proper blower care includ- 
ing service and replacement data. 


We feel ‘that we have not only 
solved a serious problem, but have also 
opened a field of great potential in our 
business, for our filter sales have 
boomed in the past two years. 


3rd Prize: NORMAN SCHOLES, 
408 SIXTH AVENUE 
DES MOINES, IA. 


? ] “HIS IDEA OF MINE, coupled up 
with the Degree Day System, can 


eliminate a lot of trips and dumps, 
therefore, cutting considerably the de- 
livery cost, also stop antagonizing cus- 
tomers who hate to have the tank- 
wagon stop too often. 

First get a good 6’ x 4’ map of your 
city, divide this into areas equal to the 
amount of trucks and drivers used at 
peak of the season. Next, as the pledge 
cards or contracts come in during the 
summer and early fall, insert pins or 
flags into the map indicating location 
of customer, grade of fueloil used and 
whether he is on “keep full” or “will 
call” service. 


Before the really cold weather sets 
in a fairly accurate record can be ar- 
rived at from your past records as to 
the amount of storage and annual con- 
sumption ofthe various grades of fuel- 
oil in each area. Assign one driver to 
each area and let him stay there, which 
enables him to become familiar with 
the different kinds of fills, whether it be 
from the street, alley or driveway or 
mean slow fills and eliminate overflows 
and spills. He also becomes familiar 
with his customers and can create lots 
of good will if he is the right kind of a 
fellow. Also when the sales force be- 
gins to notice the blank spots on the 
map they wonder why, begin to in- 
vestigate, and really work on that spot. 

It will also make a wonderful win- 
dow display, unless you are afraid of 
your competitors. 


52 








Oil Truck Driver 


Ist Prize: N, F. LAFONG, CHARLESTON OIL CO., CHARLESTON, S. C. 


AN A DRIVER delivering No. 2 fuel- 
oil, I recommend that installation 
men use a fill plug in the top of an 
above-ground tank. This makes for 
closer filling, whereas with a nipple 
and cap it is impossible to see into the 
tank while filling. VENTALARM signals 
on all tanks are most desirable, but too 
few seem to be sold by burner dealers. 

In congested areas, it is my belief 
that a shuttle truck, run from the bulk 
plant to the driver-salesman, saves 


2nd Prize: GEORGE RUHL, 
95 HARTLEY AVE., 
MT. VERNON, N. Y. 


WOULD LIKE to see each VENT- 

ALARM signal adjusted so that after 
the whistle has stopped blowing, the 
driver still have five or six gallons lee- 
way so that he can safely shut off the 
pump and blow the lines. This is es- 
pecially important in curb deliveries to 
small tanks where the pipe runs up- 
grade and the flow of oil when shut off 
immediately runs back to fill and spills 
out when the fitting is removed. This 
is not only wasteful, but makes an un- 
sightly appearance where grass is 
growing. 


ird Prize’ CHARLES FUSS, 
OPERATORS HEAT, INC., 
1601 WEST 4IST ST., 
BALTIMORE 11, MD. 


‘Gm DRIVERS made quite a few mis- 
takes last winter delivering oil to 
the wrong homes, particularly in group 
of row-houses, so therefore this Spring 
we bought 24 fill caps and are holding 
them up against the side of a grind- 
stone to make a smooth surface. We 
then take a letter punch and stamp 
the company initials (three) on this 
smooth surface in letters about 34” 
high. A little black paint is then 
smeared on and wiped off,—this fills 
the letters and makes them easily seen, 
—making our cap very recognizable at 
a glance. 

Our drivers take some of these let- 


many hours daily and greatly increases 
gallonage delivered. An unskilled man 
can bring the truck from the bulk plant 
and turn it over to the experienced 
driver. 

From my own experience I am sure 
that a degree-day system is absolutely 
necessary for maximum delivery. 

And finally, I have found it advan- 
tageous to release the truck pump from 
the rear of the tank without going into 
the cab after delivery is completed. 





tered replacements out every day and 
fix the ones they have removed at 
night, when they come in, in a very 
few minutes. We will have the pro- 
gram completed by next winter and 
the drivers will question any place that 
does not have one of these caps, there- 
by eliminating wrong deliveries of oil. 
We also hope that this will eliminate 
other companies drivers from mistak- 
enly filling our tanks. 


Ralph S. Cadwallader has been 
named sales promotion manager, Per- 
fection Stove Co., 
Furnace Div. He 
joined the com- 
pany in 1946 as 
a field serviceman 
and has spent the 
past few years 
as Western Ter- 
ritory salesman. 
Before World 
War II Cadwal- 
lader was employed by the J. M. & 
L. A. Osborne Co., at that time Cleve- 


land distributor for Superfex furnaces. 
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NE OF THE MOST alert oilheating 
groups in the United States, the 


Oil Heat Association of Maryland, 
Baltimore, has effectively battled nat- 


ural gas from the day it came to town 
18 months ago. In fact the group 


started its publicity and promotional 


campaign several months before gas 
got there. A substantial fund has 
been continuously fed into the proj- 
ect with the result that gas, with all 
its typical fanfare of free publicity, 
has been retarded. 

True, quite a number of gas heat- 
ing jobs have gone in, particularly in 
new homes, but the totals have been a 
disappointment to the gas utility. Bal- 
timore dealers did sell 5,000 oilburn- 
ers last year and only six cities in the 
country had more sales. 

The theme of the oilheating group’s 
promotion has consistently been, “Oil 
Heat costs less, much less, than nat- 
ural gas.” The theme was chosen be- 
cause the group felt that if the idea 
could be firmly planted in the public 
mind, new home builders would be 
hesitant about putting gas in houses 
to sell . . . that they would be afraid 
it might hurt their sales. 

Last winter the directors of the as- 
sociation decided that they needed 
some proof of oilheating economy 


eoeree eee eee eee eee eee eee e eee ereene 


The two similar residences, one gas, 

the other oilheated, which were used 

to record fuel savings, in the tests de- 

scribed in the article are shown in the 

pictures reproduced at the top of the 
page. 


oil 


Consulting Engineer on fuel Costs 


Baltimore Group retains Specialist to measure Savings for Publicity 


from an outside impartial authority. 


. They engaged James K. Wolford, 


consulting mechanical engineer, to 
make a study by actual heating tests 
in two similar homes. Wolford is very 
well known in Baltimore and his find- 
ings will be accepted as dependable. 

S. K. Yarrington, executive secre- 
tary of the association, has supplied 
for publication a copy of the report 
and a photograph of the two homes 
studied. 

When the report had been com- 
pleted by Wolford, the group used 
the findings in a series of full page 
ads in Baltimore newspapers, with 
three insertions on September 17, 18 
and 24. 

The full report submitted by Wol- 
ford follows: 
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Oil Heat Association 
Stafford Hotel 
Baltimore 2, Maryland 
Re: Comparative Fuel Costs— 
Natural Gas Vs. No. 2 Fuel 
Oil 
Gentlemen: 

We should like to submit the fol- 
lowing report on the reference project: 
A. PURPOSE: 

The purpose of this report is to com- 
pare accurately the cost of heating 
with natural gas with the cost of heat- 
ing with No. 2 fuel oil. The relative 
merits of the two methods of firing, 
as to the distribution of heat through- 
out the living spaces by identical heat 
distributing systems will also be 
shown. 


B. Description of Installations: 


1. LOCATION : 

The gas-fired installation was test- 
ed and recorded at 4805 Loch Raven 
Blvd. The oil-fired installation was 
tested and recorded at 4809 Loch 
Raven Blvd. 

2. SYSTEMS: 

The heating systems at 4805 and 
4809 Loch Raven Blvd. are forced 
warm air systems and were both in- 
stalled in accordance with the accept- 
ed practice of the American Society 
of Heating and Ventilating Engi- 
neers. 

3, SYMMETRY: 

The residences at 4805 and 4809 
Loch Raven Blvd. are similar semi- 
detached buildings. Each faces west 
with western, southern and eastern 
exposures. Each residence consists of 
three bedrooms and bath on the sec- 
ond floor; living room, dining room 
and kitchen on the first floor; and club 
room, utility room and lavatory in the 
basement. All spaces are heated with 
supply registers in each space and re- 
turn grilles in all spaces except the 
kitchen, bath room and utility room. 
Floor plan dimensions used for the 
construction of each residence and 
duct arrangements were identical. The 
families living in each residence con- 
sist of three people, father, mother 
and daughter. 

4. EXCEPTIONS: 

The only exceptions are in the 
building installations. The residence 
at 4809 Loch Raven Blvd. has an ad- 
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ditional window on the south wall of 
the dining room. The dimensions of 
the window are 35” x 52”, double 
hung, with six panes of glass in both 
top and bottom sections. For heating 
compensation, see Paragraph F of this 
report. Another exception in the con- 
struction is the slope of the roofs. No 
compensation in the heating calcula- 
tions were made in this instance, as 
the attic flats of both houses were heav- 
ily insulated with rock wool. 


UC, Apparatus: 


The testing apparatus for the sys- 
tems were set up as follows: 
1, GAS-FIRED SYSTEM: 

(a) A watt-hour meter (Consoli- 
dated Gas and Electric Company No. 
14819268-496301). 

(b) Gas sub-meter connected to 
burner in heating unit. (Consolidat- 
ed Gas and Electric Company No. 
471694, size 5-M). 

*(c) Two Brown eight day tem- 
perature recorders, Nos. 454081 and 
454082. 

2. OIL-FIRED SYSTEM: 

(a) A watt-hour meter (Consoli- 
dated Gas and Electric Company No. 
14819271-496307). 

*(b) Two Brown eight day tem- 
perature recorders, Nos. 500661 and 
113453. 

3, GENERAL EQUIPMENT: 

(a) Flue gas analysis kit. 
Rite). 

(b) Sling psychrometer. (Taylor). 

*NOTE: Temperature recorder loca- 
tions were reversed after fourteen 
weeks of the twenty-one week operat- 
ing period. That is, the recorders des- 
ignated for the gas-fired system were 
switched to the oil-fired system and 
vice versa. 


(Fire- 


D. Description of the Operation: 


The instruments were inspected and 
the test operations were begun at 
10:00 A.M. January 8th, and con- 
tinued in operation until 10:00 A.M. 
June 1st of this year, 1951. 

The gas meters, (Sub-meter and 
main-meter) and watt-hour meters 
were read, recorded, and the tempera- 
ture charts were changed weekly at 
approximately 10:00 A.M. each Fri- 
day during the twenty-one week 
period. 
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One of the billboards used by the Oil Heat Association of Maryland in a con- 
tinuing campaign that sells the advantages of fueloil and features the slogan, 
“Oil Heat Costs Less.” 


The watt-hour meters were con- 
nected to show the accumulation of 
electric power consumed by the fan 
motor and the gas valve on the gas- 
fired system, and the fan motor and 
oil burner on the oil-fired system. 

The sub-gas meter was connected to 
show the accumulation of gas burned 
by the gas pilot and the gas burner. 


Oil metered and re corded 


The oil used during the operation 
was metered at the truck and each de- 
livery was witnessed and recorded by 
the writer. The oil fill cap was kept 
sealed at all times. 

The house temperatures were re- 
corded by two recording instruments 
in each residence, one located at the 
inside wall of the dining room on the 
first floor, and one located at the in- 
side wall of the small bedroom on the 
second floor in each residence. 

Intermediate CO. draft and effi- 
ciency readings were made for the 
combustion in each unit twice during 
the twenty-one week test period. The 
gas consumed by the gas pilot during 
the off cycle was read and recorded for 
a ten minute period after the system 
had been in operation for fourteen 
weeks. The power consumed by the 


gas valve was measured and recorded 
during the off and on cycle after six- 
teen weeks of operation. 

Official United States Weather Bu- 
reau records were kept and degree 
days were tabulated each day during 
the entire twenty-one week test pe- 
riod. See Paragraph F for compensa- 
tion for inside temperature differences. 


EK. Data: 


1. Oil-fired heating equipment: 

(a) Anchor Post—Fluid Heat Fur- 
nace No. R-12C, rated at 120,000 
BTU/hr at the bonnet. 

(b) Burner—one gallon/hr. 

(c) Nozzle—Type NS—changed 
to Type R after fourteen weeks. 

(d) Filter section. 

(e) Humidifier—pan type. 

2. Gas-fired heating equipment: 

(a) American Standard Sunbeam 
“Seneca.” No. SL-105, AGA rating 
105,000 BTU/hr input, 84,000 
BTU/hr output. 

(b) Burner—natural gas. 

(c) Filter section. 

(d) Humidifier—pan type. 

3. Room thermostats were located 
on inside wall of living room in each 
residence. The average weekly house 
temperatures were as follows: 
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Average house Temperatures 


Room Room 

Temperature Temperature 

Gas-Fired  Oil-Fired 

Week Installation Installation 
1 73.0 72.5 
2 76.0 72.0 
3 75.0 TLS 
4 TY.3 70.5 
5 75.0 72.0 
6 73.5 20) 
7 73.5 713.5 
8 75.0 73.0 
9 74.0 71.0 
10 74.5 aY5 
11 75.0 73.0 
12 74.5 72.0 
13 75.0 U7 Po, 
14 75.0 72.5 
15 75.0 72.0 
16 75.0 iP-r>: 
17 74.5 73.5 
18 73.5 fS: 
19 76.0 125 
20 76.0 74.0 
21 yb) 75.0 
GRAND AVERAGE 74.7 72.5 


AVERAGE DIFFERENCE—2.2° 


4. Oil burned over twenty-one week 
operating period—452 gallons. 

5. Gas burned over twenty-one 
week operating period—633.3 units. 

6. Electric power consumed by oil- 
fired installation for twenty-one week 
operating period—181 KWH. 

7. Electric power consumed by gas- 
fired installation for twenty-one week 
operating period—150 KWH. 

8. Cost of oil @ 12.2¢/gallon— 
$55.14. 

9. Cost of gas @ 11.7¢/unit— 
$74.10. 

10. Degree days Jan. 8 to June 1, 
195 1—2514. 

11. Gas consumed by pilot for 24 
hour period—.412 units. 

12. Operating cost of pilot for 24 
hour period—4.8¢. 

13, Power consumption of gas valve 
off cycle—one watt. 

14. Power consumption of gas valve 
on cycle—25 watts. 

15. Average combustion efficiency 


oil-fired—80!f. 


16. Average combustion efficiency 


gas-fired—81. 
17. Storm windows were removed 
from both residences. 


FE. CALCULATIONS AND RESULTS: 


*1. Actual Costs: 

(a) Heating cost—oil-fired system: 
(1) 452 gal. oil @ 12.2¢/gal $55.14 
(2) 181 KWH @ 3¢/KWH 5.43 





Total cost (1-8 to 6-1) . $60.57 


*NOTE: Cost analyses were made on Feb. 
9th, March 23rd and April 27th similar to 
June 1st analysis above. 


(b) Heating cost—gas-fired system: 
(1) 633.3 units gas @ 11.7¢/ 
ee Ae oe Pe $74.10 
(2) 150 KWH @ 3¢/KWH 4.50 


Total cost (1-8 to 6-1) . $78.60 





**2_ Theoretical Costs: 
(a) Heating cost—oil-fired system: 
(1) (452 + 6.3) gal. oil @ 


12.2¢/gal. = ......00% $55.91 
181X 55.91 __ 

(2) 35, «= 183KWH 
@ 3¢/KWH =...... 5.49 





Total cost (1-8 to 6-1) . $61.40 


(b) Heating cost—gas-fired system: 
(1) 633.3 units gas @ 11.7¢/ 
WHMGS Since ce ncaa ees $74.10 
(2) 150 KWH @ 3¢/KWH = 4.50 





Total cost (1-8 to 6-1) . $78.60 


F=UXNXD 
(Eee eae a 2. oe xe) x 80 X 2514= 


ot 5 gal. 
II. Compensation for dining room win- 
dow. 
Heat Loss: 
Window loss 1033 BTU/hr nor- 
mal transmission. 
Crack loss 770 BTU/hr infiltration. 
Total loss—1803 a 
Minus F = .00358 X oa Bre 
16.2 gallon 
Difference expressed in gal. oil = 6.3 


plus F 


The above calculations were based on 
Chapter 8, 14 and 20 of 1951 ASH. & V.E. 
Guide. 


(,. COMMENTS: 


1. From the data, it will be noted 
that 4.8¢/24 hour period is the operat- 
ing cost of the gas pilot. In the opin- 
ion of the writer, the heat emitted 
from the pilot has no appreciable 
value in heating the residence. The 
heat undoubtedly, is dissipated in duct 
radiation before it reaches the nearest 
wall register. 

2. It was noted during the twenty- 
one week operating period that the 
living habits of the two families in the 
residences were similar as to the use 
of hot water, heat, etc. 

3. No. 2 fuel oil, used in this op- 
eration, is that specified as Commer- 
cial Standard, U. S. Dept. of Com- 
merce. 

4. This test, made over a long pe- 
riod of time, with compensation for 
all of the major variables, represents 
a true comparison of operating costs 
for natural gas and No. 2 fuel oil. 

Respectfully submitted, 
JAMES K. WOLFORD 
~-#*NOTE: I. Gas burning system was taken 
as standard @ 74.7 room temperature and 


oilburning costs were increased to compen- 
sate for the average difference of 2.2° F. 


cloil 


NPA names Board 
for CMP Appeals 


THE NATIONAL PRODUCTION AUTHOR- 
ITY has established a three-man board 
to decide appeals involving allotments 
and allocations under the Controlled 
Materials Plan. If a manufacturer be- 
lieves provisions of an NPA order, 
CMP allotment or materials allocation 
creates unreasonable hardship, he may 
apply to NPA for an adjustment. He 
petitions the industry division that ad- 
ministers the order or makes the allot- 
ment or allocation. 

In the event his request is denied, 
the manufacturer then may appeal to 
the board, by filing with the Secretary, 
NPA Appeals Board, Office of the Ad- 
ministrator, National Production Au- 
thority, Washington 25, D. C., an ap- 
peal in quadruplicate. The notice is 
required to include an explanation of 
the NPA action which prompted the 
appeal, grounds on which the appeal 
is based and copies of NPA documents 
on the action. 

oe 


U. S. Department of Labor 
Fueloil Prices (July) 


FIELD INVESTIGATORS for the Depart- 
ment of Labor monthly check prices 
of principal fuels in several cities, in 
each section of the country. Getting 
retail quotations from various sup- 
pliers in each market, the prices are 
averaged and published. Those in the 
table that follow were taken July 15 


(cents per gallon) : 


Range No.1 No. 2 Meri 3 
Boston 14.73 14.57 12.50 
Manchester 15.30 14.80 13.20 
Portland, Me. 14.40 14.40 12.40 


3 Buffalo 14.95 .. 13.74 13.74 

4 New York ee ee 7h =e 

Philadelphia 13.43 12.20 <3 

1 Chicago 14. 83 14.48 13.57 13.57 

4 Detroit 14.73 13.70 me 

Milwaukee .. 14.78 13.84 13.72 

1 Baltimore .. 13.36 12.44 ae 
Wash., D. C. os E384 32.95 

Jacksonville ..- 14.87 13.60 ae 

Norfolk .. 13.60 12.20 12.20 

Richmond -- 14.00 12.60 a 

2 Savannah .- 16.55 13.97 ha! 

Portland, Ore. .. 14.50 12.10 6.90 


5 San Francisco .. 13.87 11.54 6.85 
4 Seattle ~« 15.44 13.20 F241 


1 Prices include 2 percent tax. 

2 Prices include 3 percent tax; price for 
kerosene also includes an inspection tax 
of one cent per gallon. 

8 Prices include 1 percent tax. 

4 Prices include 3 percent tax. 

5 Prices include 3.5 percent tax on all 
fuels except gas. 
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by 
J. W. Schulz 


HERE ARE TWO TYPES of baffles: 

first, those installed in the flue 
passages of furnaces and boilers; sec- 
ond, those installed in the combustion 
spaces. Both types are fascinating be- 
cause they increase enormously the ef- 
fectiveness of the heating surfaces 
found in a poor-performing boiler or 
furnace. A service expert nearly ex- 
plodes himself with gratification when 
he sees that his newly installed baffles 
have, for example, reduced the stack 
temperature of an installation from 
above 900° to below 400°. Truly ex- 
cellent baffling generally cuts oil con- 
sumption 25% to 45%. On some jobs, 
fuel savings of 55% to 60% have 
been attained by excellent baffling aid- 
ed by new and outstanding fireboxes 
and steps to have the oilburners, con- 
trols, and heating plants operate at 
peak efficiencies. 

This article shows examples of both 
types of baffles, flue baffles and com- 
bustion space baffles, indicates how 
they save fueloil, then outlines the 
advantages gained by good baffling. 
Don’t fail to act on the warnings that 
relate to keeping out of trouble when 
you baffle a furnace or boiler. Don’t, 
for instance, baffle to the degree of 
creating plus draft over-fire on a job 
that will give trouble as a result of 
this. Don’t work without combustion 
testing instruments! You head into 
trouble if you fail to take draft read- 
ings, and you need a stack thermom- 
eter to measure the effectiveness of the 
baffles you install. CO. readings are 
practically necessary. 

Page 63 of the August issue of 
FUELOIL & Ort HEAT showed a coal- 
designed warm-air furnace similar to 
the furnace in the accompanying Diag. 
1, and described this as having flue 
passages of great cross-sectional area 
that give the low flue gas velocity 
which invites baffling to produce the 
effect of half the cross-sectional area 
and twice the length of travel. By de- 
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Baffling for Flues and Fireboxes 


Improving Hot Gas Travel in Furnaces and Boilers Cuts Fuel Bills 25% to 45% 


signing for many small, fast-moving 
streams of flue gas instead of the one 
sluggish and laminated stream this 
furnace flue provides, the August is- 
sue article pointed out, the designer of 
a modern oil furnace can make one 
square foot of indirect heating surface 
at least twice as effective as this coal- 
furnace design (in Diag. 1) makes it. 


Baffling coal Furnace 


As a result of the mention of this 
widely-used type of furnace in the 
August issue, many readers wrote and 
asked how to baffle such furnace flues 
in a way that halves the cross-sec- 
tional area and doubles the length of 
travel. Diag. 1 indicates how a varia- 
tion of the type of baffle I call the 
“heat rake” may be used to accomplish 
this. 

The trouble with the large flue 
passages shown in the top of Diag. 1 
is that they permit the products of 
combustion to move through slowly 
and lazily. There’s no scrubbing ac- 
tion of hot, lively gases against the 
furnace’s indirect heating surfaces. A 
hot core of gas flows lazily through 
such a flue passage. Often there’s ap- 
preciable gas movement only near the 
top of the passage or close to the cen- 
ter. Cool, inactive gases fill most the 
passage, blanketing the indirect heat- 
ing surfaces and rendering them in- 
effective. : 

Made to fit the flue passages of the 
particular furnace, the heat rakes are 
heavy sheetmetal pieces that block 
25% to 35% of the flue passage area. 
Most of the hot gases go under the 
“Type A” baffle, and most go over 
the “Type B” baffle, but squeeze ef- 
fect and scrubbing effect are gained by 
designing to have some gases flow by 
each side of the baffles, and by pro- 
viding for leakage above a “Type A” 
baffle and below a “Type B” baffle. 

L-shaped angle irons support the 
baffles, as the lower part of Diag. 1 
shows. To install the baffles in an as- 
sembled furnace, you work through 
the flue clean-out door and through 









the smokepipe opening in the back of 
the furnace. Make certain the baffles 
will stay in their proper positions, not 
move around as a result of the hot 
gases playing against them. You can, 
for example, make the iron supports 
of both types of baffles slightly too 
high to go into the flue with the nuts 
and bolts drawn up tight. Put the baf- 
fles in place with the nuts and bolts 


















PROBLEM: TO 
BAFFLE FLUES OF 
TYPICAL COAL- 

| DESIGNED, CAST 
IRON, WARM AIR 
FURNACE, 


CIRCULAR “RAD- 
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B BELOW TO 
CHIMNEY 





GAS GOES UNDER GAS GOES OVER 
TYPE A TYPE B 
SIDE VIEW OF 


L-SHAPED ANGLE 
IRON SUPPORTS 


TYPE A BAFFLE 





l<— 7"—> 


Diag. |. Encountering an old coal- 
designed warm-air furnace of this type, 
the best thing you can do is replace it 
with a modern oil-designed winter air- 
conditioning furnace. But where de- 
spite your best efforts the old coal 
furnace will continue in use, heat rake 
baffles will reduce its stack tempera- 
ture and fuel consumption. 
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“BEFORE = Coal boiler fired 
3.5 gph gives high stack loss 



































, "AFTER™ Stack lies ait by new 
firebox and heat rakes 














Diag. 2. See Diags. 4 and 5 also to 
gain a complete idea of the flue pas- 
sages of this coal boiler. Because these 
flues are big enough for a cat to stroll 
through and the stack temperature 
therefore runs high, this boiler can be 
improved tremendously by fitting it 
with heat rakes. 


very loose to let the legs spread apart 
from each other. Then tighten the 
nuts and bolts after you have the baf- 
fles in their proper positions, thus jam 
them in place. 

To do a fancy job where the fur- 
nace is dismantled or the jacket is re- 
moved, drill and tap the metal that 
forms the indirect heating surface, and 
run a screw through a hole in the base 
of a baffle leg and into the tapped hole 
in the furnace wall. You've got to 
avoid chances of air leaks and gas leaks 
when you drill the heating surfaces; 
this method does. 

Don’t wind up with the flues re- 
stricted to the degree that gives a plus 
over-fire draft. If you can’t get a neg- 
ative over-fire draft reading of .02” 
after you baffle the flues, remove all 
the baffles and trim them with shears 
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Top View of Flue Travel --- of 
Boiler Shown in Diags. 1 and 2 














Diag. 4. This kind of back-and-forth 
flue travel is found in many cast-iron 
coal boilers. Notice the six sections. 


a 


Diag. 3. Mull over the fact that a boiler 
of this type fitted with flue baffles to 
cut the stack temperature to 445° pro- 
vides much better performance and 
economy than a boiler of the same type 
not baffled but big enough to give 445° 
stack temperature. This holds espe- 
cially true for a steam boiler. 


to reduce the baffling effect. Or bend 
the baffles to make them V-shaped, 
with the bend along a vertical center 
line on each baffle, to permit more gas 
to slip by the sides of the baffles. 

The six baffles shown in the diagram 
usually suffice for small furnaces, fired 
at up to about 1.35 gph. For larger 
furnaces, more baffles are used. A total 
of ten has been used for exceptionally 
large furnaces. 

The great effectiveness of the type 
baffle shown in Diag. 1 stems from the 
up-and-down action, wipe action, and 
lively action given the flue gases. 
These baffles cause the products of 
combustion to travel a great distance 
to reach the smokepipe opening. They 
eliminate dead spots and dead areas of 
indirect heating surface, producing 
high rates of heat transmission 
throughout the flues. 

Diags. 2, 3, 4, and 5 tell the story 
of applying heat rakes to a rectangular 
cast-iron boiler which at the start gives 
a high stack temperature and exces- 
sive oil bills because its flue passages, 
“big enough for a cat to walk 
through,” are intolerably ineffective. 
Notice the drop in stack temperature 
and upping of the COz in Diag. 3 
compared to Diag. 2. To obtain com- 
parative stack temperature readings, 
3.5 is the firing rate for both these dia- 
grams. However, actually this instal- 
lation was equipped later with a 2.0 


gph nozzle, because (a) the firing rate 
had been excessive to begin with, and 
(b) the new firebox and flue baffles 
produced much more heat from each 
gallon of oil fired per hour than has 
been produced earlier. With the re- 
duced firing rate, the stack tempera- 
ture dropped to 375° whereas it had 
been 920° at the start, mind you! The 
CO, ability of the job dropped some- 
what when the lower-capacity nozzle 
was installed, and adjustments were 
used to obtain only 914% COz along 
with burning so clean that the flues 
probably would not need cleaning in 
two or three years. The oil consump- 
tion was dropped 45% on the particu- 
lar installation. Some of this, perhaps 
15%, was accounted to replacing the 
old firebox, which to start out was not 
in the worst conceivable condition, 
and to reducing the firing rate. How- 
































Diag. 5. Heat rakes. You thread each 
end of the ¥4” or 3%” rod that holds 
the baffles in place, and use pieces of 
3" or VY" pipe between the baffles. 
You can make the back end of the 
pipe so long that it touches the back 
of the boiler when the assembly is 
located properly in the boiler. Do the 
same thing for the front end, and you 
insure proper replacement of the baf- 
fles in the boiler after flue cleaning. 
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ever, a similar installation produced 
950° stack temperature to start out, 
and 380° after heat rake flue baffles 
were installed, and although not the 
slightest detail of the firebox, nozzle, 
oilburner or controls was improved, 
also wound up with a fuel savings of 
45%. It has been proved, then, that 
the one step of installing heat rakes 
can cut oil consumption 45% on an 
installation changed only through the 
addition of the heat rakes. 

On the other hand, to obtain aca- 
demic information from actual in- 
stallations seven jobs were improved 
only through replacing ordinary com- 
bustion chambers by what were con- 
sidered the most efficient combustion 
chambers that could be built, using 
insulating firebrick. So that only one 
factor, the firebox, would be altered, 
no changes were made to the burners, 
controls, nozzles, heating plants, etc. 
The seven installations checked in this 
way produced fuel savings of about 
15% to 30%. A steam plant in a 
small home rang up the astonishing 
fuel savings of 40%, although com- 
bustion tests had not been made when 
the new firebox was installed, and the 
owner had followed instructions and 
kept in use his dilapitated radiator 
vent valves for the two years of data- 
collecting. The foregoing percentages 
are compensated for differences in the 
degree-day loads of the different win- 
ters involved. 

Diag. 4 simply shows the scheme of 
the flue passages of the boiler in Diags. 
2, 3, and 5. The two openings marked 
uptakes are, of course, the crownsheet 
uptakes that permit the products of 
combustion to leave the combustion 
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Diag. 6. The arrow in the lefthand, side view of this boiler points to the down- 

draft wall. To the right is a head-on view of this wall. Use of insulating firebrick 

for both the firebox and the downdraft wall has given oustandingly clean com- 

bustion, but don’t use 2000° brick where a burner firing 3.5 gph will run con- 
tinuously for five hours at a time! 


space of the boiler and flow up into 
the flue passages. 

The heat rakes for rectangular cast- 
iron boilers, shown in Diag. 5, were 
developed by the author in the early 
1930’s and have been described sev- 
eral times in FUELOM & Ort Heat. 
Tailormade for each boiler to which 
they are applied, they are made up of 
heavy sheetmetal baffles strung on a 
piece of cold-rolled steel. Pieces of 
pipe between the baffle plates provide 
the spacing, and a nut on each end of 
the rod is tightened to make the en- 
tire assembly rigid. The design as far 
as area and blocking is concerned, 
and the effect in producing a pro- 
longed, tortuous up-and-down travel 
for the flue gases, are similar to those 
described earlier in connection with 
the furnace heat rakes in Diag. 1. 

Diags. 6 and 7 show downdraft re- 
fractory walls, which are baffles of the 
type installed in the combustion space. 
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HAS TWO OPENINGS THREE OPENINGS 








Diag. 7. More downdraft wall details. The two-opening downdraft wall has 

heavy brick 13/2” long for good support above the openings. They are shown 

solid black. Use of the side supports against the boiler metal, in the three-opening 
wall, avoids abusing a boiler by creating hot spots low on the waterlegs. 
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Such a downdraft wall is particularly 
effective for improving combustion in 
lightly-fired rectangular boilers, for it 
raises the flame temperature material- 
ly by preventing undue loss of radiant 
heat from the flame, adds to the fire’s 
turbulence and thus gives improved 
mixing of the oil-gas and air in the 
combustion space, and extends the 
high temperature zone in which the 
flame burns and in this way causes the 
flame tips to travel additionally before 
being chilled. After a downdraft wall 
is installed, the boiler’s crownsheet 
and other direct heating surfaces are 
subjected to terrific radiant and con- 
ducted heat from the unusually high- 
temperature flame that fills the boiler’s 
combustion space, seething about ac- 
tively and producing rates of heat 
transmission far above those given by 
ordinary firebox design. High CO. 
readings together with low smoke read- 
ings and little need to clean the flues 
are among the results. 

Use of the downdraft principle, that 
is causing the hot gases to flow down- 
wards as they escape from the com- 
bustion space, has advantages in itself, 
which show up as uncommonly low 
stack temperatures. 


Diag. 6 shows a hard-fired boiler. 
Because of the hard-firing, the down- 
draft wall is located as far back in the 
boiler as possible without decreasing 
the area of the boiler’s crownsheet up- 
take openings, and the back wall of 
the firebox is not especially high. Sup- 
port a large downdraft wall well, on a 
foundation of heavy firebrick. Cover 
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the back-fill behind the regular firebox 
with a durable layer of refractory 
material, for this back-fill will reach 
uncommonly high temperatures, espe- 
cially the part of it between the fire- 
box rear wall and the downdraft wall. 
It’s good to put a layer of insulating 
firebrick on the part of the back-fill 


that will reach high temperatures. 
Figuring Area of Openings 


The total area of the openings in 
the downdraft wall can be figured by 
either of two methods. First, provide 
about 40 sq. in. of area for each gph 
fired. Second, provide as much open- 
ing area in the downdraft wall as is 
found in the uptake openings of the 
boiler. Insulating firebrick for the 
downdraft wall, often used for rapid 
heating and excellent high-tempera- 
ture effect, provide the advantage of 
permitting a dealer to make the wall 
openings somewhat larger if the first 
combustion tests indicate insufficient 
over-fire draft. Insulating firebrick 
can be used also, of course, to reduce 
the size of the downdraft wall open- 
ings, whether the wall is made of 


_ heavy brick or insulating brick. Sim- 


ply cement in place slices or pieces of 
insulating brick, cut to size with a 
hacksaw, to arrive at the desired small- 
er size for the openings. If you make 
the openings too small, you can use a 
hacksaw blade to enlarge them. Dras- 
tic downdrafting comes of using the 
high rear wall firebox design shown in 
Diag. 7 together with a downdraft 
wall of the type in Diag. 6. For an 
extremely large boiler that needs big 
openings in the downdraft wall, use 
the two openings wall shown in Diag. 
7. Two 13Y” long heavy brick, shown 
solid black, are used for good support 
over the two openings. The three 


opening arrangement shown in Diag.’ 


7 has been used to gain an emphatic 
downdrafting effect where a large 
boiler needed much opening area in 
the downdraft wall. This arrange- 
ment spares the boiler section at the 
downdraft wall the high heat that the 
other two arrangements concentrate 
on this section, at the point where the 
red-hot gases sweep through the wall, 
thus is good for an old boiler having 
poor water circulation caused by lime 
deposits and rust in its waterlegs. 


Avoiding forcing the red-hot gases 
against the direct heating surfaces at 
this point is good with respect to ob- 
taining clean combustion, for it avoids 
chilling the gases at the particular 
point. On the other hand, it does re- 
duce the transfer of heat to the boiler 
section closest to the downdraft wall. 
' According to the opinion of certain 
oilburner dealers we talked to lately, 
who seemingly are reluctant to make 
special efforts to gain outstanding per- 
formance, engineering and installing 
heat rake baffles and downdraft walls 
make for lots of bother. 

“Do many burner men want to go 
to all that bother for the sake of low- 
ering oil consumption and obtaining 
especially clean and efficient combus- 
tion?” one of these dealers asked. 

Diag. 8 is shown here to answer this 
question. It shows the firebox and 
baffle arrangement actually being 
used by a dyed-in-the-wool combus- 
tion enthusiast located in Toronto. 
Study it, then decide for yourself 
whether or not this expert bothers 
much about obtaining maximum re- 
sults. 

Diag. 8 shows the center part of the 
rear wall corbel, the back of the fire- 
box that is, extended up to the crown- 
sheet of the boiler. To escape from 
the firebox, then, the products of com- 
bustion must go through the 4” ver- 
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tical spaces on each side of the firebox 
rear wall. See these spaces in the 
front and top views. Once in these 4” 
spaces, the red-hot gases must travel 
to the back of the boiler, as the top and 
side views show. You can easily 
imagine how, as a result of using this 
design, the entire combustion space 
provided in the boiler is filled with 
terrifically hot, seething, turbulent fire. 
You can imagine also the red-hot gases 
sweeping through the 4” vertical 
spaces, travelling to the back of the 
boiler and producing enormously high 
transmission rates for the direct heat- 
ing surfaces they contact as they sweep 
along. Taking a U-turn around the 
back of the vertical walls that reach 
up to the crownsheet (see “brick side 
wall” in the top view), the products 
of combustion travel forwards and 
upwards to the three crownsheet up- 
take openings shown in the drawings. 


(Please turn to page 160) 


Diag. 8. Obtained from the Toronto 
combustion enthusiast who developed 
it, this special firebox plan gives evi- 
dence of how far an oilburner dealer 
will go to provide the best in fueloil 
combustion and heat absorption. The 
direct heating surfaces this arrange- 
ment provides are worked at a tre- 
mendous rate of heat transmission. 
Squeezing the red-hot gases against 
the inner walls of the boiler, as they 
leave the firebox and travel to the back 
of the boiler, makes tremendously ef- 
fective use of the waterlegs. Some boil- 
ers similar to this one have crownsheet 
uptake openings forward of those la- 
belled 3, 4, and 5 in the side view. 
Where found, such openings can be 
closed to permit use of this firing 
scheme. A dealer secures tremendous 
satisfaction from engineering perma- 
nence into a refractory structure’ of 
the type shown in the drawing. One 
nice part of using firebrick for baffling 
is that when properly installed they 
last for years and years! 
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Collections 


Successful Methods used 
by a New England Dealer 


ae 
Philip Kaplan* © 


Kv INDIVIDUAL charged with the 
supervision of Accounts Receiv- 
able has a dual responsibility: (1) to 
maintain accounts in a current condi- 
tion and (2) when circumstances tem- 
porarily make a customer delinquent, 
to supervise the account so that it does 
not get out of hand and at the same 
time retain the customer’s patronage. 

We have devised several methods 
which have proven most successful. 
One method is what we have termed 
our “Degree-Day” card. Here is the 
basic operation of the plan. On the 
12th of the month (our accounts are 
due the 10th of the month following 
delivery) the accounts are examined 
and every account overdue is tabbed 
with a red metal clip. The fueloil 
ticket, which has been made up in ad- 
vance and filed under the proper De- 
gree Day, is also noted. Approxi- 
mately one week before delivery is due 
—and the person in charge of dis- 
patching can come pretty close to the 
correct day—the card is sent to the 
customer stating briefly that our De- 
gree Day records indicate that a ship- 
ment of fueloil is required soon, but 
that there is an overdue balance of “‘so 
much” dating back to a certain date 
and requesting that the customer com- 
municate with the office. A sample of 
the card is enclosed herewith. With 
this card, we send a stamped, self- 
addressed envelope. We might state 
at this time, that every dun is accom- 
panied with this envelope. The re- 
sults in speeding up collections by en- 
closing this envelope are amazing, 
since it offers a compulsion and speeds 
up the otherwise dilatory customer 
who might procrastinate in forward- 
ing his check. 


*General Oil Co., Hartford, Conn. This 
story was the entry in the “Useful Ideas” 
contest that won first prize in the Office 
employees classification. The other prize 
winning entries appear in another section 
of this issue. 
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Dear Customer: 

Did go astray ? 
Perhaps the last statement we sent you did not come to your at- 
tention, as we do not find a reply. 


While this letter is before you, won’t you please make out a check 
and send it to us... . so your account will be up-to-date again. Your 


balance is $———_—— 


Thanks a lot for your immediate cooperation. 


Very truly yours, 
GENERAL OIL COMPANY 
Credit Department 


Member—Hartford Credit Rating Bureau 
(If payment has already been made, please disregard this notice.) 


DETACH HERE Enclose with check or money order in envelope below, seal and mail. 











Our Degree-Day records indicate that you will shortly require a delivery of fuel 
oil. However, there is an overdue balance of...........2.-0sss0ece0s dating back to 
Di ctetevdo cera eon which is still outstanding. Won’t you make an 
effort to forward a remittance for the balance so that we may proceed with the 
shipment of oil? [f this is not possible, we shall appreciate hearing from you so 
that mutually satisfactory arrangements may be made to keep the heating plant 
adequately supplied. 

May we take this opportunity to thank you sincerely for your patronage and good 
will. 




















banal Oil Company of Hartford, Inc. Phone 2-0173 107 Allyn St., Hartford, Conn. 





If You Please 


During the next few days you will doubtless be drawing 
up a number of checks for personal and various items. 
This letter is just to ask that you remember us too. 


Balance Due $—————_ 
Thank You, 
GENERAL OIL COMPANY 


107 Allyn Street 
HARTFORD 3, CONN. 


Tear off here y Seal and Mail. 
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Approximately two days before 
the delivery is due, assuming there has 
been no response to the Degree-Day 
card, the credit or collection manager 
will telephone the customer person- 
ally, and from the response must as- 
certain whether the delivery shall go 
out on open account, whether it shall 
be sent C.O.D., or what other steps 
must be consummated. 

Another successful procedure is in 
the form of the “Curtisee” stamped, 
self-addressed, return envelopes. 
These envelopes are manufactured by 
the Curtis 1000 Envelope Co. of 
Hartford, Conn., and can be printed 
to contain any message the company 
desires. Around the 15th of the 
month, the credit manager decides 
which accounts shall be dunned, and 
a “Curtisee” envelope is forwarded. 
We have five different forms which 
we use. The amount due is typed on 
the inside of the envelope which is 
part of the message addressed to the 
customer. All the customer does is 
detach the upper part of the envelope, 
turn the flap over, enclose the check 
(we hope) and drop the letter in the 
mail box. It’s just as simple as that, 
and remarkably effective. Attached are 
the various forms of the Curtisee en- 
velope that we use. 

Then there is the more-or-less stand- 
ard practice of separating the current 
accounts from the delinquent ones 
when the monthly statements are for- 
warded. Each overdue account is rub- 
ber-stamped, or an appropriate sticker 
attached to the statement, ranging all 
the way from a harmless reminder to 
a special Small Claims Court sticker 
which we have designed for our own 
use. This latter dun is used only for 
those customers whose accounts are 
now inactive so far as future de- 
liveries are concerned. Again, with 


every delinquent account we enclose 


a stamped, self-addressed envelope. 
Experience will show that this method 
of stimulating collections is well 
worth the expense, and after all, four 
cents (the cost to pay for the return 
postage) is well expended when it 
brings in a check and alleviates the 
aggravation that is heaped upon the 
credit manager’s overburdened head in 
further letters, phone calls, or at 
times, personal visits. 

Prior to the advent of the heating 





"DID YOU FORGET" 


and overlook payment of your account with us? 

Likely an oversight, but we feel sure that you will use the en- 
velope attached and mail us your remittance at once, or notify us when 
payment will be made in order that we may mark your card accordingly. 


Your prompt attention will be expected and appreciated. 
The present balance is now $————— 


GENERAL OIL COMPANY 
107 Allyn Street 
HARTFORD 3, CONN. 


(If payment has already been made, please disregard this notice.) 


Detach here—Enclose with your remittance—Seal and Mail. 








JUST A FRIENDLY REMINDER! 


We appreciate your charge account with us and want you to be happy 
with our service. 

To keep your account current, won’t you please enclose your check for 
the amount now due in the attached envelope and drop in the mail. 


Your balance is now $ Thank you very much. 


GENERAL OIL COMPANY 
107 Allyn Street 
HARTFORD 3, CONN. 


If payment has been made within the last few days, 
please accept this as another “Thank You.” 


Y Detach along this edge and insert with payment in attached envelope. 














The payment on your account 





NOTICE 


is now past due. Perhaps you forgot or just overlooked 








this matter. If so, will you mail or bring your payment 


+ + 


to our office today? Thank you. 


The present balance is now $———_— 


GENERAL OIL COMPANY 
107 Allyn Street 
HARTFORD 3, CONN. 


Detach here—Enclose with your remittance—Seal and Mail. 
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season which begins in September, we 
again hammer away at all our delin- 
quent accounts with a form letter re- 
minding them that the current season 
is now approaching, but that there re- 
mains a balance of “so much” carried 
forward from the previous year. We 
notify the customer politely that it 
would be mutually advantageous to 
have the account brought to a current 
date so that deliveries may be sched- 
uled automatically. Conversely, at the 
end of the fiscal year, we again fire a 
broadside notifying the customer that 
with the end of our year’s operation, 
we would prefer that his account be 
brought in balance. Again, the self- 
addressed envelope is sent along as a 
companion. 

Periodically, and this step must be 
deliberated carefully, we have our local 
credit bureau send a form letter to ac- 
counts chosen by the credit manager 
because of their unsatisfactory status. 
This letter is sent on the Credit Bu- 
reau’s letterhead notifying the cus- 
tomer that a member (our company) 
reports an account at present delin- 
quent, and stresses the importance and 
desirability of maintaining satisfactory 
credit relations with all firms. This is 
exceedingly effective and is usually 
followed both by checks and bitter 
tirades as to why we saw fit to report 
the account; but credit managers have 
an inherent capacity for assuaging the 
ruffled feelings of the customer. 

Each individual in charge of Ac- 
counts Receivable will establish a cer- 
tain routine and pattern in collection 
methods, and we trust the above sug- 
gestions will prove of some assistance. 
However, our sympathy is extended 
to the Credit and Collections Man- 
ager, for regardless of how we en- 
deavor to help, his road is indeed a 
rocky one. His is indeed the head that 
is always bloody, but we hope sin- 
cerely, unbowed. 


7 
“ 


Paul S. Agey has been named sales 
manager, Adelta Mfg. Co., Philadel- 
phia, Pa. He will head the sales de- 
partment and direct sales promotion 
and advertising of Adelta standard- 
ized fittings for warm air heating. 
Agey formerly was with the Busch 
Co., Pittsburgh and the Brundage Co., 
Kalamazoo, Mich. 


62 


Webster Electric Host 
at Old Timers’ Outing 


Sex: ANNUAL OUTING of the Mid- 
western members of the Old Tim- 
ers’ Club of the Ooilburner Industry, 
Inc., Chicago, took place at Racine, 
Wis. on August 23. Webster Electric 
Co. of Racine was host to about 60 
members of the Club, following a 
practice instituted to permit a differ- 
ent heating equipment manufacturer 
to entertain each year. The day’s 
program included a golf meet and 
evening banquet at the Racine Coun- 
try Club. 

The golfers and would-be golfers 
divoted their way around the course 
and had a thoroughly enjoyable time 
in the process. When the last ball had 
been cupped, the scores analyzed— 
and that tough dog-leg hole replayed 
innumerable times—the Old Timers 
were treated to a sumptuous meal. 
Card games and plenty of conversa- 
tion, mostly about the “good old 
days,” naturally, topped off the day. 

H. A. Maccubbin, venerable secre- 
tary of the Club, came through with 
a low gross of 77 to cop honors in the 
golf tournament and received a 
trophy from Charlie Bendix, who was 
in charge of arrangements and acted 
as chairman at the banquet. The Good 
Fellowship Award was made to E. M. 
“Doc” Ford, who will have his name 
added on the trophy to the roster of 
others who have been so honored. 


Webster Electric, besides acting as 
host for the outing, also can boast of 


‘four members of the Club within its 


own organization. S. A. Loeb, its 
president, B. T. Wiechers, sales man- 
ager, and Herbert Osborne, head of 
the drafting department are members, 
along with “Doc” Ford, who retired 
from his position as sales manager a 
few years ago, but has retained his 
membership in the Club. 


The Old Timers presently number 
about 600 strong, with membership 
confined to those members of the oil- 
heating industry who have been ac- 
tive in it for fifteen years or more. 
Each member pays dues and holds a 
membership card. It differs somewhat 
from other fraternal organizations. 


When the organizational meeting 
was held in Detroit on April 17, 1936, 
the select group that attended decided 
that the Club would have no “cause” 
to sponsor nor “goal” to achieve. In- 
stead, the meetings would be informal 
and devoted to social enjoyment. 

Since the present membership is 
drawn from all over the country and 
only two or three meetings are held 
each year, the reading of minutes and 
other formal niceties would cut into 
the little time available for reminiscing 
with old friends and meeting new 
ones. So, no minutes are kept. 


\/ 
“2° 


A photographic record of the activi- 
ties during the Midwestern Old 
Timers outing on August 23 at Racine, 
Wis. preserves the event for posterity 
and includes the pictures opposite. 
Top row, |. to r.: Bill Klockau, Nu- 
Way, talks things over with Art Loeb, 
Webser Electric, followed by Charlie 
Bendix, ABC, master-of-ceremonies 
and Prexy Jim Owens, Mercoid, taking 
a bow. 
Second row, I. to r.: A congenial crew 
replacing divots and such, standing, I. 
E. McCabe, Mercoid and Jack Middle- 
ton; seated, Bruce Olson, Sundstrand; 
Pres Crewe, Webster Electric; Hugh 
Courteol, Mercoid and Art Kleckner, 
Webster Electric. Then, some of the 
golfers: Pres Crewe; Ted: Broun, 
Sundstrand; Charlie Bendix; O. K. 
Gipple, Nu-Way; Ray Kiefer, Sund- 
strand and Bill Klockau, with Chuck 
Lang, Sundstrand, H. A. Maccubbin; 
Howard Earl, Oil-O-Matic and Har- 
old Hannigan, FUELomw & Or HEAT, 
making up the foursome on the right. 
Third row, |. to r.: Jack Derby; Charlie 
Bendix; Albert Hogle and B. L, Lerch, 
Mercoid at the 19th hole, with Bill 
Hallinan and M-H’s Charles Coch- 
rane standing by and looking pleased. 
Maccubbin and “Doc” Ford display 
their prize trophies, with Ben Weich- 
ers, Webster Electric, waiting to offer 
congratulations. 
Fourth row, |. to r.: Players and kibitz- 
ers too interested to look at the 
“birdie.” The close-up of the game 
shows Earl Smith, Avery Farm Ma- 
chine, trying to squeeze out that third 
ace, with Pete Peterson and Bob Pratt, 
Perfex, registering intense concentra- 
tion. The only report on the game was 
that it was not Old Maid. 


October 


1951 














Know your Costs 






Part I1V—Some deliberately premeditated Angles of cost Control 


by 
H. H. Ragle* 


THE THIRD ARTICLE of this series, 
as it appeared in the July issue, 
certain stress was placed on the utter 
senselessness of needlessly perpetuat- 
ing socalled free burner service. 
The moronic practice of promiscuous 
price cutting, was also dealt with, for 
the two evils go hand in hand. 

In principle there is little or no dif- 
ference between dissipating one’s as- 
sets through free burner service or 
“out and out” price cutting. The for- 
mer practice may be responsible for 
the employment of a little more labor, 
and labor thereby profits, but in the 
end the result is about the same. 

The customer is usually the only 
one who even has a chance to benefit 
from either practice. Don’t blame him 
for wanting to get all that he can get 
for nothing. He figuratively stands on 
the side lines and laughs like hell at 
the spectacle of “fully grown up busi- 
nessmen”’ playing such childish games. 

The isolated sniper using either 
practice is not a threat to the stability 
of industry, for he is most frequently 
one who really knows nothing what- 
ever about rendering competent burn- 
er service, and certainly very little 
about the absolute imbecility of giving 
away a portion of the small and whol- 
ly inadequate gross margin available 
for an efficient conduct of the business 
and a hoped for profit. 

What better evidence of superiority 
is required than to have a fair and 
equitable price for one’s product? 

The price cutting, chiseling type of 
operator is admitting that his product 
is worth no more than he asks for it. 

Why do fuel oil distributors so fre- 
quently become “panic stricken” and 
bring down the price level so that 
business is unprofitable for everyone? 

Why—in certain limited communi- 
ties—is burner service rendered with- 
out charge? The fuel oil consuming 


*Petroleum Marketing Consultant, 162 
West 54th Street, New York 19, N.Y. 
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public has certainly never demanded it. 
Why does the industry permit it? 

No other great industry has pros- 
pered under a policy of unlimited free 
service and promiscuous price cutting. 

Think for a moment of the hun- 
dreds of motor car manufacturers who 
came into being to attempt to put 
America and the world on wheels. The 
survivors of today, however, are those 
who knew their costs and furthermore 
were “out to sell profitably” and to 
conduct their physical operations on a 
plane of relatively high efficiency. 
Their free service responsibility ends 
after a ninety day period. Beyond that 
you pay and pay. 

The phenomenal growth of the fuel 
industry challenges the credulity of the 
most astute mind. Even the rosiest pre- 
dictions of yesteryear have been so 
far eclipsed as to present a spectacular 
phenomenon. 

Many individuals and companies 
have been almost literally “pushed” 
into the distribution of fuel oil, and so 
rapidly that even today many of them 
have little conception of how or why. 

During the World War II, with 
its nightmare of rationing and dearth 
of oil burner sales, those who gave 
serious attention to the knowledge of 
costs for the most part survived. 





In the lush years following V-j 
Day, August, 1945, a seller’s market 
meant survival for many, in spite ot 
unsound practices. Let’s not “kid our 
selves” nor take too many bows be. 
fore an applauding populace, in a 
phony belief that all units of the in 
dustry will continue profitably regard- 
less of unsound practices. 

True enough, the oil burner indus- 
try and the fuel oil industry have done 
a vast amount of constructive think- 
ing. Let no one deprecate the far-see- 
ing wisdom and actions of the innu- 
merable constructive thinkers and 
doers within these two industries, 

Very great advances have been 
made in the engineering and construc- 
tion of oil burner equipment. The re- 
finers of fuel oil have contributed im- 
measurably through great research and 
soundly scientific “know how.” 


Our best Salesman 


In spite of every constructive thing 
the industry has done, we may as well 
face the fact that up to the present 
moment, one of the most outstanding 
oil burning equipment and fuel oil 
salesmen of all time, in this country or 
any other, has been none other than 
one “blustering shaggy-browned cham- 
pion” of the coal miners, This same 
man is said to have been responsible at 
one time for a campaign contribution 
of approximately a half million dollars 
to a “screwy deal” political party, now 
so long engaged in making it tough for 
businessmen who still believe strongly 
in constitutional government under 
the capitalistic system. 

Without the author assuming the 
role of prophet, the various political 
administrations—new deals, fair deals, 
screwy deals, ad infinitum—have so 
quickened the pace of “promising 
everything” and delivering little but 
high taxes among many other prob 
lems, that we, as an oil industry, may 
not count so strongly in the future on 
the perpetuity of our great beetle- 
browed salesman, nor upon the un- 
leashing of any other source of sales 
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power—save that created by the in- 
dustry itself. 

Regardless of anything to the con- 
trary however, there can be no serious 
question but what fuel oil, as nature’s 
safest and most easily controlled fuel, 
is in the picture to stay. 

It is no secret that the independent 
distributor can operate much more 
efhciently than large integrated com- 
panies. 

The “heavenly manna” of a lush 
seller’s market is gone just as truly as 
are the billions of dollars this country 
has thrown to the four winds and over 
the seven seas of the earth during the 
past 18 or 20 years. 

There have been many signs of a 
return to near normalcy when it comes 
to actually having to go out and dig 
for business. We have not read of any 
recent occurrences of old-fashioned 
coal users having “slugged” oil men 
physically in order to obtain a burner. 
It is highly unlikely that such a thing 
will occur in the future—aside from 
an all out World War III. Those dis- 
tributors who survive are going to be 
those who give sufficient attention to 
the theme “know your costs” and 
who do something about it. 

To know your costs — really — is 
just another way of saying: 

(1) Free burner service must be 
abolished—after the liberal warranty 
period. 

(2) Price cutting is stupid and we 
won't tolerate it in our operation. 

(3) Profitable selling is a “Must.” 

(4) All needless extremes in the 
physical operations must be reviewed 
and corrected. 


Profitable Selling Not Enough 


The art of profitable selling is only 
a portion of the “life blood stream” 
of a business enterprise. Equally im- 
portant is a soundly conceived physi- 
cal operation, as represented by burner 
installations, and the skillful rendition 
of burner service when required. The 
efficient delivery of the product is an- 
other vital phase. 

Simple accounting procedures and 
the proper administrative controls are 
also indispensable factors, but fre- 
quently taken too much for granted. 
Too much or too little. A simplified 
happy medium of accounting is the 


sensible course. Do what is actually 
necessary, but do it by the most direct 
and simplest methods. 

Administrative controls must be 
consistently exercised from day to day, 
based upon current up-to-the-minute 
data—and not sporadically following 
periodically prepared reviews of op- 
erating statements. 

Knowledge resultant from periodic 
statements brought out what seemed 
to be quite an amazing revelation in a 
certain prominent Northern city, 
where free burner service still pre- 
vails, showing that the cost of such 
services as calculated by something 
like six or eight companies, ranged 
from Y¢ to %4¢ per gallon, without 
the inclusion of anything for admin- 
istrative overhead. 

One particular distributor in this 
area was quite surprised to learn, ap- 
parently for the first time, that his 
labor cost alone amounted to slightly 
more than 1/¢ per gallon. Some of the 
distributors in the area at least have 
been brought to the necessity of 
knowing their costs and they are 
waiting almost literally on the edge 
of their chairs to get up and do some- 
thing about it. 


Price Cutting is Indefensible 


Now, after all these years, a move- 
ment is underway to abolish free burn- 
er service in the area, but think of the 
hundreds of thousands of dollars these 
businessmen have literally thrown 
away—without every having the thrill 
of prancing reindeer, snow-white whis- 
kers, red suits and the bubbling adora- 
tion of the children in the households 
they have served so faithfully. 

Now, with fuel oil priced so very, 
very reasonably and fairly, cutting 
prices is as sensible as the idea of the 
gardener who, after months of hard 
patient work in his garden, goes 
around cutting down all his healthy 
plants just at the point where they are 
full of promise, and are finally ready 
to blossom forth and reward him for 
his labor. 

Fuel oil distributors—businessmen 
—who know their costs don’t or- 
dinarily do such silly things of their 
own volition. 

Such practices remind one of kill- 
ing the little pigs and plowing under 
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great fields of grain before fruition— 
except that we do not have a benevo- 
lent bureaucrat of government raising 
our prices or handing us large checks 
for so flagrantly flaunting the laws of 
such sound business. 

On the contrary the bureaucrat is 
waiting with a club to knock down any 
attempt of industry to raise its prices 
without permission from one of High 
Tax Harry’s stooges. Then if any profit 
can be made in spite of spiralling costs, 
inflationary trends, a depreciated dol- 
lar, the grasping fingers of another 
sleek, well-fed bureaucrat are extended 
for a big chunk of the monetary re- 
ward for all the hard work and risk 
taken. 


Profitable Selling and the 
Salesman’s Part 


Before considering the operational 
phases of the business, let us consider 
some fundamentals incident to the cre- 
ation of the business. 

Adoption of a sound over all policy 
is basic and indispensable. Something 
like five requisites of policy were brief- 
ly described in Part III. 

With the sound policy ideals es- 
tablished, the next logical step is nat- 
urally the sale of the product. All 
representations must be consistent 
with the policy ideals as established. 

This certainly applies, whether the 
enterprise is one where the owner does 
the selling, or others are employed. In 
a general way, business executives are 
sometimes very remiss indeed in fully 
realizing the real gravity of employ- 
ing the salesman. 

The fuel oil business and that of the 
burner distributor are not exceptions. 

Too many times applicants are con- 
sidered acceptable for much the same 
reasons why some of our good lady 
folks—not always too intelligently in- 
formed politically—will help to vote 
into office some good-looking matinee 
idol type of man whose chief qualifica- 
tion is a pleasant smile, his willing- 
ness to kiss the face of a slightly soiled 
infant, or a friendly pat on the back 
and handing out a cheap cigar to a 
prospective voter on whom he is de- 
pendent for a successful campaign. 

The applicant admits that he is a 
salesman, and that he has sold this or 
sold that. He, of course, would nat- 
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urally have an acceptable personal ap- 
pearance, and no outward traces what- 
ever of being other than what he has 
professed to be. 

Screening equally as superficial as 
above has resulted many times in a 
man being placed on the payroll for 
sales work. He is given a company 
price list and told briefly where his 
territory is to be, and is given a few 
facts about the products. 

He may have common knowledge at 
least of the difference between fuel oil 
and a fair to good grade of whiskey. 
He probably knows something as to 
the warming and stimulating effect of 
the latter, and, in a general way, he 
knows that fuel oil is consumed in an 
oil burner which in turn is controlled 
by a thermostat. Beyond that he knows 
little or nothing. 


Ineffectual sales Methods 


Far too many times, such a proce- 
dure as roughly and somewhat faceti- 
ously described above is the gospel 
truth and represents the full practical 
extent of selection, sales training and 
assignment before going out to “prac- 
tice’ on the company’s customers and 
prospects. 

Someone may ask him in effect, 
“Why should I buy your oil?” His 
answer is possibly something like this: 
“It is good oil. We sell lots of it, many 
people buy our oil. It is good. We can 
make deliveries any time, day or night. 
Won't you please buy our oil. We are 
an old company. I am a new man with 
them, but I need the business, Won’t 
you please buy my oil?” (Pause for 
the tears.) 

The lady of the house puts him off, 
blames her husband. Poor devil. 

Through a mercifully long suffering 
public, our hero, who represented him- 
self as a salesman “miraculously sur- 
vives” the “terrific strain” to which he 
has been subjected and liberally prom- 
ises to return after the lady has dis- 
cussed it with her husband. 

Naturally, the lady of the house has 
not been sold a thing, but she feels 
sorry for the chap, and not wishing 
to hurt his feelings, is all set when 
“our hero” returns for the verdict. 

She says in effect that she “talked 
this over with my husband and we 
have a friend who has just gone into 
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the oil business,” etc. Or it might have 
been a relative? Does this seem fa- 
miliar? Give the folks credit; it’s a 
clever dodge from which “our hero” 
cringes as if it were a case of leprosy. 


The above is not a farfetched or 
imaginary situation. It presents a “true 
to life story.” There are many men 
contacting the public under the guise 
of “salesmen” who are still stupidly 
offering little, or no better reason for 
a prospective customer to purchase the 
product than some of the blah-blah 
conversation recorded above. 

The executive in charge of sales so 
frequently will condone such incom- 
petent sales conduct week after week, 
month after month, without doing 
much, if anything about it except to, 
in a general way, “bawl the poor fel- 
low out” because he may not have 
brought in what the chief thinks is a 
sufficient number of new accounts. 

The cost of such “sales misrepre- 
sentation” is appalling. Good, well- 
meaning fellows, no doubt, but misfits 
nevertheless. If suddenly compelled to 
depend solely upon their own creative 
sales effort, such men_ probably 
wouldn’t earn enough cash to buy even 
the mucilage from the back of a used 
postage stamp. 

Please do not confuse the foregoing 
with sales work. It is more in the na- 
ture of a simple reporter’s work. As 
such it is doubly expensive for it is 
not going to do any good “‘saleswise” 
and it can become an offensive nui- 
sance to the customer. At the same 
time it is preventing someone else from 
making productive sales contacts. 


Minimize Sales Waste 


Briefly, the real time to become vi- 
tally, directly, actively concerned with 
the cost of selling is in the selection of 
men. Start with a careful screening 
of prospective salesmen before em- 
ployment, not after they have been 
out at company expense creating and 
spreading the impression of dumbness 
among the prospective customers whose 
business the company hoped to secure. 

As carefully as a prospective em- 
ployee might be screened and as criti- 
cally as his character and business 
references might be investigated, we 
can all make erorrs in judgment and 
pick a lemon once in a while: a 


“lemon” not from the citrus tree, bu. 
nevertheless, a lemon, like another va- 
riety of the cuckoo bird who, puppet- 
like, goes out mouthing some absolute. 
ly inane, meaningless bunk, the like of 
which would not even provoke interest 
on the part of a freezing man left on a 
deserted island. 


A prospective salesman should be 
carefully interviewed by several ex- 
ecutives working individually and late: 
comparing their respective reactions 
Many organizations, especially among 
the larger companies, place great stress 
on aptitude tests and quite formal 
lines of questioning, and such proce- 
dures, which doubtlessly have certain 
good points in their favor. 

No system of interviewing prospec- 
tive salesmen is infallible, but distribu- 
tors should certainly exhaust every 
reasonable prerogative before final as- 
signment to sales work. 


Training is essential 


Once selected, the salesmen should 
be carefully trained in respect to the 
company policies, its products, etc. If 
possible for the recruit to work in the 
field with a capable and experienced 
salesman, this procedure is helpful. 

The foregoing way to some may 
seem farfetched and _ unnecessary. 
Some may think that “he’s a natural- 
born salesman” and that nothing they 
could do could be anything but right. 

Certainly, salesmen are born, just 
like all the other mammals, including 
monkeys and goats. 

The ultimate classification in adult- 
hood will unquestionably be depend- 
ent, in part at least, upon the kind of 
training, and the skill and patience ex- 
ercised in developing whatever latent 
talent, or talents, there may have been 
to start with. 

Some men are much better qualified 
than others to become successful sales- 
men—a perfectly obvious fact. Some 
are by nature better qualified than 
others to become lawyers, bankers, en- 
gineers, ministers and the like. 

The successful businessman is usual- 
ly an executive or director of the ac- 
tivities of other human beings. A sort 
of “human engineer” to select men 
best suited for a given work, to train 
them in that work and then to direct 

(Please turn to page 160) 
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Flame failure Mystery 


7 BOSS WANTS YOU to look 
over this job because he fig- 
ures the boiler, the low chimney draft, 
and the unhappy combination of the 
two are the causes of the mystery which 
we've been unable to solve,” said the 
service manager to the boiler company 
field engineer who had just arrived on 
the trouble job. 

“This three-year-old boiler and 
burner act bewitched,” he went on. 
“We check the burner, controls, and 
ignition system thoroughly and find 
everything okay. A week later, or 
maybe a month later, the job puffs. Just 
as though the burner started squirt- 
ing oil into the firebox, didn’t light 
up right away, but came on with its 
spark a minute or so later with the 
boiler full of oil vapor. 

“Last fall after the first of these 
mysterious puffs, I switched from in- 
termittent to continuous ignition. Also, 
I opened up the two 2” pipes we al- 
ways install in the front wall of the 
firebox, when we put in burners that 


fire more than 5.0 gph. This job fires 
8.0 gph. We haven't changed the noz- 
zle since we installed the burner. 
There’s never any nozzle plugging be- 
cause we install a swell oil line filter 
in the suction line of such a job.” 

“What makes you think the boiler 
can be causing the trouble?” asked the 
boiler expert. 

‘“There’s nothing wrong with the 
job, but it puffs at least once a month,” 
replied the service manager. “Your 
boiler seems to need higher draft than 
this chimney gives. We get only zero 
to two hundredths over-fire draft read- 
ings. Something goes very much wrong 
when we are not on the job, so we fig- 
ure at times the boiler must be bottling 
up the gases in it when the burner is 
trying to start. The boiler design de- 
lays the ignition for a minute. Then 
comes the puff. There’s no other ex- 
planation!” 

“Did you check for suction line 
leaks?” asked the boiler man. 

“Not only that, and found nonz. 
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Fading Flame---Service Man Blames Draft and 
Boiler. Gages Prove Oil Filter Causes Trouble. 























Did this boiler “smother” the flame when the draft was low? The dealer who 

installed the equipment thought it did. Actually the trouble was caused by the 

shut-off valve in the fuel unit closing and opening while the burner motor was 
running. The remedy lay in installing a fuel unit of higher capacity. 
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fueloil & oil heat 
Short Short Article 
on Burner Service 





But to make certain, I ran the job off a 
55-gallon drum full of fueloil and lo- 
cated right in the boiler room provid- 
ing gravity feed. More puffs!” 

Settling down to work, the boiler 
company man screwed a vacuum gage 
into the fuel unit to ascertain the vac- 
uum the pump was developing. He 
read 14” with the burner running nor- 
mally, and 25” with the suction line 
valve tight-closed and the burner motor 
running. With the innards removed 
from the oil filter, the vacuum gage 
showed 5” vacuum with the burner 
running normally. 

Going ahead without commenting, 
he put the suction line oil filter back to- 
gether again, replacing its element 
which certainly looked dirty enough, 
and studied a pressure gage he had 
screwed into the fuel unit to check 
the atomizing pressure. The gage 
showed 90 lbs. steady pressure. Then, 
with the flame observation door open, 
he raised the atomizing pressure to 130 
lbs. To the service manager’s amaze- 
ment, the flame became smaller and 
smaller with the pressure remaining at 
130 Ibs., and finally went out. In a few 
seconds and before the stack control 
stopped the burner, spurts of poorly 
atomized oil started coming from the 
nozzle, filling the firebox with oil va- 
por. Then came a good spray of oil 
which ignited, and the resultant puff 
would have been bad enough with the 
flame observation door closed. 

“Fuel unit’s been barely making the 
grade,” said the boiler man. “There- 
fore at times the shut-off valve has been 
closing then slowly opening again while 
the burner was running. Put on a new 
fuel unit that’s certainly of sufficient 
gph capacity for an 8.0 gph nozzle. 

‘And install two or three oil filters 
in parallel with each other in the suc- 
tion line, if you insist on using domes- 
tic size oil filters for a job that uses 
about 14,000 gallons of oil a year. One 
of the troubles on this job has been an 
undersize oil filter, which loaded up 
with dirt and needed attention every 
three or four months.” 
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Five perimeter Systems 
for warm air Heating 


NE OF THE BABIES of the warm air 

heating industry, “born” during 
recent years, and which, like happy, 
healthy offspring has registered al- 
most phenomenal growth records in 
the few years of its existence, is 
perimeter heating. The system, devel- 
oped by a research project at the Uni- 
versity of Illinois, sponsored by the 
National Warm Air Heating and Air 
Conditioning Association, has been so 
widely accepted that the baby’s grow- 
ing pains have brought on the usual 
complications. 

When originally introduced, perim- 
eter heating referred only to those 
systems installed in homes built on 
concrete slab floors with the warm air 
ducts buried in the slab. Its operation 
involved circulating warm air, sup- 
plied by a down flow furnace, into a 
sub-floor plenum and thence through 
a duct system embedded in the slab. 

But variations of the system were 
developed quickly and the concept of 
perimeter heating was changed so 
that the term became general in nature 
and now is applied to any heating sys- 
tem where the warm air is introduced 
into rooms through registers located 
along the outer walls and preferably 
underneath the windows. 

In order to identify these develop- 
ments in perimeter heating, the As- 
sociation’s Installation Codes and 
Technical Education Committee, col- 
laborating with its Field Investigation 
Committee, has prepared definitions 
to spell out the application and func- 
tions of five distinct systems. 

A conventional warm air perimeter 
loop system, shown in Fig. 1, illus- 
trates the air distribution system with 
the ducts extending around the perim- 
eter of the house in a continuous loop. 
The loop is placed close to the outside 
walls and delivers heat into the rooms 
of the house through perimeter reg- 


Fig. |. Warm air perimeter loop sys- 
tem for basementless homes con- 
structed on concrete slab (Top). 


Fig. 2. Warm air perimeter radial sys- 
tem for houses constructed on either a 
concrete slab or over a crawl space. 
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isters placed beneath the windows and 
by radiant means from the warm floor 
surfaces about it. The loop is supplied 
by feeders extending to it from the 
plenum chamber beneath the furnace. 

The warm air perimeter radial sys- 
tem, Fig. 2, may be used in either a 
house built on a concrete slab or one 
that has a crawl space underneath it. 
Its distribution system consists of air 
ducts in or beneath the floor, with 
separate ducts extending from the 
plenum chamber like the spokes of a 
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wheel to each individual perimete: 
register located along the outside walls. 
It is particularly adaptable to smal! 
houses built over a crawl space and to 
those built on a concrete slab with a 
floor area not exceeding 800 sq. fr. 
However, with heat not supplied alonz 
the entire perimeter, the system is not 
considered as satisfactory in a slab 
house as the loop system. 

A variation of a perimeter system 
for a structure set upon a concrete 
slab on the ground is the warm air 
perimeter lateral system shown in Fig. 
3. The distribution method in this 
system consists of a central supply 
trench or duct built in the slab, with 
laterals leading from this supply duct 
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to parallel ducts or trenches in the 
slab along the opposite outside walls. 
Air is delivered into the ‘rooms 
through a continuous slot or opening 
beneath or part of the baseboard, or 
through perimeter floor registers. 

Two systems also have been devel- 
oped exclusively for homes built over 
crawl spaces. The first, shown in Fig. 
4, is a duct system which may use an 
air distribution system of one of sev- 
eral general designs. In a small struc- 
ture the radial system may be used, 
with individual runs from the fur- 
nace plenum to each register. Larger 
structures may employ an extended 
plenum or conventional trunk and 
branch system. In either case, though, 
the distribution system is suspended 
from the floor joists and the branches 
terminated in perimeter registers 
placed beneath the windows or other 
glass areas along the outside walls. To 
supplement the heat lost from the 
ducts some warm air may be circu- 
lated through the, crawl space. 

The final variation of the perimeter 
system illustrated is the crawl space 
plenum system, using the entire crawl 
space as a warm air supply plenum. 
This is shown in Fig. 5. Stub ducts 
from a metal plenum chamber under 
the furnace are used to direct the cir- 
culation of air around the crawl 
space area. Warm air enters the 
rooms from the crawl space through 
floor registers. 

These definitions are being included 
in a new edition of the Association’s 
Manual No. 4, entitled “Warm Air 
Perimeter Heating” and containing 
suggested design and installation rec- 
ommendations for warm air perimeter 
heating applications. The material 
contained in the manual is based upon 
field investigations of installations al- 
ready in operation, along with a study 
of field installation practice. 





From top to bottom: 


Fig. 3. Warm air perimeter lateral sys- 
tem for basementless houses con- 
structed on a concrete slab floor. 


Fig. 4. Warm air crawl space duct 
system, using an extended plenum sus- 
pended from the floor joists. 


Fig. 5. Warm air perimenter crawl 
space plenum system where the entire 
crawl space of a basementless house 
is used as the warm air supply plenum. 


69 





NPA small Business 
classifying System 


THE OFFICE OF SMALL BUSINESS has 
concluded a study, designed to develop 
a method of classifying manufacturers 
by size. Results are contained in “A 
Proposed System for Classifying 
Manufacturing Concerns by Size,” by 
James I. Mills. The study was begun 
when staff members concerned were 
assigned to the Office of Domestic 
Commerce, Small Business Division 
and completed in the Office of Small 


Business, National Production Avu- 
thority. 

In line with the policy of the Fed- 
eral Government to give special con- 
sideration to “small business,” the 
study was undertaken to clarify what 
the term means. Using data reported 
in the Census of Manufacturers 1947, 
the analysis developed a system for 
classifying business concerns on the 
basis of number of employees, deter- 
mined by an examination of the size 
and distribution of establishments in 
each of 452 industries. The standard 





Small-capacity 
nozzles get 


new efficiency 





Eats) SESE 

































70 


EDDINGTON METAL 


Anything that cuts down call- 
backs, saves your servicing time, 
gives your customer more contin- 
uous service is particularly appre- 
ciated these days. That’s the job 
done by the Eddington Nozzle 
Filter on small-capacity nozzles. 
Located right at the nozzle it 
intercepts the final impurities, 
keeps oil and nozzle clean, pro- 
vides maximum combustion effi- 
ciency—and helps you keep your 
own service up to par, no matter 
what's ahead. 


Want information on any of the 
items listed? Just drop us a 
postal; you'll get a quick reply. 








SPECIALTY COMPANY 
1050 Czarnecki Street, Eddington, Pa. 




























arrived at is preliminary and tentative, 
with further statistical work desirable 
and other studies being conducted. 

Oilburners are included in a tabu- 
lation covering the Fabricated Metal 
Products industry, with the recom- 
mendation that manufacturing estab- 
lishments producing oilburners be con- 
sidered “small business” if they em- 
ploy less than 100 people. The study 
revealed that 38% of the manufactur- 
ing in the oilburner industry is per- 
formed by such small establishments. 
For the classification boiler shop prod- 
ucts, companies with less than 175 em- 
ployees are regarded as small, with 
34% of such manufacturing done by 
these concerns. In the same group, 
companies producing heating and 
cooking apparatus, not elsewhere clas- 
sified, can have as many as 275 em- 
ployees and remain in the “small busi- 
ness” category. 
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Small Homes Council 
revises heating Circular 


THE SMALL HOMES COUNCIL of the 
University of Illinois has issued a re- 
vision of its 1945 non-technical cir- 
cular on “Heating the Home,” high- 
lighting the advances in home heating 
made during the last six years. The 
booklet begins with a discussion of 
what is required for an efficient heat- 
ing plant and follows with layouts of 
8 warm air, steam and hot water sys- 
tems. Two of the 8—perimeter heat- 
ing and baseboard heating—were un- 
known when the original circular was 
published and both were tested and 
proved by the University’s engineers. 
Prominent attention is given to heating 
basementless houses. 

The 8 systems described and pic- 
tured include both a gravity and 
forced warm air heating system, warm 
air panel and warm air perimeter in- 
stallation, steam heating system, grav 
ity and forced hot water heating and 
hot water panel installation. The Uni 
versity warns that all panel heating 
“is still in the developmental stage.” 

The importance of correct installa- 
tion is emphasized in relation to heat- 
ing system efficiency, and the Circular 
explains that “the real cost is not just 
that of the original equipment, but is 
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Got a cigarette .. . and a tin can? 
It’s as easy as that to prove Air-Seel’s 
fuel saving features to yourself . . . and 
your customers. 







Just follow these 3 simple steps: : 











f ] Using an empty tin can 

0 with 2 holes, placed os 
; illustrated, put a lighted 

cigarette Me — hole. 

N z ’ ee Be . . * 

ere sh ai jogos bares S When Air-Seel burner stops, its specially designed fan blades 


fills the heating system. 







automatically fold flat against each other . . . sealing in heat... 





locking out heat-wasting cold air... unlike ordinary burners, 


which allow cold air to enter during “off” periods, thereby cool- 





ts Remove eigarette, cold ing off the entire system. Air-Seel saves heat... fuel... and 


air entering bottom hole 
drives smoke out top hole 
...in the same way cold 
air entering heating plant 
d drives heat out the 
chimney. 


valuable fuel dollars. 





: 8 This is a “dollar-saving” story that’s easy to tell . . . easy to sell 











... and Air-Seel means bigger profits 























F . for you, too. 

d 3 a 

I Place thumb against low- BEBE BEERS: SERB BERBER E | 

g ~ er hole. Smoke stays in » 

“ can.,.as Air-Seel keeps m To: THE SILENT GLOW OIL BURNER COR! 
we Sean a 850 Windsor Street, Hartford 5, Connecticut 

4 trom aetoviia the beviiee 1500 So. Western Ave., Chicago 8, Illinois 

E - gy Please send me information on Air-Seel. 
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equal to the initial cost plus mainte- 
nance “and fuel costs.”” Professors S. 
Konzo, W. S. Harris and R. W. Roose, 
all members of the Engineering Experi- 
ment Station at Illinois, are authors of 


the revised circular. 


Single copies of “Heating the 
Home” can be secured without charge 
until November 1, after which they 
will be 10 cents each. A written re- 
quest to the Small Homes Council at 


The committee which arranged the 
Urbana, IIl., 


is all that is needed. New York City Oil Progress Week 









Nozzles Clogging? Try the New 
MONARCH NOZZLE FILTER 


5 POINTS OF SUPERIORITY 


1. Rugged and compact. Will filter out very fine 
particles. Equivalent to 200 mesh screen. 




















2. Removes all the dirt from the oil, thereby cut- 
ting service calls because of plugged nozzles. 
Especially recommended for fractional gallon- 
age nozzles. 


3. No messy felt or numerous plates to MONARCH 






MONARCH 

BURNER play with. Air Cones 
NOZZLES 4. Eliminates the possibility of non Stabilizers 
Preferred screen buckling which can occur in ave Proved 
Because: Their Superiority 


ordinary strainers. 
1. Each nozzle is in- 


dividually tested and 
checked for capacity 
against the flow of a 
calibrated master sam- 
ple. Capacity tolerances 
are as low as plus or 
minus 2!/2%. 


Best results are ob- 
tained by use of air 
cone and stabilizer to- 
gether. Many manufac- 
turers use this equipment. 
Pulsation can usually be 
overcome by using our rec- 
ommended "Anti - Pulsation" 
equipment. 


5. Inexpensive. Costs no 
more than a standard 200 
mesh screen strainer. 





This new filter is avail- 
able in limited quan- 
tities only, because 
of the present cop- 
per situation, Spec- 
ify H 597 when 
ordering. 





2. Standard noz- 

zles will fire most 

gun type high 
pressure burners 
satisfactorily. (Spe- 
cial series are also 
available for burners 
requiring specified 
spray characteristics.) 


Write for circular No. 62250 





STABILIZER 


AIR CONE 





Write for Catalog D 


MONARCH MFG. WORKS, INC. 


2503 E. ONTARIO ST., PHILADELPHIA 34, PENNA.” 
European Distributor: A. Coutau, Rue de Ia Scie No. 16, Geneva, Switzerland 
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luncheon at the Waldorf-Astoria on 
October 16. Left to right, seated: 
Herschel C. Smith, president, Ameri- 


can Oil Co.; George D. McDaniel, 
Socony-Vacuum Oil Co.; H. B. Van 
Cleve, president, Maritime Petroleum 
Corp. and luncheon arrangements 
chairman and L. T. White, Petroleum 
Advisers, Inc. 

Standing, left to right: W. M. 
Keppel, representing L. E. Ulrope, 
Esso Standard Oil Co.; William M. 
Amos, Gulf Oil Corp.; H. L. 
Schwartz, president, Paragon Oil Co.; 
Charles A. Lockard and Harry B. 
Hilts, both of the Empire State Petro- 


leum Association. 
* 
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Oil Progress Week is 
most extensive ever held 


ADVANCE REPORTS indicate that the 
fourth observance of Oil Progress 
Week, October 14 to 20, will be the 
most extensive of the series, sponsored 
each year to invite public attention to 
the industry, its achievements and con- 
tinuing progress, A program of more 
than 30 community leader-oil men 
luncheons and dinners, at which 
prominent speakers will talk, are one 
of the key features of this year’s 
observance. 

Many “Oil Men for a Day,” 
events, parades, radio and television 
interviews and similar special events 
also have been arranged. In Houston 
a “stationary” parade, 8 blocks long, 
will consist of 32 exhibits of oil equip- 
ment and methods displayed for one 
day. Rhode Island oil men plan a mo- 
torized “Cavalcade of Progress” to 
visit all principal cities in the state. 
And, in Salt Lake City oil men will 
be hosts to community leaders and one 
high school senior from each of the 
state’s 40 school districts. T. S. Peter- 
sen, president of Standard Oil Co. of 
California will be principal speaker, 
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Oil Valve 
a clean stop every time! 


Insures improved performance in high-pressure oil burners! 


Here’s the answer to one of your oldest, biggest 

problems. This new V4001 Oil Valve helps pre- 

vent lazy and smoky starts and stops in high pres- 

sure oil burners. This means: 

e Reduction of carbon coating on burner nozzle 
and electrodes. 

e Reduction of excessive soot deposits in the 
heat exchanger. 

e Reduction of start-stop oil odors. 

e Vastly improved efficiency and performance. 


e Mote satisfied customers. 





Honeywe 





Here’s how it works. This valve permits delivery of 
oil only after the burner motor and the ignition 
have been operating for several seconds. This 
means combustion takes place only after the nor- 
mal fuel-air ratio has been established. Valve closes 
instantly on burner shut down. Clean starts... 
clean stops are assured every time! 


Can be installed in any position. Pictures at left show - 


that the Honeywell Delayed Opening Oil Valve 
can be installed in whatever position is most con- 
venient...because of positive snap action provided 
by spring loaded plunger. For more reasons why 
you should standardize on this valve, call your 
local Honeywell Office. Or write Honeywell, Dept. 
FH-10-188, Minneapolis 8, Minnesota, today! 


This wonderful valve 
7s bringing me new business!” 


I started selling the Honeywell Delayed Opening 
Oil Valve to my customers as soon as it came on 
the market. You’d be amazed at the difference it’s 
made! 

The improved performance of their heating 
plants has made my customers mighty happy. In 
fact my regular customers keep sending me new 
ones. 

And because heat exchangers, electrodes, and 
burner nozzles all stay clean months longer, I’ve 
had fewer “call backs” on my service contracts. 

Believe me, you’re missing a bet if you haven't 
tried this new Honeywell V4001 valve! 
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with the students taken on a tour of 
a refinery and a visit to an oil field. 
They will report on the trip to their 
own school assemblies and compete in 
an essay contest for a scholarship at 
the University of Utah. _ 

One of the largest meetings is 
planned for Detroit, where more than 
4,000 dealers, members of their fami- 
lies and other oil people will gather on 
October 9. L. T. White, business re- 
search director, Cities Service Co., 
New York, N. Y., will speak. 





In New York City 1,000 oil men 
and guests are expected at a luncheon 
in the Waldorf-Astoria Hotel on Oc- 
tober 16, with H. S. M. Burns, presi- 
dent of Shell Oil Co., Dr. William 
Jansen, New York City Superin- 
tendent of Schools and W. Chalmers 
Burns, president of Hartol Petroleum 
Corp., engaged to speak. George D. 
McDaniel, Socony-Vacuum Oil Co. 
and chairman of the New York-New 
Jersey Oil Industry Information Com- 
mittee, will be master of ceremonies. 












THE cella WINTER AIR CONDITIONER 








MODEL HB 90 


VERTICAL FLOW 


FOR CONVENTIONAL USE 
Send for 
COMPLETE LITERATURE 





WITH FOUR STAR FEATURES! 


COUNTER FLOW 


Only 52” from top to bottom 
90,000 BTU’s bonnet output 
Extremely efficient in operation 
Factory assembled — ready for installation 
Famous Delta Flanged Oil Burner 
Large Access and Inspection Door 
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MODEL CF 90 





FOR PERIMETER HEATING 


cs 





DELTA HEATING CORPORATION 
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TRENTON 8, NEW JERSEY 


FLOOR, WALL & SUSPENDED FURNACES 





Majewski heads Chicago Firm 
buying Deep Rock Operation 


B. L. MAJEWSKI heads the Great Amer- 
ican Oil Co., Chicago, that has ac- 
quired the Chi- 

cago metropolitan 
area marketing 
propertiesof Deep 
Rock Oil Corp., 
Tulsa, Okla., 
completing its 
two year program 
of withdrawing P< 
from direct mar- aw 4 

keting operations. Other officials of 
Great American are Leslie P. Craig, 
Edward J. Maguire, Henry G. Wiem- 
hoff, all of Chicago and former Deep 
Rock employees and Benjamin S. 
Adamowski, Chicago attorney and 
political leader. 

Majewski, who joined Deep Rock’s 
predecessor company in 1917 as a 
teamster mule-driver, rose rapidly in 
the company and at the age of 33 be- 
came its marketing vice-president and 
director. He has resigned his vice- 
presidency, but will remain as a direc- 
tor. He has a long record of service 
with oil industry, dating back to a 
term as a member of the original Pe- 
troleum Industry Planning and Co- 
ordination Committee in NRA days. 
Since 1933 Majewski has been a di- 
rector and member of the executive 
committee of the American Petroleum 
Institute, also has been a director of 
the Independent Petroleum Associa- 
tion of America and member of the 
National Petroleum Council. During 
World War II he was a member of 
the Petroleum Industry War Council 
and chairman of the Council’s Na- 
tional Marketing and Distribution 
Committee. 

One of his sons, Larry, is a Deep 
Rock distributor, being president of 
the Red E Oil Co. 
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Wholesalers to hold 


Heating Forum in Peoria 





WHOLESALERS from _ Bloomington, 
Galesburg, Peoria, Ill. and the sur- 
rounding area will hold a special Heat- 
ing Forum in the Jefferson Hotel, 
Peoria on October 22. Heating equip- 
ment wholesalers will play host to 
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How do we know 
9 out of 10 
people use the 
‘Yellow Pages’... 
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W: KNOW ... because we check with 
homeowners, housewives and businessmen 
in many communities throughout the 
nation. The results .. . 9 out of 10 tell us 
“Yes, I use the ‘yellow pages’ to find where 
to buy the products and services I need.” 


For evidence that the ‘yellow pages’ are 
the “shopping center” in your community, 
glance through your local Classified 
Telephone Directory. Practically every 
type of business is advertised in them. 
Fuel oil dealers have been using 

the ‘yellow pages’ year after year 

to remind old customers, to bring 

in new ones, to reach newcomers in town. 


Call your local telephone business office 
and ask for the Classified Directory 
representative, who willexplain <= 
how the ‘yellow pages’ will help / 
’direct more business to you. 
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heating contractors and engineers for 
the meeting, with Everett Hull, con- 
sulting engineer and member of the 
firm of Associated Engineers, Peoria, 
acting as toastmaster. 

Three speakers are scheduled: 
Ralph Patterson, sales manager, Bell 
& Gossett Co., Morton Grove, IIL; 
William Pennington, Dole Valve Co., 
Chicago and Richard Flickinger, Mc- 
Donnell & Miller Co., Chicago. The 
Forum will have its social side also. 
Refreshments are to be served and a 
drawing for door prizes will be held. 
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New York City proposes 
to license Servicemen 


FIVE BILLS, introduced during Sep- 
tember in the New York City Council 
by Councilmen Hugh Quinn and 
Aloysius J. Maickel, propose to extend 
the licensing requirement, now cover- 
ing only installers of oilburners, to re- 
pair, maintenance and servicemen. The 
present law licenses oilburner install- 
ers at a $20 annual fee. 

The new proposals would require 


that repair, maintenance and service- 
men be certified by the Municipal 
Civil Service Commission, pay the an- 
nual fee and post a $2,500 bond. When 
the bills are brought up for public hear- 
ings, it is expected they will be 
amended to remove the existing re- 
quirement that all burner installations 
be approved by the Fire Department. 
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OHI sees buying Trends 
favoring burner Sales 


IN ITS SEPTEMBER 7 ISSUE of the Bul- 
letin, Oil-Heat Institute of America, 
Inc., New York 16, N. Y., advises its 
members to watch buying trends close- 
ly, pointing out that both business and 
the public slowed down on purchasing 
during the Summer, but that a brisk 
pickup during the Fall is anticipated. 

The Bulletin sees such a develop- 
ment as bringing on a wild scramble 
for many commodities and remarks 
that if it does not materialize “a lot of 
prices can slip more.” Heavy consumer 
buying, it continues, has again started 
in the appliance field, a good indica- 
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MASTER MODEL 2A-700 
FOR MEDIUM NEEDS 


FOR SMALL HOMES, 
HEATERS, ETC. 


GENERAL FILTERS 


INCORPORATED 
CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVE., TORONTO 13, ONTARIO 
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STANDARD MODEL 1A-25 


tion that the consumer is again in the 
market for durable goods. The conclu- 
sion is that “oilburner sales are ex- 
pected to benefit by this trend.” 
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Baltimore Junior College 
offering technical Courses 


SEVEN TECHNICAL COURSES are being 
offered during the fall semester of the 
Baltimore Junior College, operated by 
the Baltimore City Department of 
Education. The term began September 
24 and concludes on January 31, 1952. 
The courses, one of which is entitled 
Junior Heating Engineering, have a 
two-fold purpose—to enable students 
to take instruction on a level which 
may be applied as credit toward an 
Associate in Arts degree and to enable 
persons employed in industry to be 
upgraded or permit those seeking em- 
ployment to become better prepared. 

The heating course, held on Tues- 
day and Thursday evenings, covers the 
classification, distillation and specifica- 
tions of fueloils, a study of oilburning 





Foucdle GENERAL ‘3 FILTERS 


FOR ALL YOUR INSTALLATIONS 


Why 





Pere Are ps4 Good Reasons 


There’s a GENERAL FILTER for every fuel oil filtering 


7 job—large, medium, or small. 


DELUXE MODEL 2A-300 
FOR THE BIG JOBS 


GENERALS are easy to install. All that’s needed is one 
2 wrench and a few minutes’ work. 


It takes just two minutes to insert a GENERAL Replace- 
3 ment Cartridge —and every GENERAL installed means 
cartridge sales for years to come. 


GENERAL FILTERS now distributes CLEAN 
RIGHT SOOT REMOVER—Certain-safe for all 


heating plants. Tell your customers about it. 


1951 


Customers WANT GENERAL FILTERS because they elimi- 
4 nate shut-downs due to clogged nozzles. Costly service 
“call-backs” are minimized, too. 


/ 
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12890 WESTWOOD AVE. 
DETROIT 23, MICHIGAN 
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] GREATER ECONOMY-—Burns low cost furnace oils—includ- 
ing catalytic oils. 

GREATER EFFICIENCY— More heat is put into home—less 
goes up chimney—because burner operates at maximum 
stoc k re na sell the efficiency with a minimum amount of air. 

HIGHER HEAT CAPACITY—Produces greater heat output 
or its size, because of patented design. 
4" PROGRESSIVE LOW-TEMPERATURE CARBURETION”’—An 
exclusive principle of operation found only in the patented 
T4 O ahd . 7 H. C. Little Oil Burner. This unique burner has been suc- 
A, cessfully used in more than 200,000 installations and is a 
| aA & he WA o AD distinct contribution to the science of domestic oil heating. 
Tee & A GREATER CLEANLINESS — No smoke, no soot, no carbon to 
soil drapes, walls or upholstery because patented burner 
: design assures clean, smokeless burning of even the low 
cost furnace oils. 







| am nee ae 
NO NOISE—Ideal for home heating because there is no 
h> a i ee ae me’ me noise, no hum, no vibration—and no interference with radio 
: “ 3 ~ or television reception. 





NO MOVING PARTS —Trouble-free construction of burner 
assembly has no motors, no blowers, no nozzles—no moving 
parts of any kind. 

° ° ° ° LISTED BY UNDERWRITERS’ LABORATORIES...for use with 
—an automatic, self-lighting burner with +1 oil, Commercial Standard CS-12-48 grade or #1, #2 or 
#3 oil, Commercial Standard CS-12-40. #200 Pacific Coast 


SALES -PRODUCING oil may be used. 
9 100% AUTOMATIC — This is the ONLY vaporizing self- 
ADVANTAGES 








ghting oil burner with truly automatic electric ignition 
and thermostatic control. 







...including “‘progressive 

i tense NO PILOT LIGHT! 

OW Om eT ee EXCLUSIVE, PATENTED 3-VOLT ELECTRIC IGNITION 

retion” and catalytic heat The H.C. Little oil burner has no pilot light! —it is equipped 
control that gives more with a patented, low-voltage ignition system that has an 


electrically heated, 3-volt spiral resistance coil which auto- 
comfort at less cost! / matically ignites the oil when the thermostat calls for heat. 
\ This unique ignitor is located in the relatively cool front 
end of the burner where it cannot be weakened by excessive 
heat, thus giving years of reliable, trouble-free service. 









“PROGRESSIVE LOW-TEMPERATURE CARBURETION” 

In the patented H. C. Little Oil Burner, furnace oil is 

subjected to an initial low temperature. The more volatile 

fractions are vaporized first and then, as the oil flows along 

the bottom of the burner, the temperature gradually 

increases and the less volatile fractions are progressively 
vaporized. All fractions are thoroughly mixed with 
air under proper conditions of temperature for com- 
plete “pre-oxygenation.” The oil is thus prepared for 
complete and efficient combustion without “cracking” 
and with no deposit of soot or hard carbon. 


Control and 
Ignition 
Transformers 





Catalytic 
heat control 


Secondary Air, admitted Fr ; ies a 
through space between — 

Upper and lower burner 

tings, complete process 

necessory for perfect com- 

bustion without soot or 

smoke 
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Primary Air Ports for pre- 

mixture of air and oil 

Vapors before combustion. Exclusive, Pat- 

This premixture produces ented 3-Volt Hot 

G rich, soot-free gas. Wire Electric 
Ignitor 


Oil is admitted here, spreads 
out over bottom of burner and 
is heated and vaporized. 


MOR HEAT AT LESS COST FOR YOUR CUSTOMERS! MORE SALES FOR YOU! 
Write today for facts and sales information about how you can 
make more money by handling the H. C. Little COMPLETE 
LINE OF OIL HEATING EQUIPMENT-—conversion oil burners, 
wall furnaces, floor furnaces, forced air furnaces, winter air con- =I¥l a al) at OCfolaal oF- tah sm alow 
ditioners, circulating heaters, etc. 






Dept. 1¢ 
San Rafael, | 





devices, gas analysis and combustion 
efficiency tests, combustion chamber 
calculations, types of atomizers and 
nozzles. 

To qualify for admission students 
must be graduates of a secondary 
school or have satisfactorily completed 
the Maryland State High School 
Equivalence Examination. Other 
adults, who can profit by the instruc- 
tion, may be admitted. 
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48% of oilheating Dealers 
do 90% of all Service 


IN RESPONSE TO an inquiry of a man- 
ufacturer of oilburner accessories a 
check was made of the work sheets 
from the annual survey for the Jan- 
uary 1951 issue of FuELoIL & OIL 
HEAT, to learn what share of total oil- 
heating service is rendered by large 
dealers. 

Among the several hundred com- 
panies reporting it was found that 
30% of the dealers had 1,000 or more 
service customers each. The custom- 
ers of these dealers represented 79% 


‘of all customers serviced by all report- 
ing companies. These large dealers 
had an average of 2601 service cus- 
tomers. 

Another 18% of dealers service 
between 500 and 1,000 customers. 
This group with an average of 608 
service customers accounted for 11% 
of all customers. 

Thus we find that the two groups 
comprising 48% of the dealers have 
90% of all service customers. The re- 
maining 52% of dealers’ 
10% of the oilheating users. 

This pattern has been fairly well 
recognized in the industry but had not 
previously been measured in actual 
numbers and ratios. 


service 
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ASHVE opens Environment 
Laboratory November 1 


A TWO-DAY RECEPTION and inspection 
for executives, society members and 
the press on November 1 and 2 will 
open the Environment Laboratory at 
the American Society of Heating 
Ventilating Engineers’ Research Labo- 


ratory in Cleveland. The new facility 
will be used for research in humar 
comfort conditions and the develop: 
ment of data for the design and in 
stallation of panel heating systems. 

Plans for the Environment Labora 
tory have been forming since 1947, 
when a Technical Advisory Commit: 
tee on Panel Heating and Cooling wa: 
formed and mapped out an overall 
program for research into four spheres 
of activity: heat distribution within 
and behind the panel; heat transfer 
between the panel and the space; com- 
fort conditions and controls, 

In order to implement these activi- 
ties it was found necessary to con- 
struct a full-sized room of dimensions 
comparable to those encountered in 
building construction, wherein all the 
room surfaces were separately con- 
trollable as to surface temperature to 
permit calorimeter studies to be made 
under varying conditions. Then, when 
it became apparent that this same 
room also could be used for a study 
of radiation and comfort relationships, 
it was decided a second room would 

_ (Please turn to page 84) 








N ew! Mt thawleg "BUDGETEER” BOILER shir ae 


WELLTA for “‘Jodays “Small Home WMarket 













Here’s a high quality, space-saving, low cost boiler especially de- 
signed to meet EVERY requirement of the ever expanding “small 
home” market. 


Its efficient dimensional design lends itself excellently to either 
basement or utility room installations. 


The outstanding new Mt. Hawley “Budgeteer’, featuring heavy 
gauge, slanting tube construction, can be quickly and easily con- 
verted from oil to gas or vice versa. 


It is available with domestic water coil and has a capacity of 510 ft. 
of hot water radiation. 


Priced right, it is shipped completely insulated and jacketed for 
quick, easy installation. 


Cash in — now — by stocking the new Mt. Hawley * ‘Budgeteer” — 
the boiler especially designed for the “small home” market! 


Complete details sent on request. 











ANGEABILITY 


SIMPLE INTERCH olL TO GAS 





Mt. Hawley Airport, Peoria 4, Illinois 
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Shell’s anti-clogging 
fuel oil additive 


IONAD I7 


Eliminates filter-screen clogging... 
a chief cause of servicing expense 


Filter-screen clogging due to tars and resins JIonad 17 is now available to you. It is 
has been a service headache to many fuel _ readily soluble in the various grades of do- 
oil distributors. Now this expensive trouble mestic fuel and diesel oils. Make certain 
can be entirely eliminated ... no matter _ the oil you sell has the anti-clogging proper- 
what brand of fuel oil you sell. ties your customers want. 


Can be added easily to any distillate fuel 


Ionad 17 is an oil soluble concentrate. A _ service calls. 

very small quantity of it is all you need. The facts of Ionad 17 performance are 
It can be added easily to fuel oil stocks on record. Don’t miss this opportunity to 
. .. and its small cost is repaid in reduced _ sell fuel oil that won’t clog filter screens. 





For complete details of IONAD 17 merchandising plan, 
write or phone nearest Shell Chemical office. 
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SHELL CHEMICAL CORPORATION 


CHEMICAL PARTNER OF INDUSTRY AND AGRICULTURE 


EASTERN DIVISION: 500 Fifth Avenue, New York 18 
WESTERN DIVISION: 100 Bush Street, San Francisco 6 
Les Angeles - Houston + St. Louis » Chicago + Cleveland - Boston - Detroit - Newark 
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facilitate the conduct of these studies. 

Construction began in 1950 of a 
room that occupies an interior area of 
about 25 ft. long and 12 ft. wide, 
with an adjustable ceiling providing 
heights up to 12 ft. The room is de- 


signed so that it can be subdivided 


into two rooms. 

Funds for the research and con- 
struction of the Environment Labora- 
tory are being made available from 
industry and society membership, 
40% of whose dues are allocated an- 
nually to ASHVE’s entire program of 








fundamental research in this and other 


fields of heating, ventilating and air | 


conditioning. 
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Schroeder buys Deep Rock 


Properties in Milwaukee 


WALTER J. SCHROEDER has purchased 
the marketing properties and equip- 
ment in the Milwaukee area of the 
Deep Rock Oil Corp., Tulsa, Okla., 
another step in the company’s with- 
drawal from direct marketing opera- 
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PROVEN 


DEPENDABILITY! 


There are more FULFLO FILTERS than 
any other on the Oil Burners of America. 
This is due to their record of dependability 
—proven day after day, night after night, 


for many years in the basements of many 


thousands of American homes all over the country. 


@ Alert dealers know that even the finest heating oils, 


no matter how carefully handled, contain tiny solid 


impurities. 


® They know that these tiny particles, some too small 


to see, can cause fouled points, clogged nozzles, 


stuck valves or worn pump bearings 


unless 


removed by a dependable filter. 


®@ Leading dealers everywhere have learned that they 
can depend on FULFLO FILTERS to eliminate the 
costly service calls caused by microscopic impurities 


in improperly filtered fuel oil. 
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COMMERCIAL FILTERS CORPORATION 


BOSTON 27, MASSACHUSETTS 








October 
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tions. The new company, the Schroe- 
der Oil Co., will be exclusive distribu- 
tor of Deep Rock products. 
Schroeder had been an employee of 
Deep Rock for 27 years and manager 
of its Wisconsin sales area for the past 
14. He is well known in the industry 
nd has held important posts, including 
vast president, Wisconsin Oil Heat 
Association; regional director, Oil In- 
dustry Information Committee; past 
director, Oil-Heat Institute of Amer- 
ica and chairman, Wisconsin Petro- 
leum Industries Committee. During 
World War II he served on the ad- 
visory committee of the OPA. 
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Edwin A. Jones has been appointed 
director of engineering, Century En- 
gineering Corp., Cedar Rapids, Ia. He 
has been active in the industry since 
1914 and holds a number of patents 
on heating and accessory equipment 
design. Prior to joining Century, 
Jones was staff engineer for Airtemp 
for 7 years and from 1914 to 1944 
served as field engineer, American 
Radiator and as chief engineer of Wil- 
liams Radiator, L. J. Mueller Furnace 
Co., and the Majestic Mfg. Co. 


Henry B. Safford, Jr. has been ap- 
pointed advertising and sales promo- 
tion manager, General Controls Co., 
Glendale, Calif. and Joseph Fallon, 
formerly in charge of the company’s 
office in Cincinnati, has been named 
factory branch office manager for 
General’s new location in Columbus, 


Ohio at 81 East State St. Safford will 





ig 


Safford 


Fallon 


oversee, produce and originate silent 
sales aids to augment field work done 
by the sales representatives. Fallon has 
been moved to Columbus for the pur- 
pose of bringing the sales representa- 
tive closer to outlets in central Ohio. 
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HOT WATER BASEBOARD RADIATION 


SPONGE RUBBER 
DUST SEAL ALONG BACK 
(Prevents Wall Streaks) 











SOLID METAL 
TOP MOULDING 








DAMPER 
FOR HEAT 
CONTROL 











SNAP-ON 


ATTRACTIVE 
SNAP-ON 
CORNER 
TRIM 
(Conceals 
section 
joints) 


FLOW 





ONE PIECE 
Supporting 
WALL BRACKET 


Avoid air trouble in 
baseboard _installa- 
tions. Install a De- 
Airator Tank on all 
baseboard jobs. 








DE-AIRATOR TANK 






m All sizes up to 20 
G.P.M. capacity. Featuring the G/A 
vibration-free universal coupling. 
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METAL PANEL 
(Easy to Remove) 














SEND FOR SPEC. 56 
Find out how you can. in- 
crease profits and customer 
satisfaction with this Floor- 
level package . 













From All Over U.S.A.,Dealers Say: 


“IT’S SO EASY? 


to do business with ““G.A.’’ @ 





V IT’S EASY TO BUY 


from General Automatic b they know 
your needs and have what you want, when 
you want it! 


V IT’S EASY TO SELL 


“G. A.” equipment because it’s designed 
and packaged for customer satisfaction. 


V IT’S EASY TO INSTALL 
all types of “G.A." equipment because it’s 
so simply designed. No special tools 
required. 


Vv IT’S EASY TO STOCK 
“G.A." equip t b it’s packaged 
so well. 


Vv IT’S EASY TO SERVICE 


“G.A." equipment because all parts are 
standard and quickly obtainable. 








A 
COMPLETE 
PACKAGE 


The Floorlevel 
package consists 
of fin-type heat- 
ing element, 
front panel, top 
moulding, wall 
brackets, inside 
corners, outside 
corners & termi- 
nals and splices. 
Packaged in con- 
venient 10 foot 
lengths. 













.. NOW! 
























Tee SIN From 200 sq. ft.- of 
radiation . . . ready for installation. 









MMO Compact, well-de- 
signed units in Highboy and Lowboy 
models . . . 85,000 to 200,000 B.T.U. 


capacity. 
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THERE’S A G/A UNIT FOR EVERY TYPE AND SIZE INSTALLATION 
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2300 Sinclair Lane * 







GENERAL AUTOMATIC PRODUCTS CORP. 


Baltimore 13, Md. 








Gndustey Grouyas 


Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group's 
activities to reach the editor bythe 18th. 


Nineteen Companies organize 


New Haven Oil Heat Assn. 


AN ORGANIZATION MEETING, attended 
by representatives from 19 companies, 
was held on September 10 to inaugu- 
rate the Greater New Haven Oil Heat 
Association. The meeting, which took 
place in the Hotel Garde, New Haven, 
Conn., heard Fred N. Beckwith, ex- 
ecutive secretary, Oil Heat Institute of 
New England, Boston, outline the ad- 
vantages of such an association. Wil- 
liam Briggs, Valley Oil Co., Middle- 
town, Conn., also was a guest speaker. 

Mitchel Landau of the Oil Equip- 
ment Center in New Haven conducted 
the meeting and was voted temporary 
chairman, pending the election of per- 
manent officers. The group selected 
the second Monday evening of .each 
month for regular meetings and met 


The Bae 


formally on October 8 to elect its first 
slate of officers. All oilheating men in 
the area were invited to the session, 
which featured a prominent industry 
speaker. 


ASHVE moves Headquarters 
to larger New York Offices 


ON OCTOBER | The American Society 
of Heating and Ventilating Engineers 
moved its offices from 51 Madison 
Ave. to larger quarters at 62 Worth 
St., New York, N. Y. A. V. Hutch- 
inson, executive secretary, attributed 
the move to the growth of the Society, 
whose membership has nearly tripled 
in the past decade making the former 
space, occupied since 1930, inade- 
quate. 

The new offices, occupying an en- 
tire floor, take up about 2,750 sq. ft. 
of floor space, compared with the 1,- 
600 sq. ft. formerly occupied and will 
enable the Society to serve better th: 
requirements of its members and mect 
the needs of growth expected in the 
future. The new location is near 
Broadway, not far from the municipal 
and court center of New York City, 


No soot, no smoke, no odor with this Com- 
pletely Automatic Package Unit... it has the 


C-liminator 


. . the electrical delay switch that banishes 
those undesirable aspects of conventional units. 
Homes are always free of grime and oil smell 


with Crusade-a-therm. 


Built for trouble-free, economical performance 


throughout a lifetime! 


conveniently accessible by several 
forms of transportation. 

This is the third time in its history 
that the Society has moved, each time 
the result of substantial increases in 
membership. The Society, founded in 
1894, began with 75 charter members, 
had 2,000 when it moved to its former 
quarters in 1930 and now numbers 
more than 8,000 members. 


National Petroleum Association 
holds its 49th annual Meeting 


THE 49TH ANNUAL MEETING of the 
National Petroleum Association, 
Washington 4, D. C., took place at 
Atlantic City’s Hotel Traymore on 
September 12 to 14, featured by a 
record-breaking attendance. W. S. 
Zehrung, retiring president and presi- 
dent of the Penzoil Co., welcomed the 
delegates at a general session on the 
first day of the meeting. Speakers at 
this afternoon meeting were The Hon. 
Edward Martin, U. S. Senator from 
Pennsylvania; C. E. Davis, director of 
refining, Petroleum Administration for 
Defense, who told how “Refining mo- 
bilizes for Defense” and Gustav Eg- 


A few exclusive Bethlehem Crusade-a-therm 
territory Franchises are still available. 
Wire cr write immediately for full information. 
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DOLE-20 


The No. 20 Dole Hot Water Air Valve is completely 
automatic. Operates equally well on forced or 
gravity systems. No preliminary soaking is neces- 
sary. Easy to install and adjust for automatic or 


manual venting, or use as manual shut-off. 
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DOLE CHAMBER VENT 


Combination air chamber and automatic 
air eliminator. Available in popular 
sizes. 





DOLE FLOW CONTROL VALVE 


It's simple and practical. Regulate 
water flow, limiting discharge to a pre 
determined gallonage regardless of wate 
pressure from 15 to 150 lbs., p.s.i. Ni 
- more cool water from overdrawn tankles 
DOLE THERMOSTATIC AIR CONTROLS heaters. Many other uses. 


Individual room temperature is automa- 


tically controlled by Dole Thermostatic 
Air Controls on forced warm air outlet. 
Whole systems are effectively and auto- 
matically balanced for better heating. 




















. . . « Industry Groups 


loff, Universal Oil Products Co. 

At a meeting of the board of 
trustees on the 12th, Earle M. Craig, 
Freedom-Valvoline Co. was elected 
president, elevated from his past posi- 
tion of first vice-president. Other ofh- 
cers elected: A. W. Scott, Wolf’ 
Head Oil Refining Co., second vice- 
president; Fred G, Bannerot, Jr., Elk 
Refining Co., second vice-president; 
G. B. Hunter, Quaker State Oil Re- 
fining Corp., re-elected treasurer and 
Fayette B. Dow, Washington, re- 
elected general counsel. 


Three other speakers were heard 
during a second general session on 
September 13: John R. White, Im- 
perial Oil Ltd.; “Canadian oil— 
1951”: Harold Brayman, E. I. duPont 
de Nemours & Co., “The customer 
votes every day” and Rear Admiral 
B. B. Briggs, Munitions Board Petro- 
leum Committee, “Military petroleum 
products.” 

A morning session on the 13th fea- 
tured a PAD materials allocation 
round table, with Walter C. Hugman, 
Rolland P. Wood and Roy P. Wilson 
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_ Standard 
Manhole 


and closes cover. 


Self-Closing 
Manhole 


14” Diameter 
Self-Closing 
Manhole 


raise cap. 


Camere: 


Size 12” x 16” with 
6%”, 8”, or 10” fill 
opening. A slight turn 
of locking ring opens 


Size 12” x 16” with 
10” fill opening. Self- 
closing, with positive 
locking device. 
Opened by raising 
lever on either side. 


For heavy _ fuel-oil 
tanks. Self-closing, 
with positive locking 
device. To open, lift 
either lock arm and 


FOR QUICK-OPENING, TIGHT-CLOSING, POSITIVE-LOCKING MANHOLES 


= ‘andl y Padi ed 


Write the words ‘“Manholes by 
Philadelphia Valve’ into your 

: order. Thiese quick-opening man- 
holes are absolutely tight. They 
surpass every fire underwriter’s 
standard. They open and close 
easily and quickly. They are built 
to outlast the tank. 

Each type of manhole is simple; 
strong, and foolproof. Covers are 
leakproof. Covers and plugs are of 
malleable iron or heat-treated alu- 
minum. No cast iron is used. 
“5-in-1” vents automatically close 
if truck upsets, and will release 
under 6 lbs. pressure to prevent 
explosion in case of fire. Gaskets 
are easy to keep tight. 

Philadelphia Valve manholes are 
standard with many major oil com- 
panies from coast to coast. Make 
them standard on your tank 
trucks, too! 

Send for catalog 170 for descrip- 
tions and engineering drawings of 


all Philadelphia Valve Company 





PHILADELPHIA VALVE COMPANY 


products. 


3413 Aramingo Avenue, Philadelphia 34, Pa. 


Pacific Coast Distritutors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, California 
Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, California, 








from the Petroleum Administration for 
Defense making up the panel. 

Other group and committee meet- 
ings were held during the three days, 
with a special film premiere of the 
duPont Company’s new motion pic- 
ture, “Pipeline on Wheels,” held on 
September 13. 


Washington Institute holds 
Meeting; continues Advertising 


THE FIRST FALL LUNCHEON MEETING 
of the Oil-Heat Institute of Greater 
Washington, Inc., was held at the Du- 
Pont Plaza Hotel, Washington, D. C. 
on September 11. Featured speaker 
was C. A. Wharton, director of the 
District Unemployment Compensation 
Board. He discussed with the members 
common misunderstandings that exist 
among employers as to the objectives 
of the Board and the proper method 
of reporting to it. 


Another association activity is its 
continuing campaign of newspaper ad- 
vertising, which commenced during 
August and whose current schedule 
will end in December. The 21 inser- 
tions have been contracted for with 
three Washington newspapers, 11 in 
the Star and 5 each in the Post and 
Times Herald. The campaign high- 
lights the theme “Save and be safe 
with oil heat,” current copy empha- 
sizing the lack of restrictions on do- 
mestic oilheating. 

The Institute also has worked out 
an insert for use in postage meters, 
permitting dealers to feature the slo- 
gan “Better heat with oil heat” and 
the name of the association on its en- 
velopes. 


Baity tells Kansas Oilmen 
supply Outlook is Bright 


SPEAKING at the September 17 meet- 
ing of the Kansas City Oil Men’s Club, 
R. F. Baity, vice-president in charge of 
sales, Standard Oil Co. (Ind.), stated 
that the nation’s petroleum supply and 
quality of product is increasing, but 
greater government control and inter- 
ference can restrict supply and stifle 
progress. He said he would “bank on 
the oil industry to keep up with the 
demand, or, when necessary, to pro- 
duce synthetically all our needs into 
an invisible future. We are prepared 
to meet every civilian and military de- 
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SERVICE PACKAGES .... 


HARVEY PACKAGE NO. 7A—Transformers 


Over 650 exact replacements possible with only 
2 Transformer Bodies and 12 Interchangeable 
Bases. Transformers are by Jefferson. Trade 


Price $34.50. 


















HARVEY PACKAGE NO. 38 
HARVEY PACKAGE NO. 2 Motor 


Nozzles One motor with 8 uses. Reversible GE 1/6 
An adequate supply of nozzles is a must for profit- HP motor with adaptors. Replaces any stand- 
able service. Package contains 25 Harvey pre- ard 2, 3 or 4 hole flange motor and any base 
cision nozzles with strainers, in dust proof plastic mounted motors. Trade Price $20.90. 


containers, 6 adaptors and other accessories all 
in spill) proof metal box. Trade Price $24.95. 








HARVEY PACKAGE NO. 124 
Fuel Unit Gaskets 


© A practical assortment of Sixty-three gaskets 


eS 
HARVEY PACKAGE NO. 6A 
Rajah Terminals 
Makes a professional job on ignition 
leads. 130 terminals and crimping 
tool in metal case. Trade Price $16.25. 
(100° spool ignition cable add $5.95.) 
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used on all of the popular fuel units. Costs 
Little and saves much. Trade Price $3.85. 
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mand short of an all-out global war, 
without stinting anybody.” 

A prime reason for this position, 
Mr. Baity asserted is the presence of 
the profit motive and the profit motive 
in prospecting, finding and producing 
oil is recognized by the incentive of 
the depletion allowance. This has been 
debated in Congress many times, he 
continued, with the House of Repre- 
sentatives again voting to uphold it 
this year. “Yet,” Mr. Baity remarked, 
“this incentive is the target for con- 
stant sniping attacks. 


When the government has tried to 
run the show, controlling the oil in- 
dustry in countries like Mexico, Rus- 
sia, South America, the Near East, he 
said, “the tent has collapsed. There is 
no reason to believe the results would 
be any different here.” 


Wisconsin Dealers hold 
first regular Fall Meeting 


THE FIRST REGULAR Fall meeting of 
the Wisconsin Oil-Heat Association, 
Inc., Milwaukee 2, Wis., took place 
on September 27 at the Milwaukee 











They look alike . . . down there on the prac- 


tice field. Both are big, husky brutes. But 
the coach soon learns that one of them has 
the makings of an All-American . . . the 
other can’t earn a place on the first team. 


It’s the same way with rotary pumps. 
INVADER Pumps look like the pumps you 
have been using. They will fit your equip- 
ment with no expensive changes in piping 
or mounting. But they are true champions 
in performance, because of important differ- 
ences on the inside. 





ASK YOUR 
SUPPLY HOUSE better . 
OR WRITE FOR 
FULL INFORMATION 
AND PRICES 








Here's the inside reason why INVADER Pumps perform 
- longer. The new and improved tooth design 
provides a positive seal and rolling contact .. . assures 
you less ""down"’ time, fewer replocements, and reduced 
power costs! 


INVADER 
CONSTRUCTION 





OLD STYLE 
CONSTRUCTION 
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1719 EAST 39th STREET e 








CLEVELAND 14, OHIO 








Press Club. The dinner meeting 
opened with a business session that in- 
cluded reports of Committees. 

M. W. Crew, president of the Crew 
Engineering Corp. of Milwaukee, was 
a speaker at the meeting, drawing on 
his diversified background for an 
authoritative talk on “the coming em- 
phasis on fueloil conservation.” Since 
the topic was so timely, meeting 
notices suggested that managers of 
company service departments and 
servicemen be given the opportunity 
to attend. 


Chicago Oil Men’s Club 
starts Fall Activities 





FALL ACTIVITIES of the Chicago Oil 
Men’s Club, Chicago 11, IIl., got un- 
der way with an open house on Sep- 
tember 11 that featured dinner, cards 
and conversation, Van Dolezal was 
host for the evening. On September 13 
the Club met in its regular noon lunch- 
eou session and on September 25 it 
held its Fall golf outing. 

The outing took place at the Elm- 
hurst Country Club, with golfers and 
non-golfers winding up the day’s ac- 
tivities at dinner, where door and golf 
prizes were awarded. 





Announce Program for 
Warm Air Convention 


THE 38TH ANNUAL CONVENTION of 
the National Warm Air Heating and 
Air Conditioning Association, Cleve- 
land 4, Ohio, to be held on December 
5 and 6 at the Hotel Cleveland, will 
feature two full days of information 
on marketing opportunities, sales and 
selling, governmental controls, labor 
relations and technical advancements 
affecting the warm air heating indus: 
try. 

Accenting the importance of next 
year’s potential sales of warm air fur- 
naces to new homes will be an address 
by Richard N. Jones of the Magazine 
of Building, speaking on “The new 
home market for 1952.” A companion 
talk is to discuss market possibilities in 
rural farm areas and will be delivered 
by Victor Hawkins of Capper Publi- 
cations, Inc. 

William L. McGrath, president, 
Williamson Heater Co. is scheduled to 
talk about “What you should know 
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ANCHOR offers 


OiL BURNER 


a better burner...a finer franchise 
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OIL BURNER 





Anchor Division « Stratton & Terstegge 
Box 311, New Albany, Indiana 
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Positively the best deal in the oil 
heating industry is Anchor’s new 
conversion burner . . . with the kind of 
franchise dealers have dreamed about 
for years .. . and backed by dealer 
helps that make easier sales. Use the 
handy coupon to get details . . . today! 


ANCHOR DIVISION 
Stratton & Terstegge 
Box 311, New Albany, Indiana 


Gentlemen: Rush complete details about the Anchor line of oil 
burners and the new Anchor. dealer franchise. 
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about the International Labor Organ- 
ization.” He has been the employer- 
member of the U. S. Delegation to the 
past three annual conferences of the 
ILO in Geneva, Switzerland and is in 
an excellent position to outline the 
steps taken by the organization that 
will affect labor’s policies in relation 
to management. 

Scheduled for a feature spot on the 
opening session of the convention is a 
top ranking official from the National 
Production Authority, expected to tell 
of the probable effects of existing gov- 


ernmental controls on the industry. 

The Hon. Everett M. Dirksen, Re- 
publican Senator from Illinois, is to be 
guest speaker at the December 5 
luncheon, with another guest speaker 
still to be engaged for the December 6 
luncheon program. 

On the sales side, James C. Olson, 
Booz, Allen & Hamilton, management 
consultants, will speak on “Sales and 
Selling,” while J. D. Wilder, execu- 
tive secretary, Sheet Metal National 
Contractor’s Association, on another 
spot in the program will explain the 











TRADE MARK 


D REGISTERED 





There is only ONE 


-O-Stat 


BAROMETRIC DRAFT CONTROL 
AND HOTSTREAM MAKES IT! 


over ONE MILLION 


SUCCESSFUL INSTALLATIONS 


New Model “B” (illustrated) now available in 6, 7, 8, 9, 10 
and 12 inch sizes. Write for Bulletin. 


THE HOTSTREAM HEATER CO. 


6925 QUINCY AVENUE 
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activities of his group and how the 
work of one association can supple- 
ment the work of another group for 
the betterment of the entire industry. 

Thursday morning, December 6, 
will be devoted to a series of reports 
from Association Committee chair 
men, delineating accomplishments 
during the past year and goals for 
1952. Committee chairmen reporting 
will include: M. I. Levy, Viking Ai: 
Conditioning Corp. and chairman of 
the Publicity and Merchandising Com- 
mittee; Dr. W. C. Davis, General 
Electric Co. and chairman of the Mar- 
ket Research Committee; Dean L. G. 
Miller, Michigan State College, chair- 
man, Installation Codes and Technical 
Education Committee; F. L. Mayer, 
Meyer Furnace Co. and chairman, Re- 
search Advisory Committee; T. I. 
Byrd, Lau Blower Co. and chairman 
of the Task Group of the Warm Air 
Heating Industry Emergency Com- 
mittee; C. W. Nessell, Minneapolis- 
Honeywell Regulator Co. and chair- 
man, Field Investigation Committee; 
N. T. Hess, Vorys Bros. and sub-com- 
mittee chairman for Indoor Comfort 
Conferences, together with G. A. 
Voorhees, technical secretary of the 
Association, to outline plans for the 
1952 schedule of Indoor Comfort 
Conferences and C. L. Sapp, Far- 
quhar Furnace Co. and chairman of 
the Legislative Committee to report 
on the proposed national warm air 
heating code of minimum standard for 
the installation of central warm air 
heating systems. 

Four members of the Research Staff 
of the University of Illinois will pre- 
sent technical reports including illus- 
trated lectures by R. W. Roose, re- 
search assistant professor of Mechani- 
cal Engineering and M. E. Childs, spe- 
cial research assistant in Mechanical 
Engineering, telling about projects 
conducted at the University. 

President C. §. Franke extends an 
invitation on behalf of the Association 
to all persons connected with the warm 
air heating industry to attend. 


Fox assures fuel Group 

on oil supply Outlook 
LEROY B. FOX, manager of fueloil sales, 
Socony-Vacuum Oil Co., New York 
4, N. Y., told the September 19 meet- 
ing of the New York State Fuel Mer- 
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ais conversion burner 




















converts leads into Kya 


Converting old heating plants into oil 
heating plants is something any burner 
can do. But the burner for you, as a 
dealer, is the one that can convert 


prospects into customers! 


The Quiet MAY Oil Burner has been doing 
that for 27 years, on five continents. Its 
record of dependable, fuel-thrifty per- 
formance . . . its unquestioned quality 
reputation . . . make the Quiet MAY 


unbeatably easy to sell. 


If you'd like to turn more of your prospects 
into profits, ask about the availability of 
a Quiet MAY dealership . . . now! 






MAY OIL BURNER Division of 
Gerotor May Corp., P.O. Box 86 
Baltimore 30, Maryland 


conversion burners 
boiler-burner units 
furnace-burner units 
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chants Association, Inc. at Saranac, 
N. Y., that the nation’s fueloil supply 
picture for the coming winter is 
marked by obstacles but expressed the 
belief that all fueloil needs will be met 
if normal weather prevails. Among 
obstacles, he said, are increased mili- 
tary demands and a need for meeting 
the emergency created by the shut- 
down of the Abadan, Iran refinery. 
Mr. Fox described the industry’s 
problem in dividing the barrel of crude 
petroleum among gasoline, fueloil and 
other products, and asserted: “The oil 


to heat the homes of your customers 
next winter has been and will be pro- 
duced, because the petroleum indus- 
try is well aware of its responsibility 
to you and your customers.” 

He traced the growth in importance 
of fueloil, contrasted with the time 
when gasoline was the primary prod- 
uct from petroleum and the distillates, 
and explained how fueloil has risen 
nearly twice as fast as gasoline in the 
last decade. The result, he pointed out, 
is that refiners now have two primary 
products instead of one. 











How To Cure Pulsation 


Engineers and service men cure a 
great many cases of pulsation with 
a DELAVAN type A (Hollow 
cone) nozzle of the proper size and 


spray angle. 


They report substantial improvement 


or complete elimination of pulsation on 


a high percentage of jobs. 


DELAVAN Type A 
(Hollow Cone) 
NOZZLE 


DELAVAN nozzles 

are guaranteed for accu- 

racy in rate of flow, spray quality 

and spray angle. Each nozzle is spray tested 
with oil pressure, viscosity and temperature 


accurately controlled. 


Order Delavan Nozzles with 
Hally Filters Attached 


DELAVAN 
Dust-Tight 
Nozzle 
Container 


WRITE FOR CATALOG 147D 


DELAVAN 


MANUFACTURING CO. 


3009 SIXTH AVE., DES MOINES 33, 
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In analyzing future supply and de- 
mand problems, the petroleum indus- 
try is confronted with two uncontrol- 
able factors, Mr. Fox continued, the 
weather and the number of burners 
installed each year. But progress is be- 
ing made in balancing the supply and 
demand of fueloil, he said. 

His talk was concluded with the ob- 
servation that “faith in the free eco- 
nomic system is under severe trial” to 
day and warned that the businessman 
who succumbs to a temptation to ask 
the government “to solve our prob- 
lems” is taking a step toward “loss of 
his own freedom.” 


Baltimore Dealers hold 
first Meeting since June 


THE FIRST MEETING of the Oil Heat 
Association of Maryland, Inc., Balti- 
more 1, Md., was held at the Hotel 
Stafford on September 18. 

The luncheon meeting heard J. A. 
Mitzelfelt, Baltimore - Washington 
manager of General Motors’ Frigidaire 
Div. as a speaker. 


Hallanan calls meeting of 
National Petroleum Council 


A MEETING of the National Petroleum 
Council, Washington 6, D. C., has 
been called by Chairman Walter S. 
Hallanan, to be held on October 31 
at 10:00 A.M. in the Secretary’s Con- 
ference Room in the South Interior 
Building. 

Hallanan urged the attendance of all 
members of the Council, * saying, 
“Studies have been under way by com- 
mittees of the Council on oil and gas 
availability, a million barrel expansion 
in output of petroleum products, 
liquefied petroleum gas, quebracho re- 
quirements, synthetic costs, petroleum 
truck transportation, trends in petro- 
leum consuming equipment and un- 
derground storage for petroleum, I am 
asking the chairmen of these commit- 
tees to be prepared to report on their 
respective assignments.” 


Association working on 
furnace Blower Standards 


THE ENGINEERING COMMITTEE of the 
Furnace Blower Manufacturers’ Asso- 
ciation, Cleveland 14, Ohio, is work- 
ing on a proposed code and standard- 
ized method for determining the pres- 
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the line of LESS RESISTANCE 


to flow in pipes 





All petroleum meters absorb pressure as they operate— 
some types much more than others. But none runs 
as smoothly and freely as the Rockwell Rotocycle. 

None offers less resistance to line flow. 

This superior operating principle pays off 

in speedier meter delivery rates. With Rotocycle 
meters you fi// fast—load more trucks 

per hour or day with less wasted vehicle time. 
Add to this accurate, dependable performance 
and all around convenience and you see why 

Rotocycle meters have earned the confidence 

of thousands of petroleum marketers. 
Why not get all the facts today? 

Write for bulletins. 














FREE 


flawed. 


Every moving part in the Rotocycle 
measuring chamber (shown above) 
revolves in a forward direction— 
easily, quietly, smoothly, with the 
least mechanical friction and wear. 


ROCKWELL 


” hide sihhe PI 


ROTOCYCLE’ 


ROCKWELL MANUFACTURING CO. 
PITTSBURGH 8, PA. 


Atlanta Boston Chicago Columbus Houston Kansas City Los Angeles 
New York Pittsburgh San Francisco Seattle Tulsa 
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sure characteristics of furnace blowers. 
When published, the code will pro- 
vide furnace manufacturers with a 
standardized method of testing and 
rating forced air furnaces. 

Original work was performed at the 
University of Illinois, sponsored by 
the Association, and Norman Buckley, 
Timken Silent Automatic Division 
who was associated with the work at 
the University, is assisting the com- 
mittee. 

The new code will be based on the 
University test reported in Bulletin 


No. 76, “Proposed arrangement and 
method for determining pressure char- 
acteristics of a blower used in a fur- 
nace, The committee’s present task is 
to simplify the report and make addi- 
tions based on experience and study 
since it was issued. 

Committee members expect that the 
final form of the code will follow that 
prescribed by the Commodity Stand- 
ards Division, U. S. Department of 
Commerce in the event that the indus- 
try eventually may submit the commit- 
tee’s work as a Commercial Standard. 





FURNACE 


Leads the way to a NEW heating 
market and helps offset your 
Sheet metal shortage 


You are already established in the market for 
central heating . . . a market you may be facing 
trouble to supply because of the steel shortage. 


NOW IS JUST THE TIME TO BREAK INTO 
A NEW MARKET WITH AN ITEM THAT DOESN’T 
NEED ANY SHEET METAL. 


There are millions of small homes which can- 
not afford central heating. The Kresky Oil Floor 


Furnace meets their need perfectly. Simple to install, it gives them 
big-home heating with automatic thermostat control at moderate 


cost. 


And it’s a natural for you. It requires no ducts, no other sheet 
metal work. It’s a complete package ready for delivery to a big 
market, which can soon mean volume enough to make it a highly 
and go a long way toward 


profitable phase of your business . . . 
offsetting your sheet metal shortage. 


ONE OUT OF EVERY 
FOUR OIL FLOOR 
FURNACES SOLD 

1S A KRESKY! 


Ask to see the live demonstration 
which shows the famous Kresky 
burner in action. .. the -best fur- 
nace Selling tool in today’s market. 


KRESKY 
EVENHEAT MODEL 


ite most popular 
Oil Floor Furnace in 
America— one of seven 
models to choose from. 


Pioneering Leadership, Siuce 1910 
FLOOR & WALL FURNACES +» BASEMENT & UTILITY FURNACES 
SPACE HEATERS + STORAGE & AUXILIARY WATER HEATERS 


—————— MAIL THIS COUPON TODAY —————-~— 


KRESKY MFG. CO., INC. 
2nd & H Streets, Petaluma, California 


1051-FOH 


Send me complete facts and figures on Kresky Oil Floor 
Furnaces. Also the name of the nearest Kresky distributor. 


Name 








Company 


Limited number of 
territories open for 





Address 


qualified distributors. 





City 
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Participating the committee’s activi- 
ties, besides Mr. Buckley, are Joe 
Brainard and Norman Busch, Air 
Controls, Inc.; John Burrowes, Lau 
Blower Co.; George Gould, Viking 
Air Conditioning Corp. and Ward 
Brundage, The Brundage Mfg. Co. 


Northwest Petroleum Bulletin 
featuring technical Series 


THE AUGUST 15 issue of the Northwest 
Oil Jobber, published by the North- 
west Petroleum Association, Minne- 
apolis 2, Minn., inaugurated a series 
of technical articles that will appear 
regularly. The first on “Draft Con- 
trols” explained the purpose and im- 
portance of a good draft controls and 
outlined the proper procedure for se- 
lecting and setting them. 

H. F. Horning, secretary of the As- 
sociation, explains that the series was 
begun because of the current interest 
in efficient oilburner installations. Ed 
Javnig of the Petroleum Service Co. is 
preparing the articles. 


2, 
“se 


Fred R. Haviland, Jr., senior asso- 
ciate with Stewart, Dougall & Asso- 
ciates, Inc., New 
York, market re- 
search and man- 
agement consult- 
ing firm, has 
joined Minne- 
apolis- Honeywell 
Regulator  Co., 

Minneapo- 

lis, Minn., in an 

executive capaci- 

ty in which he will be concerned with 
the interpretation and development of 
marketing activities. He also has 
served as research director of Foote, 
Cone & Belding advertising firm, in 
Chicago. 


Robert B. Kitzmiller has replaced 
Gilbert T. Bowman as manager of the 
San Francisco office, Rockwell Mfg. 
Co., Pittsburgh 8, Pa. Bowman has 
transferred to headquarters to be sales 
manager of gas products, Kitzmiller 
joined Rockwell in 1934, became as- 
sistant to the director of sales in 1940, 
which position he held until his 1945 
transfer to the Los Angeles office. He 
later was assigned to the Seattle terri- 
tory as a sales engineer. 
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HERE’S HOW TO MAKE AN 


EXTRA PROFIT 


on every sale of one of these 
famous space heaters 


me rr ALLEN’S 


BARNES 


s 
Show your customers this easy BENNER-NAWMAN 


COLE HOT BLAST 


to install Automatic Control COLEMAN 


COLEMAN (Canada) 


CREST (Canada) 
for $ PAC E 4 EATI NG CREST-AIRE (Canada) 
CUSTOM AIRE 
DOMESTIC 
DRACO FIREBALL 
DUO-THERM 
ENTERPRISE 
ENTERPRISE (Canada) 
ESTATE HEATROLA 
EVANS 
EVEN-TEMP 
FAWCETT TORRID- 

OIL (Canada) 
FESS (Canada) 
FINDLAY (Canada) 
FLOOR-O-LATOR 
FLORENCE 
GILLEN 
H. C. LITTLE 
HERCO HEAT FLO 

(Canada) 
INTERNATIONAL 
JUNGERS 
KEMAC (Canada) 
KLEER-KLEEN 





ANYONE CAN INSTALL IT! 


There’s an A-P Comfort Control actually 
engineered to fit any of the heaters and 
floor furnaces listed here—and installation 
is so simple that anyone can do it. Just 
mount conversion top on present 
manual control; connect to 

thermostat and transform- 
er. That’s ail there is to it! 











trailer heater if you'll simply show your customer an A-P Comfort Control. 
Available for floor furnaces, too. Write for Bulletin T-6, today! econ 


LACO 
LONERGAN 
— MAGIC CHEF 
MARCHAND (Canada) 
MONARCH 
MONARCH (Canada) 
: MONOGRAM 
When your customers buy a space heater, you can offer them all the luxury of NESCO 
true automatic, thermostatically controlled heat— equal in performance and NORGE HEAT 
convenience to the most expensive kind of heating! This means easier selling, ORAN 
because every customer wants this comfort and convenience, plus the economy : ' ’ PERFECTION 
of no wasted heat and substantial fuel savings! a. | , PREWAY 
Yes, you can make an EXTRA PROFIT on the sale of every space or © QUAKER 


QUAKER (Canada) 








SAFEWAY 
, SCOTSMAN 
Famous for completely reliable SIEGLER 
é service ...in oil heating... 
a E P £ N a A 2 t e Contro Is gas heating . . . eabiiaaiinalain. SILENT FLAME 
SUPERFLAME 
THERMO-PRODUCTS 
A-P CONTROLS CORPORATION TORRIDAIRE 
(formerly Automatic Products Company) VIKIMATIC 
2458 N. Thirty-second Street e Milwaukee 45, Wi in e In Canada: A-P Controls Corporation, Ltd., « Cooksville, Ontario WASHINGTON FRUGAL 
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oilburning = 


F YOU DO engineering or service 
work related to oilburners, heating 
plants and power plants, sooner or 
later you will encounter a trouble 
job that can be made right only 
through using induced draft. 

If you want to be Sir Oracle on 
this trouble job, start studying now. 
Learn why draft inducers are abso- 

































lutely necessary for certain installa- 
tions. Learn how draft inducers usu- 
ally are installed. Prepare yourself 
to answer questions about the cost 
of different size installations. 
Similarly you should know much 
about induced draft, if you plan new 
installations of commercial and in- 
Cer- 
tain new jobs simply must use in- 
duced draft; natural draft, provided 
by high chimneys, can’t be used. Cer- 
tain other new jobs can use either 
induced draft or natural draft, but 
using induced draft for some of these 
lowers the sum-total costs of the jobs 


dustrial oilburner equipment. 


by eliminating tall, expensive chim- 


neys, and at the same time gains all 
the advantages of induced draft. 
The accompanying drawing shows 
the six causes of poor chimney draft 
that frequently cause combustion ex- 












Same installation. This is the electric 
speed control box of this installation, 
used to adjust the draft inducer motor 
to run at the speed that helps provide 
the desired over-fire draft. This job 
was equipped with a draft inducer 
after the low chimney of the hand- 
some building had failed to provide 
sufficient draft. The inducer ended 
incomplete combustion and the trou- 
bles it caused. 
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Motorized Chimney Dratt 


Draft Inducers help old Jobs; eliminate high Stacks on new Jobs 


perts to recommend draft inducers. 

First, where a chimney chills com- 
pletely because it is not used several 
days, the burner has no draft when it 
first starts after its long idle period. 
That’s why puffs of smoke and oil 
vapor fill equipment rooms when cer- 
tain burners are started after being 
idle for some time. You can insure 
good, clean, efficient starting of stone- 
cold boilers and furnaces by installing 
draft inducers to provide adequate 
draft before the oil flames of auto- 
matic and manual burners are ignited. 

Item #2 of the drawing covers 





Be. 


Same job as above. Close-up of out- 
board bearing and inlet end of the 
insulated air tube used to keep cool 
the fan shaft and its two bearings. 
A handle near the nameplate (plate 
is at upper left part of photograph) 
permits easy opening of the big access 
door on the side of this draft inducer. 


wrong size chimneys. Boilers of dif- 
ferent sizes need chimneys of different 
cross-sectional areas and different 
heights. A 30 hp boiler does not heat 
properly a chimney suitable for a 
200 hp boiler, and the gases from a 
big boiler do not create proper natural 
draft in a chimney that matches a 
small boiler. 


are hopefully connected to chimneys 


Yet many new boilers 


built years ago, which have areas 
and heights not even distantly related 
to the capacities of the new boilers. 
Chimneys near mountains or cliffs, 
as in item 33, are destructive in- 
stead of constructive when the wind 
blows the wrong way. So are chim- 
neys of small buildings near tall build- 








Motor end of a Wing Draft Inducer, 
with field engineer checking outboard 
bearing of the fan shaft. This unit 
has a 1/3 hp motor and _ provides 
draft for a Kewanee boiler fired at 
about 8.0 to 10 gph by an S. T. 
Johnson horizontal rotary cup burner 
rated for up to 15 gph. 


ings, as in item #4. Induced draft 
is the positive solution for these 
downdraft problems. 

Where stacks must be too low to 
provide the amount of draft needed 
for an oil-fired power plant or heat- 
ing plant (#5), induced draft is 
used today as standard practice. 
Architects often are delighted to learn 
from oil heating experts that, be- 
cause induced draft can be used, 
enormous chimneys of objectionable 
appearance need not be installed for 
handsome buildings such as_ large 
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Where modern standards of heating — 
match the pace of new teaching methods 


“ 











VOCATIONAL TECHNICAL HIGH SCHOOL 
Hammond, Indiana 
Vocational training at its best! Embryo 
printers set type- and run the presses... 


machinists operate lathes and drills... doing 


is added to theory. 4 T = = L 8 re ] ‘ L E R bs 


LEG IESOZZI, Hammond, Conubing Enaineer 

FRANK S. BELLIS, Berwyn, Ill., Heating Contractor The vacetinesl high schacl ae Hammond, 
Indiana is an outstanding example of the 
modern thinking which goes into the con- 
struction and equipment as well as the teach- 


ing methods of America’s new schools. 


Located in the midst of an important indus- 
trial area the pupils are taught basic trades by 
working at them in the class rooms. The build- 
ing itself is the last word in modernity... func- 
tionally arranged, well lighted and ventilated and 
heated with Kewanee Steel Boilers. 





Considering the advanced thinking which 
went into this fine structure, the logical choice 
of heating boilers was Kewanee. For, during 80 
years devoted to designing and building boilers, 
Kewanee has kept pace with the ever increasing 
need for greater reliability and flexibility com- 
bined with economy in the use of fuel. 
































In this up-to-date boiler room a battery of 3 Kewanee Boilers for Oil KEWANEE BOILER CORPORATION 


Firing; operated at 15 Ibs. wp; produce heat for 42,500 sq. ft. of steam 


radiation... plus generous overloads. They have a total rating of over 10 KEWANEE, ILLINOIS 


million Bru hourly. Eastern District Office: 40 West 40th Street, New York City 18 


Division of Aureican Ravrator & Standard Sanitary conroxation 
AADRADAAAAANW Sorring home ana 


AMERICAN-STANDARD = AMERICAN BLOWER * CHURCH SEATS * DETROIT LUBRICATOR * KEWANEE BOILERS » ROSS HEATER * TONAWANDA IRON 
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schools, churches, hospitals, garden- 
_ type housing projects, etc. 

Item #6 in the drawing emphasizes 
that draft trouble comes of increas- 
ing the capacity of a boiler plant and 
using an old chimney too small for 
the enlarged plant. 

The large accompanying diagram, 
which is not a working drawing but 
is schematic, gives an idea of the 
design of the Wing Draft Inducer, 
made by the L. J. Wing Manufactur- 
ing Company. This inducer merely 
replaces a standard elbow in the 
breeching that connects an oil-fired 
boiler or furnace to an existing chim- 
ney. The draft inducer fan at the 
left is mounted on a long shaft sup- 
ported by the two bearings. These 
can easily be kept well lubricated 
through use of conveniently arranged 
grease piping and grease cups not 
shown in the drawing. 


Cooling the fan Shaft and Bearings 


Bear in mind that a unit of this 
type may run 24 hours a day hand- 
ling flue gases at undesirably high 
temperatures, and may be installed in 
a boiler room which is uncommonly 
hot. Study the system used to cool 
the fan shaft and its two bearings. 
These parts are located within an 
insulated tube through which the air 
used for cooling is force-driven by 
The air used for 
cooling travels to the draft inducer 
fan at the left of the unit. Proper 
air-flow through the insulated air tube 
is obtained, first, by the driving action 


the cooling fan. 


of the cooling fan; second, by the 
action of the draft inducer fan, which 
provides lower than atmospheric pres- 
sure at the exit of the inducer, as it 
does its regular work of providing 
proper draft in the breeching, and 
which thus works to draw boiler 
room air into the insulated air tube. 

Wing draft inducer equipment is 
made for all oil-fired equipment from 
furnaces and boilers fired at less than 
five gallons-per-hour to steam genera- 
tors producing 100,000 pounds of 
steam per hour. 

Especially interesting to oilburner 
trouble shooters and burner dealers 
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This specially-made schematic view of one type Wing Draft Inducer emphasizes 

the all-important cooling system. The fan shaft and its two bearings are cooled 

by air driven into the air tube by the cooling fan. Effective insulation on the 

inner air tube helps the cooling system by reducing the flow of heat from the 

hot flue gases to this tube. This type Wing Draft Inducer is made in nine 

sizes, suitable for lower than five gph up to 126 gph, and powered by motors 
of 1/20 to three horsepower. 

























itching to clean up messy old oil- 
burner installations by applying in- 
duced draft, there’s a weather-proof, 
chimney-top model of the Wing 
Draft Inducer. Made to fit on top of 
an already-built chimney, this is in- 
stalled easily without any duct work 
or boiler room breeching changes he- 
ing involved. 

The manufacturer of the Wing 
Draft Inducers shown in the accom- 
panying photographs has scores of 
case histories that illustrate how in- 
duced draft can save the day on 
problem jobs. For example, the two 
oil-fired boilers recently installed in 
a modern, one-story factory building 
would have needed a chimney 90 ft. 
high, according to Wing engineers, 
had natural draft been used. The 
capital investment needed in connec- 
tion with producing steam was re- 
duced greatly by switching from 
natural draft design to induced draft 
design, and installing one Wing Draft 
Inducer and a chimney only 30 ft. 
high. Aside from that, the esthetic 
advantage of avoiding a 90 ft. chim- 
ney for a modern, one-story building 
was, of course, tremendous. Today, 
even factory owners wonder what the 
neighbors might say! 

Another instance strikes home with 
oilburner experts who are sad from 
learning that exceedingly low stack 


temperatures often produce the trou- 
ble of insufficient draft, instead of the 
startingly low oil bills which were 
the objective. Relatively cool gases 
produced by a ceramic kiln warmed 
up the brick stack so slightly that in- 
sufficient draft was the result, despite 
the fact that a stack 160 ft. high was 
being used. Consequently only 60% 
of the kiln could be put to use. In- 
duced draft, then used as the remedy, 
obtained 100% kiln operation. 

The well-known “Tavern-on-the- 
Green” restaurant, located in.Central 
Park, New York, could use for its 
two large boilers the draft which a 
tall and unsightly chimney could pro- 
vide. But because each boiler is given 
proper over-fire draft by a Wing 
Draft Inducer, there’s no ugly, high 
stack sticking up out of Central Park. 

You don’t have to be very sales- 
minded to recognize the advantage an 
equipment dealer gains by offering a 
sales prospect an equipment layout 
which needs no gawky, expensive 
chimney, when the dealer’s less pro- 
gressive competitors anticipate using 
a regular chimney simply because they 
don’t know the in’s and out’s of in- 
duced draft. Consider that the in- 
stallation complete with its induced 
draft feature, and the many modern 
advantages this provides, may take 
less money from the prospect’s bank 
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NOW! 5 MINUTES 
PREPARE YOUR 





for these High Profit 
Bunker Oil Installations! 


More and more engineers are specifying 
Thermal Electric for bunker oil heating — are 
you ready to land these profitable contracts? 


You will be ready if you'll send in Now for 
easy-to-use Thermal Electric calculation forms. 
Sitting at your own desk, with no other material 
than these forms and the specs for the job, 
you can estimate all your bunker oil heating 
equipment costs in five minutes! 


You do not have to consult us before bid- 
ding. Just fill in a few blanks with data such 
as pipe length and number of burners. This 
automatically gives you your equipment list 
and costs. 


For special cases, we furnish another handy 
form (“Quotation Request”) which you fill out 
and mail to us. We send you heck your 
Thermal Electric equipment list and prices. 


Get these forms and keep them on hand. 
They'll save you time and work. You'll be 
able to submit fast, accurate, safe bids, and 
land profitable Thermal Electric contracts. 


Besides a complete set of forms, you'll re- 
ceive an easy-to-understand explanation of 


Thermal Electric... Send in.the coupon now!. 


IT WORKS WITH ANY BURNER! 





Outstanding Thermal Electric installations have 
been made in combination with these burners: 

Ray * York °* Petro * Johnson °* Todd 
Enterprise * Iron Fireman * Preferred * Gilbarco 
Superior * Ames * Cyclotherm * Rexoil * Hauck 
Cleaver-Brooks °* North American ° Ace 


Indiana ¢ and others. 
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A. Tank Unit 
B. Thermal 
insulation 
C. Thermostat 
D. Immersion 


E. Switches 

F. Control 
Panel 

G. Transforming 
Energizer 
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THIS IS THERMAL ELECTRIC: Thermal Electric is a completely auto- 


matic, all-electric system of transporting #¢6 bunker oil from unheated 
storage to the oil burner(s) at 120°F. The Transforming Energizer passes 
safe, low-voltage current through the pipes carrying the oil. The oil is 
heated evenly over the entire system—no hotspots or coking. The system 
can be shut down without draining. Flip the switch—the solidified fuel 
melts and flows, with no blow-torches! 


THERMAL ELECTRIC EYE OPENERS 


Did you know— 


—that with Thermal Electric, re- 
circulation is completely eliminated? 
Equipment costs are cut. Gone are 
the. headaches of installing .a..lot of 
complicated mn id requiring re- 
peated service calls. 


—that with Thermal Electric there 
is no need for constant or cycle 
operation? Multiple suction lines are 
cheninated: Labor and equipment 
costs are reduced. 


—that Thermal Electric is 100% 
automatic? All-electric operation 
eliminates maintenance headaches of 
steam or hot water systems, elimi- 
nates service problems for you. 


Ya. ee 


| Thermal Electric 


Fluid Systems Inc., 1881 Dixwell Ave., New Haven 14, Conn. 


—that with Thermal Electric re- 
mote pump sets are unnecessary in 
most cases? More ‘costs cut! 


—that Thermal Electric removes 
fuel-from.unheated. storage without 
auxiliary heat? The Tank Unit which 
does this is simple to install, elimi- 
nates the hazards of oil leaking into 
steam or hot water systems. 


—that Thermal Electric guaran- 
tees to (1) remove #6 oil from un- 
heated storage and (2) deliver it to 
the burner at 120° F.? 


—that more and more engineers 
are specifying Thermal Electric? 
Are YOU ready to bid? 






Please send complete set of Thermal Electric cost i 


estimating forms, plus free descriptive literature to — 


i Name 





Address 





City. 


State 
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account than is needed to buy a chim- 
ney and a chimney-type equipment 
installation. 

An excellent sales story can be 
told also on how induced draft units 
cut fuel bills by providing higher CO, 
readings than usually come of using 
natural draft. Briefly, the natural 
draft produced by a chimney is low 
when the chimney is cool, and to 
offset this a service man must adjust 
the oilburner equipment to provide 
extra air for the flame. He provides 
enough extra air to avoid chimney 
smoke and soot on cold starts; for 
with the chimney cold and producing 
little or no draft, there must be sufh- 
cient air for clean, complete combus- 
tion. When the chimney warms up 
and produces proper draft (provides 
the over-fire draft reading the service 
man desires), additional air flows to 
‘the oil flame because of the air leaks 
on a typical installation. Tremendous 
amounts of additional air may flow 
to the flame of a burner dependent 
on auxiliary air impelled by natural 
draft .. 
cup burner or a steam-atomizing or 


. such as a horizontal rotary 


mechanical-atomizing burner which 
uses auxiliary air or secondary air 
that flows through air openings in 





Here's the speed control for the draft 


inducer that serves the Titusville 
boiler. You make the’ motor run 
slower or faster simply be setting this 
knob at a lower or higher number. 
Vary the speed of an AC motor? 
Yes, indeed! All you need is the right 
equipment to do the trick. 
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Behind the stop valve of this Titusville Scotch Marine Boiler, suspended from 

the ceiling, is the draft inducer that permits this boiler to use a metal stack about 

10 ft. high, instead of an enormous chimney that on this job would be both 
expensive and unsightly. 


the front or floor of the firebox. 

Natural draft produced by a chim- 
ney has its up’s and down’s, then, 
and these cause a service man to ob- 
tain clean burning during the down’s, 
and to obtain excess air and poor CO, 
during the up’s. 

In contrast with these uncertainties 
of natural draft, a draft inducer pro- 
vides positive, adequate draft when- 
ever draft is needed. Using an in- 
ducer, the draft is not lower than 
usual when the burner first starts 
after being idle for days or months. 
The draft is not lower than usual 
when the wind blows the wrong way 
or weather conditions are detrimental 
to draft in some other way. 

Using induced draft frees the serv- 
ice man of the worry that smoke and 
soot may result on a cold start because 
of lack of proper over-fire draft. 
That’s why oilburners can be ad- 
justed exceedingly closely, for espe- 
cially high CO., where induced draft 
is used. Reduced fuel consumption 
can be one of the results of this. 

To top off the benefits of induced 
draft, it multiplies the capacity of an 
old chimney in an existing building, 
and eliminates the need for a chimney 
in a new building. A vent on a dis- 
charge duct may take the place of 
the chimney. 

“Motorized chimney draft”, pro- 


vided by a draft inducer, can get you 
out of the worst kinds of trouble on 
old jobs, and on new jobs can give 
you the top-notch combustion and 
overall performance that’s beyond the 
reach of the man who doesn’t know 
the magic of induced draft. That’s 
why today every up-and-coming oil 
heat expert knows the details of pro- 
viding induced draft. 
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Heavy-Oil continues Schools; 
starts newspaper Advertising 


HEAVY-OIL BURNER _ DISTRIBUTORS, 
New York, N. Y., is continuing its 
schedule of schools on the Hev-E-Oil 
burner, a product of Cleaver Brooks 
Co., Milwaukee, Wis. On August 20 
about 50 representatives attended a 
school conducted for dealers in Roches: 
ter, N. Y., arranged for by C. P. 
Miller, president, Rochester Hev-E- 
Oil Distributors. Frank M. Wymbs, 
distributor for the Atlantic Seaboard 
and Canada discussed sales policies. 

Mr. Wymbs also has undertaken re- 
cently a campaign of newspaper ad- 
vertising that will appear on alternate 
Sundays in the New York Times and 
other newspapers in his territory. The 
copy is aimed at potential commercial 
users of No. 5 oilburners and features 
the theme, “Stop light oil and coal 
from stealing your money.” 
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Proved Products 
Long established in the burner field, Enterprise 
has stood the test of time to become an accepted 
world leader in the development, advancement 
and production of quality oil and gas-oil burners. 






Successful Distributors 
Ask Enterprise distributors. Many have sold 
these outstanding burners for 25 years. They 
handle the profitable industrial and commercial 
installations that have consistently earned a 
reputation for dependable, low cost operation— 
year after year. 
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So for a franchise with a future, check with 
Enterprise today. Several territories are avail- 











ENTERPRISE ENGINE & MACHINERY CO. 
; A Subsidiary of General Metals Corporation 
18th & Florida Sts., San Francisco 10, California 
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! Part I11—Specific boiler Types and firebox construction Methods 
4 


by 
Kalman Steiner* 


a dew TWO PRECEDING ARTICLES of 
this series have reviewed the steps 
necessary to determine the load to be 
carried on the boiler and the combus- 
tion volume needed to develop the 
boiler to the required output. This ar- 
ticle will begin discussion of specific 
boiler types, and the methods employed 
to construct a firebox in conformance 
with design demand. While, of course, 
many kinds of boilers have been built, 
these articles will consider boilers as 
classified in seven groups: cast-iron, 
compact, firebox, scotch marine, hori- 
zontal return tubular, vertical, and 
water tube. 


Cast-iron Boilers 


It was pointed out in the first article 
of this series that the rating of a cast- 
iron boiler offered rather more oppor- 
tunity for confusion as to capacity 
than other types, unless the boiler bore 
an IBR rating. For cast-iron boilers, 
particularly, on existing jobs, it is help- 
ful to compute the load, even to the 
extent of figuring the heat loss of the 
building. The calculation of required 
combustion volume should be based, 
insofar as possible, on definite knowl- 
edge of the load to be carried (includ- 
ing piping and pickup). 

The average cast-iron boiler rests on 
a metal base, from 12 to 15 in. high. 
In making the pit, crack through the 
concrete floor that extends under the 
boiler, making the pit as wide as possi- 
ble, that is, tearing out the floor as 
close as possible to the sides, without 
weakening the boiler foundation. If the 
floor slab is only 6 in., or less, in thick- 
ness, underpinning is advisable, as de- 
scribed in the preceding article. Carry 
the pit out in front of the boiler, at 
least 3 ft., to provide ample space for 
the burner, its piping and electrical 
connections, and the men who must 


*C. Hoffberger Co., Baltimore, Md. 
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work on and with the burner, Carry 
the pit back under the boiler its full 
length; utilize the entire boiler for 
firebox. 

The care and thought devoted to 
making the pit, pay big dividends. No 
firebox can be correct unless the pit is 
adequate. A bold assault on the floor 
and foundation of the boiler make 
possible subsequently the size and shape 
of firebox that yields full boiler rating 
or better, and long refractory life, 
without smoke violations. 

When a new boiler is being in- 
stalled, it is often easier and prefer- 
able to erect, first, a brick curbing on 
which the boiler base can rest, keeping 
the boiler at a height above the floor 
that gives the required clearance with- 
out pitting. 

Assume a cast-iron boiler having 14 
sections and a grate width of 26 in. 
The catalog gives it a net load capac- 
ity of 1880 sq. ft. steam and a gross 
output rating of 846,000 Btu per hr. 
Dividing the latter by 0.7 to allow for 
efficiency, the heat release in the fire- 
box will be at the rate of 1,210,000 
Btu per hr. The boiler dimensions in- 
side the region above the grate: width 
—26 in., length—60 in., and height 
from mud ring to crown sheet—23 in. 

Multiplying, the combustion volume 
above the boiler base is 20.8 cu. ft. Di- 
viding the heat release 1,210,000 Btu 


per hr. by the suggested maximum rate 
per cut. ft. of 30,000 gives a required 
total combustion volume of 40.3 cu. 
ft. Subtracting the 20.8 computed pre- 
viously as the volume above the mud 
ring leaves 19.5 cu. ft. needed below 
the mud ring. The dimensions inside 
the fire brick walls will be: width— 
20 in., length—‘54 in., to give a plan 
area inside the firebox of 7.5 sq. ft. 
Dividing the 19.5 cu. ft. by the area, 
7.5 sq. ft., gives required clearance 
below the mud ring of 2.6 ft. or 314% 
in. 

The base height, from mud ring to 
floor, being 11 in., it follows that the 
firebox depth below the floor line is 
about 20 in., and, adding for the thick- 
ness of the floor, the total pit depth 
below floor line must be about 25 in. 
Or, if the same boiler were being set 
on a new job, assuming the ceiling 
height permitted, the boiler could be 
raised the same distance above the 
floor on a brick curb. 


Steel heating Boilers 


Now consider a steel tubular boiler 
of the compact type—that is, the 3- 
pass firetube style, with the combustion 
gases passing rearward under the boil- 
er shell, returning forward in the lower 
bank of tubes, and reversing once more 
to enter the upper bank of tubes, at 
the end of which the breeching picks 
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Fig. |. Cast-iron boiler, showing pit below floor line with underpinning. 
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@ There is a Spencer 
for every building, 
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up the gases, On an existing, handfired 
job, the boiler will probably be set on 
a steel base, from 12 to 15 in. high. 
If a manufacturer’s catalog is available, 
it should show the combustion volume 
above the base, or a simple calculation, 
as made above for a cast-iron boiler, 
will yield the answer. The calculations 
then continue as before. 


Assume a case with these data: fire- 
box length—73 in., firebox width—36 
firebox height—32 in., 
volume above base—47.7 cu. ft., gross 
SBI rating—5470 sq. ft. EDR. Sup- 
pose it is desired to develop the boiler 
to 125% of its rating, or 6838 sq. ft. 
Multiplying by 240 to get Btu, divid- 
ing by 0.7 to allow for efficiency, and 
again by 30,000 Btu per cut. ft. per 
hr., the required combustion volume is 
found to be 78.1 cu. ft. Subtracting 
the volume above the base from the 
total, the difference of 30.4 cu. ft. will 
be needed below the base. 

Allowing for the reduction of fire- 
box width and length within the fire- 
brick walls, the area will be 12 sq. ft. 
Dividing 30.4 by the area shows that 
the required clearance in the firebox 
below the mud ring is 2.5 ft. or 30 in. 


in furnace 
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Fig. 2. Compact type steel heating boiler on high base, with angle gussetts attached 
to side plates. 
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Fig. 3. Firebox boiler, front-fired. 


The base height being 12 in., the pit 
depth must be 18 in. from the floor 
line to firebox hearth level, plus the 
thickness of the floor, or about 24 in. 




















Fig. 4. Firebox boiler, 
rear-fired. 
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Firebox Boilers 


A third common form of boiler is 
known as the firebox boiler; it has two 
passes of tubes. The first pass is short 
and is a continuation of the firebox, 
while the second pass is long and re- 
turns the combined distance of first 
pass and firebox into a flue outlet at 
the boiler front. Usually, the firebox 
within the boiler consists of water leg, 
although some have refractory lined 
walls and no water backed surface ex- 
cept the shell that passes over the top 
of the firebox. It is well known that 
water backed metal (black) surface 
absorbs radiant heat from the flame a 
great deal faster than the tube surface 
which comes in contact only with com- 
bustion gases. 


It follows that when the firebox 
walls consist of water leg the heat ab- 
sorption from the flame is high and the 
firebox temperature tends to remain 
relatively low, but that when the fire- 
box walls contain only refractory the 
firebox temperature will rise. Hence, to 
preserve the refractory and lengthen 
its life, when water walls are absent 











the rate of heat release should be held 
toa minimum, if possible not to exceed 
24,000 Btu per cu. ft. per hr. 


Output of firebox Boiler 


Assume a standard firebox boiler 
having 1430 sq. ft. heating surface, 
with water leg walls, length of firebox 
90 in., width 66 in., combustion vol- 
ume above mud ring 174 cu. ft. It is de- 
sired to develop the boiler to 150 per 
cent of its rating. The nominal rating, 
on the basis of 10 sq. ft. heating sur- 
face per bhp, is 143 bhp. At 150 per 
cent the boiler will develop an output 
of 215 bhp. A combustion rate of 30,- 
000 Btu per cu. ft. per hr. is equiva- 
lent to a combustion volume of 1.6 
cu. ft. per bhp output. 

In this case, then, a total furnace 
volume of 344 cu. ft. is needed. Start- 
ing with 174 cu. ft. above the mud 
ring, the remainder of 170 cu. ft. must 
be provided in the setting. Allowing 
for space occupied by the firebrick 
walls, the area between firebrick walls 
will be about 35 sq. ft. Dividing, the 
equivalent height from hearth level to 
mud ring is 4 ft.-9'/7 in. Adding for 
the firebox floor, the total setting 
height will be about 5 ft.-6 in. 

If the computation is made on the 
basis of developing 200 per cent or 286 
bhp, it will be found that a setting 
height of over 8 ft. is called for. A 
better plan might be to hold the set- 
ting height at 6 ft. and to extend the 
furnace walls to form a dutch oven, 
gaining additional furnace volume by 
increasing the length of the combus- 
tion chamber. This procedure calls for 
special structural design, as will be dis- 
cussed in a subsequent article. 


Rear firing a firebox Boiler 


Where the conditions of the instal- 
lation permit it, rear firing of a firebox 
boiler offers considerable advantage 
over front firing. The flame makes two 
passes through the firebox, which prac- 
tically doubles the length of flame 
travel in a firebox that seldom is long 
enough to avoid vigorous flame impact 
on the rear wall when front firing. The 
extra flame travel means almost double 
opportunity for radiation of heat from 
flame to black surface. 

The accompanying drawings show 

(Please turn to page 160) 
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Paracoil Tank Suction Fuel 
Oil Heater. For Preheating 
Oil in Storage. 


Paracoil Tubular Type Fuel 
Oil Heater. For High Pres- 
sure Steam Service. (Also 
made in Self-Cleaning 
Models.) 


Paracoil Fuel Oil Heaters on 
Pump Set Assemblies. Our 
. Tubular and Straight Tube 
Types are used by all lead- 
ing pump set fabricators. 


Paracoil Vertical 
Type Tank Suction 
Heater. (For Buried 
Tank Installations.) 


















































Paracoil Line Type Fuel Oil 
Heater. For Bulk Station 
Operation. 
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SINCE on Panacoil 


FUEL OIL HEATERS 








_.. have been the considered choice of 
the nation’s leading oil burner installation 


elolabige lace) ae aitctamitelalthiclaitic-lasmmelale| 


package boiler fabricators . . . because 


@ PARACOIL has been part and parcel of 
the oil burner industry from its inception 
—and is intimately acquainted with its 
needs! 


PARACOIL builds every size and type of 
fuel oil heater used in the, industry—with 
capacities to 3000 GPM or more, for bulk 
storage operation. You can standardize 
on Paracoil without limitation! 


PARACOIL heaters are correctly built and 
conservatively rated. Maximum heat 
transfer—low pressure losses—long oper- 
ating life at top output—and freedom 
from service shutdowns—are annual divi- 
dends with Paracoil Fuel Oil Heaters! 


PARACOIL prices are right. Mass produc- 
tion of standardized models is the an- 
swer! Heavy factory stocks permit quick 
delivery on catalogued models and sizes. 


Your Heavy Oil Installations Deserve the 
Best Equipment... Put a Paracoil Fuel 
Oil Heater on your next job—and see the 
improvement! 


Write for Descriptive Bulletins and Prices on your letterhead! 


AGENCIES IN PRINCIPAL CITIES 








Paracoil ‘“‘U'’ Tube Type 
Fuel Oil Heater. For Below 
Water Line Service. 


DAVIS ENGINEERING 


CORPORATION 
1058 EAST GRAND STREET 






ELIZABETH 4, NEW JERSEY 
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Commercial-Industrial 
Group gets Viewpoint 
of Navy Brass 


MEETING AT New York’s Hotel 
Commodore on September 11th, 35 
members and guests of the Com- 
mercial-Industrial Oilburning Com- 
mittee of OHI heard two Navy ofh- 
cials outline first the views of the 
Munitions Board on fuel supplies and 
then had an interesting resume of 
some of the Navy’s own activities in 
oilburning at shore installations. 

At the request of Ralph Becker, 
OHI’s managing director, Rear Ad- 
miral Burton B. Biggs told the group 
some of the thinking of the defense 
forces that had prompted the Muni- 
tions Board order last February call- 
ing on all government agencies to 
favor coal in all of the buildings un- 
der their control. As executive secre- 
tary of the Munitions Board Joint 
Petroleum Committee, Biggs is the 
principal petroleum officer in the 
armed forces. 

The February order or “memoran- 
dum” had told the agencies to favor 
first coal, then gas and last oil as a 
fuel for government buildings. At the 
time some good sized orders for heavy 
oilburners were cancelled. Biggs, who 
was active in most phases of the Pa- 
cific campaign in World War II, de- 
scribed in interesting detail the part 
that petroleum played in that effort. 
As one of the career men directly re- 
sponsible for the country’s security, he 
pointed out that his group must al- 
ways take a pessimistic view and ex- 
pect the worst. The Munitions Board 
order was written in that spirit. 

At the peak of the last war, he 
explained, the armed forces got 21% 
of our total petroleum production; in 
another major war they will need more 
of it. Today they are getting 52%, 
compared with 3% pre-Korea. To as- 
sure civilians as much oil as possible 
if war should come, Biggs feels that 
any new government building fuel re- 
quirements should stay out of the 
competition for petroleum supplies. 

Speaking of the National Pe- 
troleum Council’s attempt to get built 

(Please turn to page 114) 
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Eliminate 


A COMPLETE Zcue 
of FUEL OIL | 


a Pre- Heaters 


a 
e FOR USE WITH NO. 6 ff Chi ii by 
E (BUNKER "C") Hael Od & 


Yula preheaters for fuel oil are | SP fe i | 
designed for greatest efficiency and | 
low cost. Every unit is pre-tested | 
at the factory to insure accurate 
performance on installation, Yula | 
makes a type for EVERY need! 

The YULA-TROL Fuel Oil Detector | 
and the YULA “YT” “U" Tube Fuel | 
Oil Heater, containing an oil de- 
entrainment chamber and a spe- 
cially designed probe, is approved | 


THE YULA-TROL by the New York City Board of | 
RELAY BOX with LIGHTS, Standards and Appeals as a com- | 


plete unit. It also functions as a | 


ALARM and ‘DETECTOR. low water cut-off. The safety device _ 


that almost talks! If an oil | 


leak occurs, it shuts off the | ie 
burner, rings the gong, | 
surns on the red light. This | 


occurs in just 45 seconds 
after un oil break. It's the 1. Eliminate tall, unsightly and expen- 


















Approved 





By the New York City aa — nat = | sive stacks. All that is left is a vent on 
Board of Standards ciency! Every feature you the discharge. 
YULA"YT""U" and Appeals need for ECONOMICAL oil 
TUBE FUEL a 2. Cut fuel costs. Give higher CO,’s. 











OIL HEATER y Less excess air. 
3. No smoke. 
STRAIGHT / TUBE FUEL OIL HEATERS 


Finest Commercial and A.S.M.E. design—top oil heating. 4. Permit increased capacities. 





Yula STRAIGHT TUBE Fuel 
Oil Heaters are designed for 
use where steam is the heat- 





ing medium. They have : ry << 
Lda —_ Pre cidl btn ws For all boilers from small commercial heating types, 
TYPE /SS "U" TUBE FUEL OIL HEATERS up to 100,000 Ilb./hr. steam generators. 


Write for bulletin or submit requirements 


L. J. Wing Mfg. Co., 66 Vreeland Mills Road 
Linden, New Jersey 


A very efficient Conventional oil preheate 








Yula TYPE ‘‘SS" Fuel 
Oil Heaters are for use 
below water line. Ex- 
tremely efficient and low 
priced. 


DRAFT 
INDUCERS 





Call any Contractor or Distributor for their Opinion 
an 
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IRECT OILFIRED unit heaters again 
have shown their versatility and 
adaptability in two widely separated 
uses. One has proven effective and 
economical in speeding up production 
in a South Bend, Ind., auto laundry 
and six units permitted uninterrupted 
inside construction during the coldest 
weather last winter at a Ford engine 
plant being built in Cleveland: 

Sam Cossman, owner of the South 
Bend auto laundry, devised a unique 
system to dry newly washed cars, re- 
ducing drying time up to 33% and en- 
abling operation with a limited num- 
ber of employees, minimizing non- 
production expense. In addition to dry- 
ing the cars, the Dravo oilfired unit he 
installed, maintains comfortable tem- 
peratures in the 100 ft. long by 24 ft. 
wide building. 

The heater, with a capacity of 400,- 
000 Btu/hr when handling 4500 cu. 
ft. of air per minute, is located on the 
floor of the building along a side. wall 
midway between the two door open- 
ings. In the picture at the left of the 
page, the unit is just visible behind the 
car. Two of the unit’s three air dis- 
charge outlets are connected to a sheet 
metal ductwork assembly, resembling 
a grape arbor, The third discharge noz- 
zle directs warm air into the building 
for comfort heating. 

The main drying assembly duct is 


Two Uses show Versatility 
of direct-fired Heaters 


12 ins. by 12 ins., with four 6 in, by 
4 in. branch ducts extending from it 
nearly to the floor and straddling the 
drag-chain conveyor that moves cars 
along the laundry production line. 
Each duct, including the main one 
overhead and the four vertical ones, is 
slotted with an opening #4” wide by 
5 ft. long, through which warm air is 
directed at the cars at high velocity. 
The air velocity blows excess water 
from the cars and its evaporative effect 
hastens moisture removal without caus- 
ing spots on the auto finish. The 
amount of hand drying that still must 
be done is lessened substantially. 

The drying system has been espe- 
cially useful during the winter when 
cars are brought in with ice and snow 
on them and the building interior re- 
mains comfortable since damp air at 
the floor level is drawn back into the 
heater and discharged warm and dry. 
The largest total fuel bill for a season 
has amounted only to $425, according 
to Mr. Cossman. The unit’s fans op- 
erate continuously; the oilburner is 
turned on and off with a thermostat, 
and during the summer the fans oper- 
ate to perform the drying function 
without fuel being burned. 

The picture at bottom right shows 
one of the six portable Dravo Counter- 
flo oilfired heaters installed last Jan- 
uary to maintain satisfactory tem- 


peratures during construction of a big, 
new engine plant of the Ford Motor 
Co. at Cleveland. 

The heaters were standard models, 
mounted on timber skids so that they 
could be placed where needed. Two 
250-gal. fueloil tanks were supported 
on steel angles built on the skids, kept 
filled by a tank truck to avoid the 
necessity for installing fuel lines. 

Two of the heaters were rated at 
2,000,000 Btu/hr and four were 1,- 
500,000 Btu/hr units. All were oper- 
ated continuously 24 hours a day un- 
til weather conditions improved, and 
then were used intermittently as 
needed, Each, when operating full 
time, consumed about 14 gph. 

To dissipate fumes metal vent stacks 
were attached to the heaters to dis- 
charge near the roof level, with warm 
air delivered through the four over- 
head nozzles seen on top of the unit. 
The six heaters kept indoor tempera- 
tures for one half of the new building 
at an average of 40° F. during periods 
when outdoor temperatures were at 
zero or below. 

Besides permitting workmen to keep 
on the job during cold weather, the 
heaters reduced fire hazard since there 
were no open fires or sparks that could 
ignite flammable materials. Each heater 
operated by individual thermostats 
mounted on the casings. 
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1 direct reading, deflection type, strip 
chart recorder, the CAPACILOG, gives 
you continuous fast, simple and accurate 
reproduction of industrial processes. You 
get measurement, indication and control 
with a permanent record of variables in the 
process industries. Leading manufacturers 
in various industries specify WHEELCO 
CAPACILOG to make their production 
and process equipment more efficient— 
more valuable—more economical. 


SPECIFY WHEELCO FOR INSTRUMENTALITY 


Wheelco Instruments Company 
868 W. Harrison Street, Chicago 7, Illinois 
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\PR-194 


Permits pumping of oil but 
closes to prevent syphoning 
in case of suction line break, valves. 





PREFERRED 
Anti-Syphon Valves 






APPROVED BY 


UNDERWRITERS’ LABORATORIES, INC. 


FOR OILS UP TO No. 5 °- 

Valves C5 and C10 are avail- 
_ able in ¥%” and 14” sizes. 

FOR OILS UP TO AND INCLUDING 

No. 5 

Valves B5 and B10 are avail- 

able in 34” and 1” sizes. (1” 

size is built up from 34” size, 

with fittings.) 

FOR OILS UP TO AND INCLUDING’ 

No. 6 

Valve A is available in 114”, 

114” and 2” sizes for 5 or 10- 

foot head pressures. 


You can be sure of the best 
when you order from Prefer- 
red, the oldest and the largest 
manufacturer of anti-syphon 


PREFERRED UTILITIES MFG. CORP. 


1860 BROADWAY, NEW YORK 23,N.Y. 











THE ALSTROM 





“SAFE GUARD" OIL PREHEATER 
© is completely “fuel-proof!" 
®@ really heats oil! 









Alstrom Feature: 

Double Transfer protec- 

tion without sacrificing 

heating capacity. 

® compact @ ruggedly constructed 

® triple-tested © Visual Indicator, standard on all models 
In a full range of sizes 


THE ALSTROM CORPORATION 
790 East 176 Street e Bronx 60, N. Y. 




















THE SELLING MAN 


W. A. Matheson wrote this comprehensive book to help 
those who are breaking into selling and for the improve- 
ment of active salesmen. The practical techniques he sug- 
gests have been tested and proven by his own experience 
with them, presented on the basis that everyone can sell if 
he’ll take the trouble to learn. 


(Please send remittance with order) $5 


HEATING PUBLISHERS, INC. 
232 Madison Ave. New York 16, N. Y. 
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The Right Solution| 


















2288 University Ave. * 


For Any Draft Control ) 


__ Problem 


















Proven by thousands of 
installations . . . backed 
by years of solid service, 
COLE-SEWELL controls 
continue to provide the 
answer to proper baro- 
metric draft control. 







COLE DRAFT Governor 





COLE-SEWELL controls are 
made in a wide range of sizes 
for every type of heating and 
power plants. Let us figure 
on your requirements. 


WRITE US— 


DO IT TODAY DRAFT KOREKTOR 
No. 909 


COLE-SEWEL 
NEL a 


St. Paul 4, Minn. 





eloil 


113 

















additional refining capacity of a mil- 
lion barrels a day at the earliest pos- 
sible date, the Admiral pointed out 
that this is only a stop gap, that in- 
creasing civilian needs will soak up 
that much in less than two years. The 
best course, he believes, is to continu- 
ously push up refining capacity as fast 
as steel can be had for the purpose, 
rather than thinking in terms of a 
fixed expansion goal. 


Deming on Navy Jobs 


Following Biggs, the group heard 
from LeRoy F. Deming, head of the 
power generating section, Bureau of 
Yards and Docks of the Navy. Dem- 
ing was the guest of C. W. Cornels- 
sen of York. Mentioning that his sec- 
tion has control over 15,000 boilers in 
shore installations that burn more 
than a hundred million dollars worth 
of fuels a year, he expressed special 
interest in OHI’s new heavy oil com- 
mittee as a group useful to his people. 

The present policy of this Bureau is 
that new installations shall be fitted 
for more than one fuel, that decisions 
on fuels should be made on the basis 


of lowest possible annual costs, in- 
cluding costs. of civilian personnel that 
the Navy uses on its shore heating 
jobs. Under a new budget ruling au- 
tomatic boilers up to 100 hp. are not 
to have full time attendants . . . rather 
they are to be inspected each four 
hours. As a result of this ruling the 
Bureau is shifting to automatic firing 
wherever practical, to save manpower. 

Deming mentioned that his section 
is experimenting with high tempera- 
ture hot water heating systems-—up to 
375° in sealed systems. They are also 
trying to work out a suitable package 
type boiler for both oil and stoker 
coals. Again, they are attempting to 
develop standard specifications on 
controls for boilers. 

At the morning session of the 
meeting before the Navy men spoke, 
the chairman, Cy Burg of Iron Fire- 
man, called on Bow Breed of Pre- 
ferred Utilities and head of the Engi- 
neering Committee to report on pro- 
gress since the June meeting. 

Breed described a session that some 
of them had arranged with Under- 
writers Laboratories, Chicago, and it 


was quite apparent that good work 
was afoot. First the Laboratories had 
agreed to establish testing methods 
and label service for combination oi! 
and gas burners in commercial-indus- 
trial applications, the laboratory to in- 
stall a 150 hp boiler for the purpose. 
It will also install an LPGas system to 
use alongside its facilities for 850 Btu 
mixed gas in the tests. 


Committee appointed 


The laboratory agreed to the ap- 
pointment of an Industry Advisory 
Committee to work with it on these 
heavy oil problems. Those appointed, 
in addition to Breed, were R. B. Plass 
of Ray, E. C. Webb of Iron Fireman, 
Verne Resek of Cleaver-Brooks, W. 
J. McGoldrick of Minneapolis-Honey- 
well, William Ray, General Controls. 

A tentative standard for combina- 
tion burners was promised for Oc- 
tober 1, to be distributed to the com- 
mittee only, for study and recom- 
mendations. Breed also brought up 
the question of specifications of resid- 


ual fueloils. He showed why it is 


(Please turn to page 158) 





7 midget” that does a whale of a two-way 4eating job! 





ECONOLUX 1:0-vw 


Supplies abundant Hot Water Heat 
and ample faucet Hot Water 











This amazing “midget” is making lots of new friends among both users and 
sellers. In spite of its compactness (it’s only 24”x60” in size) it generates 150,000 
B.T.U. output total . . . all the heat a good sized home in a cold country can use— 
and from a separate, outer-jacket compartment, it supplies automatic, day-and- 
night hot water as well. 

Homeowners are delighted with its capacity . . . and amazed at its low fuel- 
consumption and efficiency. If you need an automatic heating-and-hot-water unit 
for domestic use . . . you ought to check up on the performance and the cost of 
this new Econolux. 


ALSO AVAILABLE FOR STEAM RADIATOR SYSTEMS 
ECONOLUX Model 150-VS 


For use with steam heating systems, the ECONOLUX 150-VS is built without the 
outer water-heating jacket. Otherwise it is the same as the ECONOLUX 150-VW 
in size, capacity and operation. 


The ECONOLUX is 
easy to sell, easy 
to install, easy to 
service. 

It comes to you 
completely assem- 
bled—all ready to 
hook up to water, 
power and flue 
lines, 


S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. 
401 No. Broad St., Philadelphia 8, Pa. 





Builders of fine Oil Burner Equipment since 1903 
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MODEL JR.-1.00 to 
MODEL D4- 3.00 to 


1. Fully Automatic 

2. Self Cleaning Nozzle 
3. Self Lubricating 

c Operation | 

elf from savings 
heaper No. 5 © 


4. All Electri 
8. Pays for its 
6. Burns the ¢ 


RAYFIELD COMPANY - 


y LD BURNERS FOR 
RAYFIE SAVY 


No. 4 or No. 5 H 
5.00 GALS./HR. 
12.00 GALS./HR. 
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OSH HEAD OIL 





9 MODELS -1.00 to 


ing Econom 
+ Clean boilers with perfected 


4. Quiet—No Vibration 8 


. Cuts user’ 
po ideal replacement oil 
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Lincoln Tech continues 
heavy oilburner Course 


LINCOLN TECHNICAL INSTITUTE, 
Newark 2, N. J., is continuing its 
schedule of oil heat courses, includ- 
ing a 60-hour course on “Mainte- 
nance of heavy oil equipment.” New 
classes in this, and other courses con- 
ducted by the Institute, get underway 
October 19 and are held each Friday 





“BIGSBY, IF YOU WANT TO TALK TO ME ABOUT 
COMBUSTION HAZARDS, MAKE AN APPOINTMENT. . 
DON’T COME BUSTING IN LIKE THIS!” 


COURTESY WHEELCO INSTRUMENTS COMPANY 


thereafter for a period of 15 weeks. 
The heavy oilburner instruction in- 
cludes lectures and demonstrations, 
employing all types of operating, limit 
and safety controls of commercial type 
units, including gas-electric ignition 
and programming controls. Purpose of 


| © SINCE 1026-* im the application, design and 
| wis. cf pumps — separators — hydraulic acéessories. 








the course is to provide instruction in | | | 


the maintenance and operation of | | 


heavy oil equipment, 


Content of the course ranges from | 


such subjects as principles of heavy 
oilburning, types of units, oil systems 
and pump sets to descriptions of com- 
bustion chamber construction, controls 
and accessories. 


Lincoln also conducts similar Fri- 
day evening cour: | 


ses on “Domestic 


oilburner trouble 
shooting,” ‘*Con- 
trols 
oilburning equip- 
ment,” “Selling oil 


heat equipment” 
and offers a 600 
hour course on 


“Domestic oil and 
gasburner_installa- 
mainte- 


tion and 


nance course.” 


ses is $75, payable 
in three equal in- 
stallments. 
plete details about 


Com- 


available 


in domestic 


| 
| 


Tuition for the | 
four 60 hour cour- | 


all courses are |. 
from | 


John W. Davies, | 


director of Lincoln 


256 Washington 
St., Newark, N. J. 
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Technical Institute, | 











~ STRAINERS 


Pa eliminate 
® = ee 
: a” (iz filter replacement 
, 


costs and 
supply problem 


Kraiss| separators com- 
pletely eliminate costly 
replacement of expendable- 
type filters—and reduce your 
critical supply problem. No 
tools needed to restore original 
efficiency within minutes — 
bronze wire-cloth basket is in- 
stantly and easily removed for 
cleaning, keeping maintenance 
costs to minimum. 

Specify Kraissl separators on 
your next installation—design 
Kraiss| economy into your own 
burners . . . for any practical 
degree of separation — from 
straining to filtration. 
Complete range of sizes—from 
14" to 6"; pressures to 500 
psi. Cast-iron, bronze, steel, 
stainless-steel, aluminum, monel 
or special metals to your speci- 
fications. 


Bulletin A-1214 gives full data— 
write for your copy today! 


STANDARD 
AND 
HIGH 
PRESSURE 





KRAISSL‘ 


295 Williams Ave., Hackensack, N. J. 
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Letivities 
Winkler makes Awards 


to sales Contest Winners 





WINNERS in Winkler’s 1951 sales con- 
test assembled at the U. S. Machine 
Corp. factory in Lebanon, Ind., late in 
August to receive their prizes. Indi- 
ana’s Governor Henry F. Schricker 
attended the ceremonies, during which 
three Ford convertibles, 27 television, 































4 OUT OF 5 ARE 
PROSPECTS FOR 


AMER-G//1S 


FILTERS! 




























2k 4 out of 5 warm air furnaces now being 
installed are forced air units . . . red-hot 
prospects for AMER-glas Filters three 
times each year. To this steady stream of 
new prospects, add the 4 million forced air 
furnaces already installed. There are real 
profit opportunities in selling AMER-g/as 
Filters to this high volume, high turnover 
market. Are you getting your share of 
this business? iil i ail 





















LET US SHOW YOU HOW TO 
MAKE MONEY WITH AMER-G/ZS . a 





AMERICAN AIR FILTER CO., INC., 134 Central Ave., Louisville 8, Ky 





Please send me complete information on AMER-glas Replace- 
able Air Fillers. Tefi me how | can get free selling aids. 


NAME. 











An Gugmeced product of 


Prentstiion Ai | 


COMPANY, INC. 


COMPANY _ 


ADDRESS. 
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On the left are Mrs. Rollin L. Smith 
and Mr. Smith and Claude A. Potts, 
Winkler vice-president in charge of 
sales. Smith’s Heating and Sheet Metal 
Co. led the dealer's division in the con- 
test. Mrs. Smith is the first woman 
graduate of both the sales and engi- 
neering courses of Winkler Training 
Institute. 


In the center stand Mrs. Carl G. Lang, 
Mr. Lang, Robert C. Hulse, sales pro- 
motion manager who conducted the 
contest and Walter E. Blake, national 
sales supervisor. Lang led 44 other dis- 
trict sales managers in the contest. 


On the right are shown Mrs. James F. 

Stine, Mr. Stine and Phil C. Kosch, 

in charge of sales training. An em- 

ployee of Harrison Heating Co., Stine 

took first place in the retail salesmen’s 
division. 


radio and phonograph sets were dis- 
pensed. Top winners, who received 
the Fords, were Rollin L. Smith, 
North Manchester, Ind.; Carl G. 
Lang, Naperville, Ill. and James F. 
Stine, Gillespie, Ill. Carl J. Winkler, 
president, Herman E. Winkler, execu- 
tive vice-president and Governor 
Schricker spoke at the presentation 
ceremonies, which preceded a lunch- 
eon for 100 guests. 

The contest brought out two salient 
points. Smith and Stine, operating in 
small towns, won their awards with an 
intensive selling job in the rural areas. 
Of the 30 winners, all except two are 
graduates of Winkler Training Insti- 
tute. 


Boston Machine holds 


Canadian Meetings 





| Two MEETINGS for Canadian oil- 
| burner dealers were held during Au- 
gust by the Boston Machine Works 
Co., Lynn, Mass. Steel and Engine 
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12 G-E OIL BOILERS in this Batavia, Ill. plant of the Campana-ltalian Balm Company meet 
fluctuating steam load requirements. G-E upits are balanced in operating groups of three. 


MULTIPLE INSTALLATION 
OF G-E OIL BOILERS 


G-E heating dealers for years have enjoyed added sales op- 
portunities with the decisive advantages of G-E boiler units in 
multiple; owners get flexibility, ease of installation, lower initial 
cost, and unusual operating economy. 


G-E Oil Boilers, in battery or multiple, offer many application and 
operation advantages and are being successfully used in competition 
with the massive, bulkier single-unit boiler. Large homes, apartments, 
garages, industrial plants, schools, and churches benefit from reduced 
installation and operating costs. The Campana plant, above, is a typical 
example of G-E Oil Boilers in multiple meeting a heating requirement 
in industry. 

G-E Oil Boilers have a national reputation for quality and operat- 
ing economy. They are simplified, integral units—not just boilers with 
conversion-burners added. Their low water content and small boiler 
mass bring quick response and marked reduction in standby heat 
losses. Greater flexibility in planning new construction is possible— 
lower chimneys due to forced draft, up to 30% less floor space, reduced 
floor loading, lower ceilings, and no need for draft regulator, preheater, 
or boiler pit. G-E Oil Boilers will pass through a standard door. 

Other G-E products such as G-E Air-Wall Warm Air Heating and 
the new G-E Year-’round Residential Air Conditioner widen market 
horizons for G-E dealers. National advertising, sales promotion pro- 
grams, and sales training material make G-E equipment easier to sell. 
General Electric Company, Air Conditioning Division, Bloomfield, N. J. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 








IN THE CAMPANA PLANT these are seven of the 
twelve G-E Ojil-Fired Boilers that, tied into a com- 
mon header line, provide steam for plant operation. 








CHURCH in Wayne, Pa. has 3-boiler set-up. Mini- 
mum stack requirements make G-E Oil Boilers ideal 
for churches, schools, public buildings. Minimum 
maintenance labor and upkeep are added benefits. 





UNION BANK, Charlotte, N. C. is assured of con- 
tinuous low-cost operation with 4-boiler G-E System. 
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. . . . Manufacturers’ Activities 


Products, Ltd., Nova Scotia, Boston’s 
factory representatives in the Mari- 
time Provinces, sponsored the meet- 
ings, held on August 27 and 29. 

The first meeting was held at the 
Admiral Beatty Hotel, St. John, New 
Brunswick for all of the oilburner 
dealers, installers and salesmen in the 
Province of New Brunswick, followed 
by a second meeting at the Nova 
Scotian Hotel in Halifax for oilburner 
men in the Province of Nova Scotia, 
Cape Breton and Prince Edward Is- 
land. Ralph L. Dennis, Manager of 


the Oil Heating Supplies Division of 
Boston Machine and I. M. Nelson, 
national field representative, conduct- 
ed the gatherings. 


Oil-O-Matic planning to 
expand field sales Force 


E. H. DAVISON, general sales manager, 
Williams Oil-O-Matic Div., Eureka 
Williams Corp., Bloomington, IIl., an- 
nounced during the recent annual 
summer sales meeting that the Division 
plans at least a 50% increase in its 
field sales force during the next year, 





These quiet pumps are 
self-adjusting for wear— 


last longer with less maintenance. 


They save money for users. 


Bulk plants are using these pumps to handle every 
product from Bunker C fuel to aviation gasoline. 
Owners say “Our Blackmers sure cut costs.” 


IMPORTANT DESIGN FEATURES 
@ Nonmetallic vanes. 
@ Self-priming. High suction lifts. 
@ Capacities to 200 g.p.m. 
@ Dual pumps for split loads. 











GET THE FACTS e 


Maybe your plant can cut 
delivery costs this way. 
(They‘re doing it every 
day.) Write for Bulletin 
Rei as io! 2 vo ue 


BLACKMER PUMP COMPANY e GRAND RAPIDS, MICH. 
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because the favorable outlook for oil- 
heating, present high level of sales, a 
growing dealer organization and more 
and better sales aids will put a heavier 
load on the field sales force and re- 
quire increased dealer servicing. 

Also, during the meeting plans were 
revealed for a Fall rotogravure ad- 
vertising campaign in 30 metropolitan 
newspapers and a new leather bound 
retail manual and kit was introduced. 
A display of billboard samples and 
other promotional and merchandising 
aids, along with a report on the suc- 
cess as a sales aid of the lifetime war- 
ranty on the Model Fifty-Ten oil-air 
nozzle, rounded out the program. 

H. W. Burtitt, president of the cor: 
poration, closed the meeting with a 
review of the fiscal year ended July 31, 
including an explanation of produc: 
tion plans for the corporation’s several 
million dollars worth of defense con- 
tracts and an outline of overall policy 
and sales plans for the new fiscal year. 





Arnold J. Madsen, Madsen Service, 
Minneapolis, demonstrating features 
of his combination oil and gasburner, 
introduced at the Minnesota State 
Fair, August 25 to September 4 at St. 
Paul, Minn, This year approximately 
900,000 people attended the Fair, just 
short of the record-breaking crowd 
that attended last year. Madsen dis’ 
tributes in Minnesota and North Da- 
kota and was kept busy all during the 
Fair, meeting many of his dealers, 
lining up new outlets and taking some 
real orders, His: exhibit featured a 
burner firing into a combustion cham- 
ber, operated rain or shine, which 
proved a welcome haven to visitors for 
getting warm at the open fire during 
a few days of wunseasonably coo! 
weather. 


Shell completes Expansion 


at Willbridge Terminal 


SHELL OIL CO., New York 20, N. Y.. 
has completed a multi-million dolla: 
expansion program at its Willbridg: 
Terminal on the Willamette River. 
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It’s a fact! You’ll haul a whale of a lot more with a Dodge 
“‘Job-Rated”’ truck! 


Thanks to scientific weight distribution—plus a brawny, 
rock-solid frame and extra-capacity rear axle—you can carry 
bigger loads of gas or oil without overloading. 

And, brother—watch your ton-mile hauling costs nose-dive! 
New Dodge truck engines are mighty easy on your billfold— 
yet they pack up to 20% more power than ever before! 
Features like the twin carburetion and exhaust system on 
big, 145-hp., 3- and 314-ton jobs boost efficiency and trim 
operating costs down to size! 

More than that, your Dodge truck will be ‘“Job-Rated’”’ to 
keep on giving you dependable, economical service for years 
to come. And you'll have the safest, sweetest-handling truck 
on the road! 

Better get the whole value story about Dodge ‘‘Job-Rated”’ 
trucks firsthand. See your Dodge dealer—soon. 


Job-Rotid' TRUCKS DO THE MOST FOR YOU 








How a Dodge Truck is “Job-Rated’”’ 
for the Oil Business 


A Dodge “Job-Rated” truck is engineered 
at the factory to provide the best in low- 
cost transportation . . . last longer... 
save you money. 


Every unit from engine to rear axle is 
**Job-Rated’’—factory-engineered to haul a 
specific load. 


Every load-CARRYING unit—frame, axles, 
springs, wheels, and tires—is engineered 
to provide extra strength and capacity 
necessary to support the load. 


Every load-MOVING unit—engine, clutch, 
transmission, propeller shaft, rear axle, 
and others—is engineered to move the 
load under the most severe operating 
conditions. 
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Portland, Ore., to increase total stor- 
age capacity to more than 50 million 
gallons. Each day the terminal dis- 
tributes upwards of a million gallons 
of petroleum products in the Pacific 
Northwest, serving as the distributing 
center for major portions of Oregon, 
Washington and Idaho, 

Willbridge receives refined petro- 
leum stocks from Shell refineries by 














ocean-going tankers and redistributes 
them by tank truck, tank car and 
barge to inland depots. It is the second 
largest terminal the company operates. 








PATENTED BOILER 


MANVILLE .“: 


Fire damages Factory of 


Sun-Ray Burner Mfg. Corp. 


A FIRE that broke out on August 30 
in the corner of one of the buildings 
of the factory of Sun-Ray Burner 
Mfg. Corp., Jamaica, N. Y., caused 
extensive damage, destroying part of 
the burner assembly line and offices. 
Quick action held the loss to a mini- 
mum and the manufacturing division 
and warehouse were unharmed. 
Full production was resumed within 
10 days, without any break in shipping 


NON-PULSATING 


THERMO-FLO 


TUBELESS — NO TUBES 
TO CLEAN OR REPLACE 





AN OUTSTANDING ADVANCE 
IN STEEL BOILER DESIGN 


guaranteed 



























Write 
for full 
details NOW! 











pulsation-free 


*Oil or gas firing 


High capacity domestic 
hot water output coil 
built-in at factory. Many 


coil sizes available. 

5S serpentine flue 
passes insure 

high absorption of 

heat and low stack 

temperature. 





e@ Guaranteed rat- 
ings with any good 
standard make burner 


@ Round stack outlet 
as integral part of 
boiler 


@ Reasonably 
priced 
® 8 sizes 


@ Factory built-in 
light weight combus- 
tion chamber 

@ Nothing to assemble on 
the job. Enclosing jacket put 
on after all pipe connec- 
tions have been made 


low 


*Convertible to coal in emergency 
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Gabe Marin, president, 
plans immediate reconstruction of the 
damaged building. 


schedules. 





The last word in research projects has 
been completed by Timken Silent 
Automatic Div., Detroit 32, Mich., 
discovering that the heat generated by 
one gal. of fueloil equalled that of 
140,000 paper matches. Reasoning 
quite accurately, that one real, live 
American gal is much more interest- 

ing to look at than any amount of fuel- 
oil, Miss Btu of 1951 is being used to 

illustrate the findings. Timken dealers 
are offered the idea as a window dis- 
play theme, if they wish to use it. Tim- 
ken first used the illustration—appro- 
priately enough—on the cover of the 
September issue of “Timken Silent 
Automatic Heat,” company house or- 
gan. For those that insist on the stodgy 
details, a gallon of fueloil produces ap- 
proximately 140,000 Btu, a paper 
match produces but one. You take it 

from there. 


Petro acquires fueloil 
Business of Consumer’s Co. 


ACQUISITION of the fueloil business of 
the Consumer’s Co., Chicago, IIl., by 
Petroleum Heat & Power Co., Stam- 
ford, Conn., has been hailed by Ken- 
neth G. MacCart, Petro president, as 
an opportunity to almost double its 
retail business in the area and improve 
its wholesale volume. 

Petro’s country-wide operation in- 
cludes sizable activities in the Chicago 
market, including sales of domestic 
and industrial oilburning equipment 
and fueloils transported from its own 
Texas refineries. 


Manville Boiler awarded 
Patent on improved Design 


A PATENT on an improved design tube- 
less boiler has been granted by the 
U. S. Patent Office to the Manville 
Boiler Co., Inc., New York, N. Y. It 
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TYPE 34-B for space heaters, 


A water heaters and stoves. 
a 4 
x 





ASBESTOS 
FURNACE 
CEMENT 





OIL occ aad OTHER 
«TYPES of FUEL ath 


Improved, New 
WALKER 


FUEL-SAVER 
DRAFT REGULATORS 
Ouer 7 Million Mow tn Usel 


Why not help your customers save as much as one-fourth on 
fuel costs . . . yet enjoy more efficient heating performance! 
Doesn’t matter what they burn, either. New, improved Walker 
Fuel Savers assure maximum combustion with amy type fuel 








Nothing is 
changed but 
the“appearance 
on this famous 
“old timer’... 
a better looking 


2? 





r a ele . ¢ 

_ lu ‘ wisonw '§ fi . .. under all stack conditions. This means even heating, pre- 
oa 2 - eile —_—— vents costly “up the chimney” heat loss. There’s a quickly 
cleaner looking | installed, easily adjusted Walker Regulator to fit every make 


cemented joint. It’s still THE furnace cement _heating unit. 
that’s thoroughly fireproof, smokeless, odorless | 
and acid proof. Only top-quality high temperature 
refractories and binder materials are used in com- 
pounding Grant Wilson Furnace Cement—the de- 
pendable cement used by the most exacting Fur- | 
nace Manufacturers and Installers inthe Industry. 


Model BB 4 Model BB 

: COMMERCIAL 
and 

INDUSTRIAL 


(Ball Bearing) Built to meet 
toughest conditions. Sizes 
16-36 inches. Ideal for 


power plants, schools, ga- 
rages, industrial plants, 
ot aaa . . . thousands in 
use 


To make this | 
“DANGER ZONE” | 
a “Safety Zone” get 
Grant Wilson Furnace 
Cement from your Jobber. | 


See for yourself... write | WALKER. MFG. & SALES CORP. 


for free Sample #1310-J | ST. JOSEPH, MO. 
to Grant Wilson, Inc., 141 West | 

J | : . = World’s largest fac- 
Jackson Blvd., Chicago 4, Ill. | ———— —— : oo tory producing Au- 
=< g E = tomatic Draft Reg- 
ulators exclusively 
. « not competing 
either directly or 
indirectly with pro- 
ducers of any type 
heating equipment. 
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The World’s Largest 
Draft Controls Factory. 
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relates particularly to an arrangement 
of baffles in a tubeless boiler for steam 
or hot water heating that induces and 
directs the internal flow of the water 
containing sections, and baffles placed 
within the fire travel of the boiler. In 
effect, the heating is accelerated rapid- 
ly by internal water circulation, with 
the structural design lending itself to 
a very compact unit. 

This principle is called Thermo-Flo, 
included in all 8 sizes of this boiler, 
which were described on page 122 of 
the September issue. 





































A4untTs 


Can make money 
for you every day! 





* The dealer who sells from a 

complete line of Automatic 
Gas/Oil Heating Equipment 
closes more sales .... makes 
more money! 


Write today! Some choice 
territories are open — let 
us tell you how you can build 
greater profits with an exclusive 
CENTURY franchise. 


CENTURY 


ENGINEERING CORPORATION 
CEDAR RAPIDS, IOWA 
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CENTURY 


The Finest in Automatic Heating Equipment 



































Penn sales Organization 
in five-day Conference 


A FIVE-DAY CONFERENCE of the entire 
sales organization of Penn Electric 
Switch Co., Goshen, Ind., was held at 
the factory in August, during which 
new and improved products were in’ 
troduced to district managers and sales 


representaitves from Penn’s sales of- - 


fices throughout United States and 
Canada. Company officials also par- 
ticipated in the conference, which 
stressed thorough product informa- 
tion, new market potentials and in- 
creased customer service, Representa- 
tives of major industries supplied by 
Penn outlined problems encountered 
in their fields. 

R. H, Luscombe, sales manager, was 
in charge of the conference, assisted 
by K. W. Cash, assistant sales man- 
ager and R. V. Clark, manager of 
heating control sales, Albert Penn, 
president and M. E. Henning, execu- 
tive vice-president, spoke to the as’ 
semblage, with E. B. Maire and R. S. 
Penn directing special sections of the 
program devoted to new markets and 
development of new products. 


CMP Rules condensed 
in Michel Bulletins 


BULLETINS distributed by the R. E. 
Michel Co., Baltimore 2, Md., copies 
of which will be mailed to any com- 
pany requesting them, condense CMP 
Regulations 5, 6 and 7, highlighting 
pertinent parts of each. 

Bulletin #1 covers CMP Regula- 
tion #5, on maintenance, repair and 
operating supplies (MRO) and CMP 
Regulation #7, repair parts and ma- 
terials for repairmen (RE). Each 
Regulation is summarized, explaining 
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THRUSH FLOW CONTROL 
HOT WATER HEAT 









THRUSH hot water heating system is flexible. With forced circulation 
and completely automatic control you can install any type of modern heating 
your customers desire and be sure of complete satisfaction. Heat from radiant 
coils hidden in ceiling or floor, radiant baseboards or convectors, with Thrush 
Flow Control System provide perfect comfort without overheating, automati- 
cally compensating for weather changes. Zoning is simple and inexpensive. 
Get all the facts on profitable Thrush equipment now. See your wholesaler to- 


day or write Dept. C-10 
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. . . « Manufacturers’ Activities 


exactly which conditions each is de- 
signed to cover, and details the steps 
that oilburner dealers are to take to 
comply with the rules. 

Another bulletin treats CMP Regu- 


lation #6 in a similar way. 


Sid Harvey Film shows 
rebuilding Services 


A TWO-REEL COLOR MOVIE, “The Sid 
Harvey Story,” is being shown to local 
service organizations, demonstrating 
most of the 52 repair departments and 
sub-departments rebuilding replace- 


Harvey, Inc., Valley Stream, N. Y. 
Dealer showings are scheduled in Bos- 
ton, Hartford, New Haven and Wa- 
terbury, Conn.; Newark, N. J.; Phila- 
delphia, Baltimore and Washington. 
Sid Harvey, himself, narrates the film. 

The movie shows each step taken, 
every tool, machine and process used 
in rebuilding component parts of oil 
and gasheating systems. For example, 
it follows a defective fuel unit from 
the time it enters the shop until it 
completes its trip through the assem- 
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Custom Designed to Increase 
Your Business and Profits... 


Here is a simple and standardized method 
of installing oil tanks that is growing daily 
in popularity. Complete in one package 
. .. ready to hand fo the customer. Econ- 
omy in man hours, storage space, and 
increased efficiency . . 


Underwriter Laboratory approved filter 


has all metal body and cleanable element. 
See your Local Jobber or write for Catalogue 


. Sells on sight! 


-/ ANDERSON BRASS COMPANY 


5305 TWELFTH STREET > 


DETROIT 8, MICHIGAN 





ment parts at the factory of Sid 














bly line and emerges as a unit, rebuilt 
with modernized parts and tested. 


National Radiator opening 
new plant at Duncansville 


OCTOBER 18 has been selected as the 
day when The National Radiator Co., 
Johnstown, Pa., opens its new sheet 
metal fabricating plant at Duncans- 
ville, Pa. Incomplete plans for the 
formal ceremonies include a flag rais- 
ing, introduction of guests and com- 
pany officials and presentation of the 
keys to the plant to R. S. Waters, 
president, by Ragnar Benson, Inc., 
general contractors for the new struc- 
ture. Residents of the greater Altoona 
industrial district are to be permitted 
to inspect the new plant at the con- 
clusion of the program, 


Crotty dies in automobile 
Accident; Company continues 


MICHAEL C. CROTTY, president, Crotty 
Mfg. Corp., Flushing, N. Y., died 
suddenly in an 

automobile acci- 
dent on Septem- 
ber 12, when he 
stopped his car to 
examine it for 
mechanical trou- 
ble. Standing at 
the rear of the 
car he was killed 





when it was 

struck by another following in the 
same lane. At the time of. his death 
Mr. Crotty was 45 years old. He was 
a native of Youghal, County Cork, 
Ireland and came to this country in 
the early 1920's, and after a brief 
period he established his own business. 

He is survived by his wife, Mary, 
and two sons, Michael J., 18 years old 
and David, 13. In addition to his op- 
eration of the Crotty company he had 
been named this spring as Deputy 
Commissioner of Commerce of the 
City of New York. 

It is the announced intention of the 
Crotty Mfg. Corp. to continue to ex 
pand its manufacturing facilities for 
the production of Crotty Water Wall 
Scotch Marine 
commercial boilers and domestic heat 
ing boilers and to serve the industry 
on an increasingly wide scale in ac’ 
cordance with present policies, 


Furnace Extension, 
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INSIDE STORY 
OF PROVED 
PERFORMANCE 






%& Cast iron pump unit 
encased in 45,000 p.s.i. 
tensile strength 


Strainer removeble 
zinc alloy 


without spilling 













* Quiet 
Operation 


Low power 


% Quick, positive 
consumption 


cut-off 


* Light weight 

















TUTHILL 30E6N FUELSTAT | 


UNIVERSAL APPLICATION 
DEPENDABLE PERFORMANCE 





Provides ( SIMPLIFIED seRvicinc 


GREATER ECONOMY 


MORE ATTRACT) 
APPEARANCE - 


Proved by thousands already in service, this 
perfected Tuthill Fuelstat sets the pace for 
dependable pumping equipment. All working 
parts are made of cast iron and steel with high 
grade (99.99+% pure) zinc alloy body to ob- 
tain the ultimate in toughness, durability, cor- 


rosion resistance and leak-free performance. 


lt will pay you to write for full details today 


ythil 


pump COMPANY 


939 East 95th Street 


Chicago 19, Mlinois ; 
Phone: Regent 4-742 


ail 


low cost modern heat... 





The trend is toward radiant-ray 
baseboard heating because... 


% it’s the most practical and profitable heating unit 
for new homes and remodeling installations. 


x low cost installation requires a minimum of struc- 
tural alterations in remodeling jobs. All piping 
can be concealed. 


4< temperatures remain constant with variations of as 
little as 3° between floor and ceiling. Cold drafts 
are reduced or eliminated. 


+ eliminates old-fashioned, unsightly radiators. Gives 
complete wall-to-wall living space. 


+ simplified installation; scientific heater design; uni- 
form temperatures, produce measurable fuel savings. 
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FREE OFFER: 


New, revised “EASY ESTIMATOR” . . . com- 
plete calculation data sheets to take the mystery 
out of estimating and installing. WRITE NOW! 


RADIANT BASEBOARD PANELS, 


900 West Main Street, New Britain, Conn. 






Inc. 
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Feeaders’ Problems 


Q.Id appreciate a sketch to answer 
a long-distance phone call on the best 





way to hook two 275-gallon tanks to 
one burner with both tanks feeding 
burner simultaneously and_ simplest 
fill and vent lines. Thanks for any help 
you can give. 
M. J. K., New York, N. Y. 
A. Accompanying Diag. A shows 
the modern arrangement using one 2” 
fill line and one 14%” vent. For full 
details on this, read pages 18 to 20 of 
our book, “Installing the Domestic Oil- 
burner,” available for $1. You can pro- 
vide tank stick-holes by using plugged 
tee’s in place of the elbows shown at 








Sinclair Fuel 
Oil STOPS RUST 


trouble 


RUST clogs filter screens and burner nozzles—it’s a big 


reason for many customer complaints and service calls. 


But today, Sinclair Fuel Oil contains RD-119®, Sinclair’s 


miracle rust inhibitor. Used regularly, RD-119 stops rust 


—reduces your service-call expense, helps keep custom- 


ers happy and satisfied. Save money, save trouble with... 


SINCLAIR 


FUEL OIL WITH RD-I19° 
















Diag. A 


VENTALARM 


2" OVERPASS 
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i 
il burner 


Gravit 
arg v Feed Line 


Feed 


the ends of the 2” overpass. 

The dealer who telephoned you may 
encounter difficulties locally related to 
using bottom tank connections for oil 
storage in excess of 275 gallons, or 
related to using gravity feed for the 
two tanks feeding the burner simul- 
taneously. If he does, he should con- 
sider using the oilburner suction and 
return line arrangement of Diag. B 
together with the fill and vent arrange- 
ment of Diag. A, although obviously 


Diag. B -NOT GRAVITY FEED 


Return Line Goes 
to Both Tanks 
P= Ly» 











Anti-Syphon Valve 


Suction Line 
to Burner 


he may have problems regarding pro- 
viding additional openings for the tops 
of the 275-gallon tanks he uses regu’ 
larly, especially if he wants to install 
a tank gage in the top of each tank. 
The idea of Diag. B works well, for 
it provides equalized oil levels in the 
two tanks as the burner empties the 
tanks. Its anti-syphon valve is impor’ 
tant in causing the burner to develop a 
vacuum to obtain oil, thus in eliminat- 
ing gravity feed. The return line of the 
gun type burner connects to point “R.” 
aa ae 

Q. Acting on a tip-off you published 
some years ago, we eliminated tank 
heating coils on No. 6 oil installations 
by facing the suction line and retur” 
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MARLOW PUMPS DO MO 


Siler City Oil Company, Siler City, North Carolina, uses these four low-cost Marlow vertical self-priming 
centrifugals to increase flow from storage to the loading nozzles. They pump fuel oil, kerosene, regular 
gasoline and high test gasoline at 90 to 110 gallons per minute. 


This bulk plant operator is one of many 
who have found that Marlow Self-Priming 
Centrifugals can do a lot to help an oil man 
make money. At the loading rack, for instance, 
these Marlows prevent costly bottle necks. . . 
they cut loading time and costs, and speed de- 


operation and will not vapor lock. 


Known as the Marlow EVP series, these 
pumps offer the advantages of low installa- 
tion costs and require little space. Few piping 
changes are necessary because the suction and 


ve P i . ' 
liveries so more customers can be served. discharge fittings are directly opposite. They 

just can’t be beat for dependable, low-cost 
I P 

r0 The Marlow vertical self-priming centrifu- petroleum products handling 

= gal has all the advantages of the other Mar- where viscosities are less 

FU- 

- low self-primers. It stays highly efficient even than 100 SSU. 

a 

n" after long hard use . . . because self-priming 


design eliminates rubbing surfaces. For the 
same reason, tank scale, welding shot and 
other abrasive solids have practically no effect 
on a Marlow. It can pump from underground 
storage as well as above ground because it is 
entirely self-priming. And a Marlow is quiet in 


Photos and installation by Southern Pump and Tank Co. 













MARLOW PUMPS ...2:wooo. ws. 
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LET'S ALL GO ON A NO-HEAT’ SERVICE CALL 
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miss these 
aving ideas 


for servicemen 


“When you find yourself worrying 
about a shortage of manpower for 
servicing oil burners, you'll get a big 
‘lift? out of the Webster Electric 
Service Saver Plan for Oil Burner 
Dealers. I also found it a refresher 
that helped me. This plan is being 
put on throughout the country by 
Webster Electric Service Stations. 
You'll find it to your advantage to 
attend ...ask your nearest ‘W E?’ 
Service Station for the date this plan 
will be presented in your area.” 


“Clol JAmer 


Rr ELECTRIC 


E @ WISCONSIN 


‘Where Quality is a Responsibility and Fair Dealing an Obligation” 
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line together, in the bottom of the oil 
storage tank, as in our Diag. 1. All the 
hot, returned oil is supposed to go into 
the suction line. To make certain it 
does, later we turned to piping together 
the suction and return, as in Diag, 2. 

Both Diags. 1 and 2 have the «d- 
vantage suggested in our first drawing, 
that in case of a leaky suction line we 
can switch lines at the burner, using 
the return line for suction. 

But with Diag. 2, any air returned 
to the tank through the return line has 






























































Diag. 1 
y 
a 
> 
Vas \ K 
Suction Return 
Line k sl Line 
Return a Suction 
| Line Line 
E siecaakd Diag.2 
Tee - 
penal = i 
Y Return NX ¢ Suction [~ 
Tee f 
Diag. 3 


no chance to escape, but must flow into 
the suction line and re-circulate, Air 
goes ’round and ‘round, and we can 
vent the lines completely only with 
difficulty, for instance after cleaning 
strainers and getting some air into the 
oil piping system. 

Is there a way of obtaining both the 
air-ridding advantages of Diag. 1 and 
the heat-conservation advantages of 
Diag. 2? Both are valuable. 

C. W. D., Newark, N. J. 


A. Diag. 3 has been used to obtain 
the two advantages you desire. The 
arrangement is placed as low as possi 
ble in the tank, as it draws air when 
the level of oil in the tank drops to the 
uppermost part of the tee. Diag. 3 will 
suggest to you other piping arrange’ 
ments you may prefer. You should ob- 
tain information on “bell” and 
“pocket” devices made for this applica- 
tion by certain manufacturers of oi! 
heating equipment for No. 6 oil jobs. 
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Q. Because this 800 gallon hot water 
tank is too small and goes cold by 
night, the engineer in the building 


keeps the burner running to heat the | 
tank to about 200° and get a good head | 


start for the next day. As a result, 
water expands in the tank, hot water 
backs up to the nearby pipe tee which 


we show (connected to water meter, | 
cold water line to building, and cold | 
line to hot water system), and all night | 
long anyone trying to get cold water | 


in the building is very likely to get hot 
water from a cold water faucet. 

You can see why this happens in this 
building, but why doesn't the same 
thing happen in lots of other buildings? 

Will adding the air-filled expansion 
tank and the check valve we show in 
our sketch end this trouble by inviting 
compression of the stored air in the 


expansion tank when the hot water | 
tank pressure exceeds the water meter | 
pressure? Like in a closed hot water | 


system with a basement expansion 
tank? 

H. L. H., Montreal, P. Q., Canada 

A. First, the trouble may be caused 


or increased by running the boiler tem- | 
perature so high, in an effort to heat | 
the tank to 200° at night, as to boil | 
water and form pockets of steam in the | 
boiler waterways. Make certain the | 
job is safe! Equip it with safety relief | 
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valves of capacity and type to satisfy 
the most exacting safety authorities. 
Second, your proposed remedy prob- 
ibly won’t work because a check valve 
can’t be expected to close dead-tight 
and keep the hot water tank pressure 
20 Ibs. higher than the water meter 
pressure, for example, when hot water 
tends to back up through the cold 








\ 
Compact... 


**I’ve been up against a hundred or more 
different types of transformers mounted 
in as many different ways. 


“[ solved that problem with the aid of 
Webster Electric foresighted engineers 
who made it possible through the use of a 
mounting plate to install their trans- 
former on practically any job. It turns 
out just as I[ said. Their transformers are 
compact, easy to install, save installation 
time and are interchangeable. Try them.” 


"Cll Ttmer 


Webster Electric Company, Racine, Wisconsin 


Established 1909. 


WEBSTER 


RACINE ¢ 





Easy to Inst 
| Time saving...In ; 














“Where Quality is a Responsibility and Foir Dealing an Obligation’ 
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water teed line that supplies the hot 
water tank. An ordinary 1!/2” metal- 
to-metal check valve does not close as 
tight as a globe or gate valve, which 
you close dead-tight only through using 
considerable effort. Don’t, then, try 
your idea of using a check valve and 
expansion tank, for the idea has no 
solid foundation. 

Most buildings don’t give this 
trouble because their tanks are not run 
cold, then overheated. In addition, 
there’s steady use of hot water and 
some dribble from leaky hot water 


faucets in most buildings that need 
2,000-gallon tanks; these help keep the 
cold water running cold. Moreover, in 
this building the line connecting the 
hot water tank to the cold water sys- 
tem is usually short. 

We suggest that you change the 
piping so that the cold water to the 
tank runs through a pipe that goes 
down through the top of the tank in 
the usual manner. Also, aim to end the 
cause of the trouble by installing a 
much larger tank. End the overheating 
of the tank at night. To do this is im- 








Why make NEEDLESS 
service calls? 





STURDY CONSTRUCTION ASSURES 
LONG LIFE WITH NO MAINTENANCE 


Heavy drawn dial 
head protects dial 
and magnet. 


Large numerals for 
both dials — easy 
to read. Expressed 
in fractions, cor- 
rect reading is ob- 
tained on every 
tank, regardless of 
variations in tank 
size. 





Magnet for gauge 
head — tested for 
flux density. 


Heavy die cast 


head will stand 
1000 psi. 


Heavy magnet 
shaft. 


Sturdy supports. 





Heavy open tooth 
gears for accurate, 
dependable meas- 
urement. 


Cork float resistant 
to deterioration 
and absorption. 




















DIAL THERMOMETERS 


OCHESTER £2 


r MANUFACTURING COMPANY, 


GAUGES 








Always install 
Rochester Gauges .. . 


they can’t vent 
smelly oil fumes 


Is this telephone call an old story 
with you? “I smell oil.” 


An unnecessary service call which 
could be avoided by installing a_ 
leakproof, fumeproof Model 3175 
Rochester Tank Gauge. 


Stocked by leading wholesalers . . . 
Order today — Rochester Manufac- 
turing Company, Inc., 
8 Rockwood Street, 
Rochester 10, New 
York. 





Ap 





INC. 
AMMETERS 
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portant, because. this overheating 
causes other troubles which are more 
important than the trouble you de- 
scribe. To try to make an 800-gallon 
hot water tank do the work of a 2000- 
gallon tank is dead wrong. 

a ee 

Q. Yesterday I had the opportunity 
to combustion test a job which gave 
the following before and after data. I 
lowered the stack temperature from 
770° to 600°, somehow dropped the 
CO, from 10% to 7%, kept the over- 
fire draft at .01” before-and-after, and 
lowered the smokehood draft from .08” 
to .06”. 

These results came of cutting the gph 
from 2.00 to 1.20 gph. 

Assume I am right regarding the 
size nozzle needed for the load, and 
also assume no effort is made to size 
the chamber for this new nozzle. Is the 
fact that I reduced the nozzle size going 
to give any fuel savings? 

The owner is reluctant to go to the 
expense of rebuilding the firebox, which 
I feel is the next step in order to in- 
crease the CO, reading. 

This is a cast-iron, hot water boiler. 

I would appreciate your comments 
on this as I believe I am on the brink 
of something here. 

A. W.C.C., Coatesville, Pa. 


A. Seems you increased the stack 
loss about one percent. Yet in engi- 
neering for more “on” time and less 
“off” time, you should in overall arrive 
at a slight fuel savings. We hope the 
reduced firing rate does not give in- 
complete combustion and more soot 
formation than the job had before. 
Smoke readings would be helpful in 
checking on this possibility. If the fire- 
box is greatly oversize, clean burning 
and oil savings will result from install- 
ing an excellent, modern firebox of the 
right size. 

*. 


“9° 


John J. Hildebidle has resigned as 
vice-president and general sales man- 
ager, Ko-Z-Aire, Inc., Red Oak, Ia. 
Sales of Ko-Z-Aire warm air heating 
units now are to be handled by Rich: 
ard T. Demarest in the territory west 
of Ohio from headquarters at the fac- 
tory and by the company’s consulting 
engineer, Alex A. Marks, Philadel: 
phia, in the territory east of Ohio. 
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No. VHC-75-E 
Oil Counterflow Unit 
75,100 B.T.U. at 84,000 B.T.U. at 
Discharge Outlet 


No. HC-95-E 
Gas Counterflow Unit 
95,000 B.T.U. Input 


For the thousands of basementless houses that 
are installing Perimeter heating or “Crawl 
Space” heating, choose one of the 3 Luxaire 
Counterflow Units; (1) Gas Fired, (2) Oil with 
Vaporizing Burner, (3) Oil with Gun Burner. 


The ingeniously designed Luxaire Units are 


APPROVED for GAS! 


ol 





COUNTERFLOW 




















No. OHC-84-E 
Oil Counterflow Unit 
with Gun Oil Burner 


Discharge Outlet 


approved for burning either Gas or Oil—and 
are equally efficient with either fuel. 


With Luxaire install the Counterflow Unit 
now without the burner. In the Fall install 
the Luxaire Gas Burner or Oil Burner, which- 


ever your customer prefers. 


APPROVED for Olt! 


Cc. A. OLSEN MANUFACTURING COMPANY ° ° etvaia, onto 
a 


HEATING & AIR CONDITIONING UNITS 
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New Products 








Champion Sprayon Can 
contains brushless Enamel 


CHAMPION SPRAYON, brushless enamel, 
packaged in 12 oz. cans and available 
in 10 colors, sprays directly from the 
can and is recommended for touch-up 
work by oilburner installers and serv- 
icemen after work has been done on a 
burner, furnace or boiler. A chrome 
aluminum color is one that can be used 
effectively for this purpose and also 
for painting pipes, oil tanks, radiators 
and similar equipment. 




























Do Your PRESENT 
PRECAST CHAMBERS 
Give You ALL these Advantages? 


a 


T « Low initial cost. 


2. Low installation 
cost — only 5 pieces 
to assemble. 


3. K-factor equal to 
insulating brick. 


4, Excellent perform- 
ance with either high 
or low pressure 
burners. 


5. Scientifically 
packed to prevent 
breakage. 


... if the answer is NO -- contact us NOW! 


REFRACTORIES Meadow & J 
KOLB cory" wenscee 


MOU CHM LAI CICUMG@ (iil tii 
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The aerosol can is equipped with a 
non-clogging lever spray head, with 
the contents freon propelled and 
usable to the last drop in the can. The 
paints are heat proof, corrosion re- 
sistant and dry within 1 hr. A clear 
plastic is also available in the line, 
which is water, rust and tarnish proof 
and dries within 30 min. after appli- 
cation. Contents of each can cover 
approximately 100 sq. ft. 

Made by: Champion Bronze Pow- 
der & Paint Co., Inc., 2526 W. Van 
Buren St., Chicago 12, II. 


Shell Chemical markets 
Ionad 17 fueloil Additive 


IONAD 17, fueloil additive, is being 
marketed by Shell Chemical Co., and 
is reported to virtually eliminate filter 
screen clogging in domestic fueloil 
burners. Added at the refinery or bulk 
plant distributing point, Ionad 17 is 
the result of years of research, which 
uncovered the cause of sludge and 
tarry deposits that resulted in shut- 
downs for emergency service. 

Exhaustive field tests were conduct- 
ed before the additive was marketed, 
such tests proving that Ionad 17 was 
stable, non-corrosive and easy to use. 
Along with its non-clogging feature 
the additive reduces the severity of 
treatment usually required by the re- 
finer and prevents the accumulation 
of tank sludge. 

Made by: Shell Chemical Corp., 50 
West 50th St., New York 20, N. Y. 


Gas-Tu-Bo is indirect 
fueloil preheating Unit 


GAS-TU-BO is a gasfired indirect oil pre- 
heater for use where a heater must be 
fired independently of the boiler or to 
preheat fueloil for plants where no 
boilers are available to furnish steam. 
It consists of a horizontal water stor- 
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FEATURING: 
The Utica No. 55 Oil Burner with controls. Any standard flange 
or pedestal type burner may be used. 


Extra large top nipple giving the perfect location for full capacity 
tank and tankless heaters with free circulation from all sections. 


Wet base construction . . . conveniently located controls . . . fully 
efficient through five sizes . . . for either steam or water . . . made 
of cast iron, the life-time metal . . . attractive, fully insulated jacket 
... trouble free and easily installed. 


| UTICA RADIATOR CORPORATION 
UTICA, N.Y. 
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age shell with immersion gasfired tubes 
installed in the lower half, forming 
separate combustion chambers into 
which individual burners of special 
design are fired. Steel tubes are sub- 
merged in the upper part of the shell 
through which oil is pumped from the 
tank to the burners. 

The gasburners heat the water in 
the shell to any predetermined tem- 
perature, controlled by a temperature 
regulator and the hot water heats the 
oil, which is circulated back and forth 
through the tubes submerged in the 
























water. If desired the water in the shell 
of the heater may be circulated with 
a pump through a pipe coil in the oil 
storage tank to raise tank temperatures 
sufficiently to facilitate pumping the 














PERFECTAIRE 


/ c / Oil-Fired SUSPENDED FURNACE 






Supplement your Furnace line 
with this Versatile, Expertly- 


Engineered Horizontal Unit with 


8 DEFINITE POINTS 
OF SUPERIORITY! 








3 MODELS 


B.T.U. Capacities 
110,000 to 450,000 








Ideally Suited For: 







Airplane Hangars 
Garages 
Homes—with and 
withoot Basements 
Greenhouses 
Super Markets 
Service Stations 













Adequate Safety Wiring 

Easy to Service 

Shipped as Packaged Unit 

Resilient Mounted Motors 

Quiet Operating Blower 

Approved Oil Burner with Two-Stage Pump 
Stainless Steel Combustion Chamber 
Heater Body 12 Gauge Carbon Steel 



























DISTRIBUTORSHIPS AVAILABLE 


Write For Complete Details ... 
Catalog No. 5-40 


AIR CONDITIONING ENGINEERING CO. 
44 First Street, Cambridge, Mass. 
Please send data on PERFECTAIRE Unit. 
We are interested in Distributorship 

for: TERRITORY 


COMPANY 2.020... 
STREET .. 


















oil from the tank. Twenty sizes are 
available, ranging from 38 to 575 gph, 
temperature rise from 90° through 
180° F. 

Made by: Water Tube Boiler ©& 
Tank Co., Inc., 140 W. Root St., 
Chicago 9, IIl. 


Honeywell furnace Control 
with fail-safe Element 


A COMBINATION FURNACE CONTROL, 
with fan control and high-limit switch, 
developed by Minneapolis-Honeywell, 
features a single, flexible sensing ele- 
ment. The unit is fail-safe in that, 
should the flexible element be punc- 
tured, the limit switch would break the 
circuit to the burner and the fan switch 
would start the fan to dissipate excess 
heat. 

The sensing element is easily posi- 
tioned in the plenum and delays the 
fan’s operation until the warmed air 
reaches a suitable temperature. When 
the burner stops because the thermo- 
stat is satisfied, the fan continues to 
operate as long as the sensing element 
detects heat. In the event of too high 
warm air chamber temperatures, the 
limit switch stops the burner and the 
fan blows away the excess heat. 

Made by: Minneapolis-Honeywell 
Regulator Co., Minneapolis 8, Minn. 


Heil CB-2 Burner features 
new Head and Accessibility 


HEIL CB-2 gun type oilburner has been 
introduced, rated at capacities from 
0.75 to 2.50 gph. The model, which 
replaces both the SG-1 and SG-2 Heil 
conversion models, features a new fir- 
ing head and accessibility of parts. In- 
creased efficiencies attributed to the 
burner stem from studies to increase 
air flow and to achieve a more inti- 
mate mixing of air and oil. Turbula- 
tor vanes in the model are very thin, 
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EXCLUSIVE! 








HERE'S 


THE 
“INSIDE 
STORY" 
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60% less air restriction in the plenum! The diagram 
above shows why. There's no old-fashioned flat-bottom 
pan to choke off the flow of warm air. Heated air flows 
past Maid-O'-Mist's streamlined water troughs with an 
absolute minimum of friction and restriction. Yet, by 
putting every square inch of the evaporator pads to work, 
30% MORE humidity-making area is provided. No won- 
der Maid-O'-Mist design is so ideal for modern warm air 


furnaces with their small plenums. 






Only Maid-0’-Mist 4 
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PED! Lol Fo, } sang: 
SP pi, | Convector Humidifiers 
(titi; | assurethe free flow 

Hiri. | of heated air between 


evaporator pads...so 
vital in modern small 
plenum furnaces! 
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And check these other big Maid-O’-Mist advantages 


J 50% less installation time. Just cut opening in d Assize for every home . . . every furnace. Humidity- 
plenum, attach plenum flange frame, slip in factory making capacities of | to 10 gallons per day. A 
assembled unit and make water connections. That's range of 13 sizes to choose from. 


J Non-ferrous metals throughout. Trouble free auto- 


Wd For vertical or sloping bonnet furnaces. matic supply valves. 


Get full information from your Jobber, or write for Bulletin 701B 





HEATING SPECIALTIES 


AUTOMATIC HUMIDIFIERS .... . AUTO-VENTS 
WATER LINE CONTROLS . HEATING SPECIALTIES 


MAID :O’: MIST,Inc. 


3217 NORTH PULASKI ROAD . CHICAGO Gl, ILL. 
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Youll Like 


this NEW 
Oil Filter Valve 






No. 1200 
tndividual Tank 
Control Valve 





No. 1905 Oil Filter Valve made 
with 2"" inlet 1.P.T. male threads 
and ¥'' outlet 1.P.T. male threads. 


This newest Guardian valve pro- 
vides a straight-out connection 
to the filter—right at the tank. 
You're bound to like it be- 
cause it has all of the superior 
GUARDIAN VALVE features. 
You'll like it because it is de- 
signed to increase your profits 
by making installations simpler 
and trouble-free. 


No. 1900 
Oil Filter Valve 


© All components precision screw- 
machined to close tolerances. 

© Brass bar stock used throughout 
to eliminate porosity and brit- 
tleness, 

© Adjustable packing nuts take 
care of future wear. 

© Specially designed J-M pre- 


No. 1300 
Two Tank Contro' 
Valve Assembly 


ing for gas and oil service. 
Lifetime service without ‘'freez- 
pa ll through metal-to-metal 
seat. 


Underground to 1150° F. without weakening. 


ing number of threaded joints. 












Woter or Gas 


To be sure you get 
Guardian quality 
look for the name 
Guardian stamped 
on the body of the 
. All Guardian 


GUARDIAN ¥ 


PRODUCTS CORP. 
VALVE DIVISION 


DEPT. F-101, 1215 EAST SECOND STREET 


Michigan City, Indiana 


” 
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rormed graphite-asbestos pack- 


Silver solder brazing—stands up 
Single, complete assembly re- 
duces leakage points by reduc- 


Ask about Guardian Flexible Cou- 
plings — Over 4 million in use! 


. . « New Products 


die-cast aluminum and electrode hold- 
ers have been changed from castings 
to stampings to reduce bulk. Air shut- 
ters have been relocated and a 
stamped aluminum cup surrounds the 
housing. 

Air adjustment is provided by an 
exterior damper and the primary air 
cone is adjustable in relation to the 


| fuel nozzle so that the flame can be 
“focussed” to the desired shape. For 


| serviceability, 


all components are 


_ readily accessible and removable. Con- 


struction permits the removal of the 
nozzle, electrodes and second air cone 
as a unit assembly through a large 
rear cover. 


Made by: The Heil Co., 3000 W. 


| Montana St., Milwaukee 1, Wis. 


Leeson winter Conditioners 
are fired with gun Burners 


FIVE SIZES of Leeson winter air condi- 
tioning units are fired with gun type 
oilburners and have bonnet ratings 
from 85,000 to 210,000 Btu/hr. The 
units heat, circulate, filter and humid- 
ify the air and employ a Contra-flow 
principle of heat transfer. 











An enclosing jacket, with vestibule | 
for the oilburner, is standard on all | 
5 sizes, which are fully automatic in | 

| operation and deliver 1,000 cfm for 
the smallest size, 1,250, 1,600, 2,000 
| and 2,400 cfm for the other 4 sizes. 


These units are additions to other 


| Leeson models that can be furnished | 
| in a complete range of sizes. | 





34 years of experience making 
fine pumps and meters. Years 
of learning the needs of the 
petroleum industry and how to 
fill them. That's what we have 
to sell. We sell it in the com- 
pact form of Granco pumps 
and meters! 


TRUCK METERS 


SIZES 
40 TO 300 GPM 







Compact and fast, Granco Meters have 
an accuracy and dependability that 
only specialized experience in meter 
design can attain. 


TRUCK PUMPS 


SIZES 
45 TO 300 GPM 


For compact design, ease of mounting, 
lasting pumping efficiency, you can't 
beat a Granco Pump — another prod- 
uct of Granco’s years of experience 
and inventive genius. 

SEE YOUR DEALER OR 
SEND THE COUPON BELOW 


Granco 


METERS AND PUMPS 
GRANBERG CORP. 




















Made by: Leeson Air Conditioning | , 1308 sixry-seventa stantT 7 
Corp., 14631 Meyers Rd., Detroit 27, | Shiels onniil ‘enn Wheedions One 
Mich. 4 GRANCO TRUCK METERS [] 

| 

. | 
Radiant-Ray baseboard | : GRANCO TRUCK PUMPS [1] 
Panels for new and old Homes| 4 NAME 
RADIANT-RAY baseboard heating panels | } .co | 
_are recommended for installation in | : ADDRESS. 
new homes and for modernization of | 4 J 
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DEP T. OF 
WEIGHTS: MEA’ 


CiT ¥ bP 
° PONTIAC, MICH 


The Bowser meter 
shown above is the 
heart of the portable 
calibrator used by the 
Pontiac, Michigan 
Weights and Measures 
Department. It is used to 
calibrate truck tank 
compartments. 


Why do Sealers use more Bowser Xactometers than any 
other make as their master calibrating meter? Because they 
test meters of all types! They have firsthand knowledge on 
accuracy and how meters stand up after years of service. 


YOU CAN HAVE THIS LONG, SUSTAINED 
ACCURACY FOR YOUR FUEL OIL DELIVERIES! 





You'll get full profit from every gallon with Bowser Xacto- 
Meters on your tank trucks! They're built for many years of 
gruelling service—thanks to leather-sealed pistons. Twenty years 
of Sealer-approved service—with no repairs—is not uncommon, 


Write today for literature on the Bowser Xacto Compact. 



















Bowser time-proved, leather-sealed 
piston meters have had no equal for 
SUSTAINED AND PRECISION ACCU- 
RACY for more than half a century. 


BOWSER, INC., 1330 CREIGHTON AVENUE, FORT WAYNE 2, INDIANA 


ESTABLISHED 1885: ) 
ww 


oil 


or cali our nearest Regional Office @ Atlanta e Chicago e Cleveland e¢ Dallas 
Kansas City @ Los Angeles @ New York e@ San Francisco @ Washington, D. C. 



























No. | 
Gorton Air Eliminator 
¥%"' vertical connection 
For Mains and Unit Heaters 





Automatic Even Heat Distribution 


With Gorton Valves every radiator is 
made to automatically heat evenly 
and quickly — WITH OUNCES OF 
VAPOR INSTEAD OF POUNDS OF 
PRESSURE. 


Write today for 
literature and prices 


GORTON HEATING CORP. 


SINCE 1887 


Manufacturers of High Grade Heating Equipment 


CRANFORD « NEW JERSEY 





VAPOR am 


EQUALIZING 
VALVE 
PAT.NS 2494293 





Made with 5 sizes 
of air outlets 
No. 4, 5, 6, C and D 
Standard '4"' side connection 
For Radiators 











. . . « New Products 


obsolete hot water heating systems. 
The units consist of fin and tube, back 
and front panels, moulding strips, 
panel and radiation hangers, joining 
strips and ends. The fin and tube as- 
semblies are available in lengths of 2, 
3, 4, 5, 6 and 8 ft., with simple, fool- 
proof dampers also offered. 





Radiant-Ray can be installed with- 
out removing old baseboards, if de- 
sired, and achieves top heat output by 
a scientifically-designed air circulator 


enclosure. This contains aluminized 
steel reflector panels and locked alumi- 
num fin surfaces on expanded hard 


drawn copper tubing. The units emit 
854 Btu/lineal ft. with water tempera- 
tures of 215° F. 

Made by: Radiant Baseboard 
Panels, Inc., 900 W. Main St., New 


Britain, Conn. 


Granberg’s new oil Meter 
has capacity of 60 gpm 


MODEL TDC GRANCO is a new 60 gpm 
1” meter for petroleum tank trucks 
and small bulk plant installations. It 
features a method of air elimination 
which is a distinct advancement over 
previous methods, and incorporates an 
easily accessible strainer in its built-in 
air eliminator. The meter features a 
floating rotor, for least possible re- 
sistance to flow. 

Precision accuracy over a_ wide 
range of flow is made possible by the 
ease with which the meter can be cali- 
brated, without using tools or chang- 





ing gears. An adjustment dial is grad- 
uated to give an exact amount, plus or 
minus. Turning the adjustment screw 
actually changes and fixes the size of 
the measuring chambers. Vertical dial, 
large numeral or ticket printing coun- 
ters may be furnished. 

Made by: Granberg Corp., 1308— 
67th St., Oakland 8, Calif. 














| aw 


give you this combination 
of vital features 










@ Patented dual blade bi-metal assembly—insures 
trouble-free operation — supplies a wide margin 
of extra power. 


® More rapid heat transmission. 

@ Snap acting Micro-switch. 

@ Heavier, more rugged construction. 

@ Less service — greater customer satisfaction. 





for Vaporizing Oil Burners 





We will gladly furnish literature and speci- 
fications for your particular requi.ements. 
Write us today! 





p.H. INCCORKEE co. 


Box E, Station A 


Berkeley, California 
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FURNACE MANUFACTURERS! 


An important factor in strengthening your standing, 
and increasing your sales, in the highly competitive 
field of small-home heating, is: 


The Miller Oil Burner 


It is a flange-mounted vaporizing 
burner with Miller conhele It is 
available in two sizes — input 
range of .6 to .2 gph. Automa- 
tic resetting safety oil control 
valve. Relight burner without 
draining pot. Variable flame 
shape for bined efficiency. Quiet 
operation. Air and oil adjust- 
ments are factory set to furnace 
manufacturers specifications. No 
field adjustments. 


MEMBER 


INDOOR COMFORT 


It is precision made, on a back- 
ground of 107 years’ experience 
in the building of oil-burning de- 
vices. It comes packaged ready 
for use. Underwriters’ approved, 
and carrying Commercial Stand- 
ards label CS75-42. Many furn- 
ace manufacturers are now mak- 
ing the MILLER OIL BURNER a 
part of their equipment. 


FULL DETAILS ON REQUEST 


THE miller COMPANY 


SINCE 1844 


HEATING PRODUCTS DIVISION, ¢ MERIDEN, CONNECTICUT 


ILLUMINATING DIVISION: Fluorescent, Incandescent, Mercury nen Equipment 
HEATING PRODUCTS DIVISION: Domestic Oil Burners and Liquid Fuel Devices 
ROLLING MILL DIVISION: Phosphor Bronze and Brass in Sheets, Strips and Rolls 
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Cutaway 
view 
FRAM F1210 


Coccccccccce ~~ "s coccce 


Leading Manufacturers 


of Oil Burners... 


American Furnace Co. 

American Heating Equipment Co. 
Armstrong Furnace Co. 
Bettendorf Oil Burner Co. 

Crown Oil Burner Manufacturing Co. 
Front Rank Furnace Co. 

General Automatic Products Corp. 
Green Colonial Furnace Co. 
Holland Furnace Co. 
International Heater Co. 
Kalamazoo Stove & Furnace Co. 
Keith Furnace Co. 

Leeson Air Conditioning Corp. 
Lennox Furnace Co. 

Meyer Furnace Co. 

Peerless Foundry Co., Inc. 

The Rybolt Heater Co. 

Thatcher Furnace Co. 

The Waterman-Waterbury Co. 
Weatherall Engineers, Inc. 
Wisconsin Oil Burner Co. 





® because Fram Filters assure 
steady flow of clean oil to the burner 
e Protect pump valves and burner 
nozzles @ Reduce service calls e 
Are available in capacities of 2000, 
4000 and 6000 gallons of oil con- 
sumed per year. Write for details 
today! 


FRAM CORPORATION 
Providence 16, R. I. 
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. . « « New Products 


Quiet Automatic boiler Units 
are available in four Sizes 


FOUR SIZES of Quiet Automatic oil- 
fired boiler-burner units, 510, 640, 
880 and 1120 sq. ft. of radiation, are 
being offered. The boilers are com- 
pletely assembled at the factory to in- 
clude a flange-mounted oilburner, re- 
movable tankless heater, hot water 
circulating pump with summer and 
winter hot water thermostatic control, 
built-in combustion chamber and a 
stack control. The jacket is installed 
and need not be removed for installa- 
tion. 

A single connection to a 110 volt 
line, another to the thermostat, plus 





the oil line, are the only connections 
needed to put the unit into operation. 
Complete details and specifications 
are available. 

Made by: Quiet Automatic Oil 
Burner Corp., 33 Bloomfield Ave., 
Newark, N. J. 


Tork Clock adds Model 
for heating Applications 


TORK has added to its line a low-priced 
time switch for programming daily 
operations for such applications as 
heating, air conditioning and ventilat- 
ing. Cat. No. 801 has a wide range 
from 1 to 48 “on” and “off” opera- 
tions, with timing tabs designed to 
provide flexible programming that may 
be changed readily. Each tab covers a 
15 minute period, with a total of 40 
tabs for 10 hours supplied. 

The switch, which operates on 125 
volt, 60 cycle current, features a 
heavy-duty gear train and a telechron 
motor with a special enclosed switch. 


| A steel cover encloses the unit. 








Beg « 


Made by: Tork Clock Co., Mt. Ver- 
non, N. Y. 


Weather-Flo outdoor 
Control for Residences 


WEATHER-FLO indoor-outdoor modu- 
lating heating control, designed for use 
with all fuels and all heating systems, 
including radiant panel, is priced for 
the single family residence, but can be 
applied also to the multiple occupancy 
building. Weather-Flo is completely 
adjustable for different heating system 
design temperatures, different operat- 
ing ranges, minimum temperatures 
and heat cutoff, with adjustments fa- 
cilitated by having the dial markings 

















on each of the four adjustment dials 
calibrated in temperature settings. 

An outdoor weather reading in 
combination with a temperature meas 
uring bulb in the heating system 
changes the rate of heat flow with 
every change of the weather in antici- 
pation of heating needs. A built-in 
fan or pump switch provides for a con- 
tinuous regulated flow of heat to the 
building as long as weather condi- 
tions require heating. 

Made by: Automatic Devices Cv., 
Inc., Western Springs, IIl. 
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TuBIGGEST newspaper and maqagine 
advertising campaign MEANS YOUR 
BIGGEST YEAR with 


THE 


YW ILLIAMSON 


HEATER COMPANY 





WILLIAMSON 























para 











Williamson’s biggest advertising pro- 
gram in history... powerful, color adver- 
tising in the nation’s leading home and 
farm magazines plus cooperative news- 
paper advertising...can mean more 
profits for you. 

Here’s the one-two-three pay-off 
punch: First, a severe winter means thou- 


sands of furnaces need replacing. Second, 
Williamson advertising searches out these 
ready-to-buy prospects. Third, The Wil- 
liamson Complete Line... gas, oil and 
coal furnaces and pipe and fittings...lets 
you sell “the One Right Heating System” 
for any size home—new or old. 


Get the profit-making facts today. Write, phone or wire today. 
THE WILLIAMSON HEATER COMPANY, CINCINNATI 9, OHIO 
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How to Remove 


A factual bulletin No. 1186-F 
shows how you can profit by 
the correct use of a Dehydrator. 
Let us have your fuel oil clean- 
ing problem. Write to Erie 
Meter Systems, Inc., Erie, Pa. 











ERIE METER 


MAIN OFFICE AND PLANT, ERIE, PA., U. S. A. 


SYSTEMS, INC. 











and WATER from FUEL OILS 


SLUDGE, DIRT 


Be first in your market to offer 
absolutely clean and crystal clear 
fuel oil. Remove the solids and 
all free water from your fuel oil 
to protect your customers’ oil 
burners. Add this service to make 
your product better. The Erie 
Dehydrator developed at first for 
aviation fuels is now applied in 
scores of ways to remove sludge, 
dirt and water from petroleum 
liquids. 











. . « » New Products 


Rempe steam heating Coils in 
single and double row Models 


REMPE has announced a new line of 
steam heating coils for use with air 
conditioning coils or as tempering and 
booster units in long heating ducts. 





Available in single and double row de- 
sign, single row models are recom- 
mended for booster and tempering 
service, double row units for heavy 
duty or mixed air heating service. Ca- 
pacities are 60,000 to 775,000 Btu. 





Units are constructed with heavy 
gauge steel casings, copper tubes and 
headers, 7 aluminum fins per inch, all 
collared to the tubes. The coils are 
tested at 350 lbs. air pressure for steam 
working pressures up to 125 lbs, 


Made by: Rempe Co., 340 N. Sacra- 
mento Blud., Chicago 12, Ill. 


U. S. Radiator adds 


three all-fuels Boilers 


THREE NEW SERIES of automatic heat- 
ing units that burn coal, gas or oil 
have been added to the United States 
Radiator line. The boilers, U. S.-12, 
21 and 28, can be converted from one 
fuel to another, as desired, and fea- 
ture fuel-saving fins to attain maxi- 
mum heat recovery. Designed for 
new as well as old homes installation, 
standard models are delivered with 
flush jackets, with extended jackets 











available as optional equipment. 

All are cast-iron boilers, with 4 
sizes offered in the U. S.-12 series, 
ranging from 230 to 470 sq. ft. steam, 
430 to 833 sq. ft. of hot water, net 
|-B-R ratings. Six sizes make up the 
U. S.-21 line, with steam heating ca- 
pacities from 400 to 900 sq. ft., hot 








SERVING 








Aathorized 
Fuel Unit 

Service 

Station 










Use "CRESCENT PARTS" Service 


LOUIS TRADE AREA 


THE ST. 


—— 





Stoker and Oil Burner Parts 





FUEL UNITS TUBING 
TRANSFORMERS FITTINGS 
ELECTRODES NOZZLES 
COMBUSTION CHAMBERS CONTROLS 
FILTERS OIL TANKS 


CONTROL 















SEND US YOUR 
ORDERS OR INQUIRIES 





CRESCENT PARTS AND EQUIPMENT CO.., INC. 


825-831 S. Boyle Avenue 


St. Louis, Missouri 







STOKER & OIL BURNER 
M-H, PERFEX PENN 
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More deliveries 





HERE’S the new White 3000 that is setting new records of delivery 
efficiency and economy in the petroleum industry . . . from 
coast to Coast. Engineered for time and cost savings and geared 
right to the specific application, the White 3000 substantially 
reduces delivery time . . . permits more deliveries 
more payload capacity. 

Its revolutionary new design saves driving time, 
time and traffic time. The power-lift cab gre 


maintenance cost. Its safety features make it 
favorite, everywhere! 


Ask your White Representative for facts about the advantages 


... has 


maneuvering 
atly reduces 
the driver’s 





of the White 3000 in your service. 







[PMERGENCY Cleveland 1, Ohio 
SERVICE 

| ‘Ponps Keep Your Whites 

Ww) In Best Working 

— Condition 


For more than 50 years the greatest name in trucks 


eloil 


~ 


EXTRA CAPACITY 








Tips its cab fo service i 


for Martin Oil Service 





TANKERS 


RN design of the 
White 3000 not only saves 
time and greatly improves 
maneuverability, it permits 
much greater tank capacity. 
Shorter wheelbase and new 
weight distribution api 
two additional feet tan 
length without increasing 
overall length. This means 
20% or greater increase 


in payload. 


€ THE WHITE MOTOR COMPANY 





SUPER POWER 
betel e) 
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*OmetRIC CON'® 


for 
automatic 
heating 
plants 


FIELD TYPE M, first and finest for 
all types of automatic heating plants. 


for 
hand 
fired 
furnaces 


FIELD BAROCHEK, combination 
check ‘damper and barometric draft con- 
trol. 


for 
stoves 


FIELD R series and “SCOTTY", pre- 
set or adjustable, to bring out the finest 
in stoves and ranges. 


for 
water 
heaters 


FIELD RNA-W, pre-set precision 
made, the finishing touch to a fine 
water heater. 


IN BETTER 
HOMES & GARDENS 


freld vision 


H. D. CONKEY & CO., MENDOTA, 
AFFILIATES: 
Conco Building Products, Inc. 
Brick - Tile - Stone 
Conco Moterials Handling Division 
Cranes - Hoists 


ILL. 























. New Products 


water from 730 to 1590, net I-BR 
ratings. The largest series, U. §.-28, 
contains 10 sizes, with steam models 
rated from 850 to 2800, hot water 
models from 1510 to 4600 sq. ft., net 
I-B-R ratings. Capacities quoted are 
for automatic firing. 

Made by: United States Radiator 
Corp., 300 Buhl Bldg., Detroit 31, 
Mich. 


Model 4000 Superfex rated 
at 100,000 Btu at Bonnet 


MODEL 4000 Superfex winter air con- 
ditioner, rated at 110,000 Btu/hr at 
the bonnet, is being offered at a new 
low price, made possible by production 
economies effected by design innova- 





tions. It features a saddle-type high- 
pressure oilburner, rubber-mounted 
and fully enclosed. 

The blower compartment, housing 
a 2-speed blower, is removable and 
may be installed on either the left 
or right hand side of the combustion 
chamber casing. The casing has a full 
bottom panel to seal against air leak-’ 
age. Model 4001 Superflex is identical 
with the 4000, except that it is 
equipped with a single speed blower. 

Made by: Perfection Stove Co., 
7609 Platt Ave., Cleveland 4, Ohio. 


NoKeM water Treatment for 
power and process Boilers 


NOKEM is a water treatment method 
for power and process boilers, which, 
although it operates on the elec- 
troyltic principle, is not galvanic nor 
cathodic, since it requires no outside 
energy. By its stabilizing action 
NoKeM is designed to remove old 
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| Big Market! 
Good Profits! 
i) -Repeat Sales! 


“FUEL OIL FILTERS 


ne ‘Only a Klemm Filter can match a Klemm 


Filter in extra values. Your customers will 
bé quick to see the additional advantages 

.and that means easier, faster, more profit- 
able sales for you. 

Klemm Filters alone have CHEMISTONE 
—the original controlled porosity element. 
The Klemm is a filter—not a-iramer 't 
keeps oil-burning equipment at top offic 
ency by removing dust, dirt, water, etc. 

Cash in on the big ready-made market— 
space heaters, boilers, ranges. Sell Klemm 
Filters on your service calls. Every sale 
means a satisfied customer. ORDER A 
SUPPLY FROM YOUR JOBBER TODAY. 


DISPLAY...TELL...SELL! 


This eye-catching display 
is sent to you with each 





order for 12 or more 
Klemm (Jr. Model) Oil 
Filters. Shoppers and 
walk-in customers are 
sold while they wait. 
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Building for Today and the Future 


Construction of this modern factory building means 
far more than just the expansion of production fa- 
cilities. Symbolically, and in actuality, it represents 
our confidence and great faith in the future of the 
automatic heating industry. This confidence is justi- 
fied by the increased use of automatic heating plus 
the position of leadership in this industry which 
York-Shipley, Inc., has attained. 

Buildings and equipment, although important, are 
not wholly responsible for the wide and ever-increas- 
ing acceptance of York-Heat. Factors such as con- 
stant scientific research and development, quality 
materials, true craftsmanship, and pride of product 
have materially contributed to bringing the York- 
Heat line to a point of automatic heating perfection. 


We have no illusions of having achieved a final goal, 
but the erection of our new plants brings us a step 


l A PRODUCT OF YORK-SHIPLEY, INC., YORK, PA. 


nearer our goal—that of constantly supplementing 
our facilities so that we may continue to build and 
grow towards the great events of the future—ready 
at all times to deliver America’s finest complete 
line of automatic oil and gas-fired heating equipment. 
We fully realize that the achievement of this goal 
—or any goal—is not possible without the strong 
distributors and dealers who are constantly promot- 
ing and selling the advantages of York-Heat to the 
public. This profit-making organization is being 
expanded to reach new markets made possible 
through increased production. We invite inquiries 
from distributors and dealers who are interested in 
selling America’s finest automatic heat—YORK- 
HEAT. Write Department 10, York-Shipley, Inc., 
York, Pa. 
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COMBUSTION CHAMBER 


® Easy to Handle and Install 
© Fast Heating ¢ Quiet ¢ Efficient 
® Gives Up Stored Heat Gradually 


® One Safe Package Has Everything 
for Any Shape Chamber 





Many thousands of these better quality, longer 
lasting R & | Refractory Chambers are giving 
real customer satisfaction. Your supply house has 
them. Try them—and save on installation costs. 














e026 6 ts i i 
New Produc Gilbarco oil furnace Unit 


develops 75,000 Btu Capacity 









scale, prevent new scale formations, 
stop foaming and priming and in- 
crease the efficiency of boilers and heat 
exchangers. 

NoKeM is an inert metal grid, per- 
manently suspended in a boiler, whose 
function is to stabilize inherent elec- 


GILBARCO Gvu-75, oilfired warm fur- 
nace, is capable of delivering 75,000 
Btu/hr and measures 62!/2” tall, 21” 
square. Its size and heat capacity rec- 
ommend it for heating 4- to 6-room 


trostatic energy. The device lasts the 
life of a boiler and is protected by a 
U. S. Patent. 

Made by: The NoKeM Co., Inc., 
4030 Chouteau Ave., St. Louis 10, 


modern houses, where space is at a 
premium. 

This latest addition to the line has 
a gas-tight, all-welded radiator with 
large heat transfer surfaces within a 



























Mo. 
r 


compact space. Its multi-flue con- 








CHAMPION 


METALLIC PAINTS. 
AND LACQUERS, 


Special “Ready Mixed” | 
Chrome Paint 








— 


Fuel economy and heating comfort 
depend on proper fire size more than 
on any other single factor. Correct 
adjustment of burner ohn-and-off 
cycling and gph-rate can be made 











e@ Hi - Heat’ Resistant quickly and dependably by an — 
, lumi Paint ingly simple test which requires only 
4 Siamese cite | the recorder shown below and takes 
‘i ca @ Baking aluminum | less than 20 minutes of a service 
me Paint man’s time. 
@ “Ready-Mixed”  Alu- | 


The simple procedure of the heat 
test for adjusting burner operation 
for minimum fuel consumption and 
maximum heating comfort is clearly 
and completely described in thé 
bulletin above. The bulletin also 
explains how this heat test dramati- 
cally demonstrates the need for re- 
placement of an obsolete installa- 
tion thus opening the way for pro- 
fitable replacement business. Write 


minum Lacquers 


Aluminum Powders | 
i and Paste (Pigment) 





For the Plumbing and | 
Heating, Sheet Metal, | 
Refrigeration and Mill | 
Supply Trades 


SNPON mona pownen NT 
ATTENTION 
REPRESENTATIVES 


Some select territories still open. 












We can supply a suit- | 


able product for all | 4) your free copy today. 





Write for money making details manufacturing, main- | 
today! DEPT. HEATING tenance or  jobbing | Ask your Jobber for TEMPSCRIBE 
purposes or write for Bulletin 737 


CHAMPION BRONZE 





POWDER - , 


All sizes in stock | | BACHARACH Indust Sol Instrument Company 


from 14 pint cans to | | 
55 gallon drums 7000 Bennett Street « Pittsburgh 8, Pa. 
October 


1951 


& PAINT CO., Inc. 


2526 W. Van Buren 





Chicago 12, Ill. 
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FORCED AIR 
HIGHBOY 











sell just ‘furnaces’ — 


when you can sell Seditoleace Combet 


Oh, man!—how’s this for a picture of Shirtsleeve 
Comfort? Pretty solid, isn’t it? 


Mister, that’s what you’ve got to sell—what will sell 
for you!—when you handle Ingersoll Heating 
Equipment. That’s because Shirtsleeve Comfort is 
engineered right into all Ingersoll units. 


Whether gravity or forced air, highboy or 
lowboy, big job or little, every Ingersoll unit 
is designed and built for better performance, 

longer life, lasting comfort. And there’s a model 
and size for practically every warm air heating need. 


To help speed your sales and profits, there’s a big 
array of hard-hitting sales and advertising 
helps, cooperative ad plan, factory engineering 
assistance on the tough jobs. Plus the reputation 
of Ingersoll and Borg-Warner for finest quality 
products to back you up all the*way. 
So why sell just “‘furnaces” when 
you can really go places with 
Shirtsleeve Comfort—against any . 
kind of competition! Mail that 
coupon down in the corner. for ‘all 
the interesting details. 


>) DISTRIBUTORS 
DEALERS! 


“4 Mail coupon 
: J for details 


INGERSOLL PRODUCTS DIVISION 
Borg-Warner Corporation 
Kalamazoo, Michigan 


© 1951, INGERSOLL PRODUCTS DIVISION 


Indersoll 


HEATING EQUIPMENT 


ae 


Ly 


aL, 


PRODUCTION 




















r 
; INGERSOLL PRODUCTS DIV., Borg-Warner Corp. : 
4 Dept. FO-6 Kalamazoo, Michigan i 
: We’re interested! Rush literature and defails for: 5 
1 [_] Franchise Distributorship |} Dealer : 
- Send us literature, too! : 
; [_] Architect |] Contractor ! 
1 NAME ' 
1 
1 COMPANY ; 
=| 2 1 ADDRESS i : 
FORCED AIR PRESSURE VAPOR OIL BURNERS =f CITY STATE : 
LOWBOY GRAVITY GRAVITY L al 
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Highest Quality joined with 
Accuracy and Workmanship— 
Responsibility gives you great 
Satisfaction and fullest 
Confidence toward our 
MARSCHE Nozzles! 


H. HARSCH & CO., INC. 
230 Tuscan Road, Maplewood, N. J. 


10 Milk Street 














LOOK HERE for BUSINESS LOANS! 


A chronic shortage of cash is a serious handicap. You 
can, in many cases, achieve the ideal situation of hav- 
ing immediate access to all the cash you need—via 
the Lexington Plan... 
dollar more than you can profitably put to work. 
Ask us about our Plan of low-cost financing of ac- 
counts receivable and inventory. 


LEXINGTON CORPORATION 


Fuel Financing from Maine to Maryland 


without paying for a single 


M. S. LURIO, Pres. 


Liberty 2-6878 Boston, Mass. 

















. . . « New Products 


struction requires minimum draft even 
with low chimneys. Completely as- 
sembled and wired before shipment, 
the GVU-75 is made of heavy gauge 
steel with aluminum backed asbestos 
air cell insulation and weighs 490 lbs. 

Made by: Gilbert & Barker Mfg. 
Co., West Springfield, Mass. 


Led-Plate is non-seize 
metallic thread Compound 

A METALLIC COMPOUND, Led-Plate, 

has been developed to combine the ad- 





vantages of a lubricant and sealer when 
used on pipe, bolt and stud threads 
and gasket faces. It can be used effec- 
tively between temperatures from 
minus 350° to 2900° F. 

The metallic elements of Led-Plate, 
more than 70% of which is powdered 
lead, are held in suspension in hydro- 
carbons and will not dry out, so that 
disassembly of the joints can be accom- 
plished later without seizure. No 
graphite is used in the compound. 


Made by: Armite Laboratories, 6690 
Broad St., Los Angeles 1, Calif. 


Barco swing Joints for 


Truck and tank Car Use 


A NEW LINE of swing joints, applica- 
ble to tank car or truck loading and 
unloading lines contains sizes from 
¥%" to 3” for threaded connections, 4” 
to 12” with flanged connections. A 
total of 60 different models are offered. 


s 
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with 


DWYER 
RANSPAREN] | 


SMOKE GAGE — 





NE 













expensive! 


HOW TO USE IT: With 
Smoke Gage terminal tube 


in ke pipe opening, force 
smoke sample through paper 
in Gage holder with aspira- 
tor bulb. Remove paper and 
compare with Chart. It’s that 





easy! plete line of DWYER Test Instruments— 
Manometers, Draft Gages, etc. 





315 South Western Avenue 
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KNOW what your burner or furnace 
is doing—BE SURE you are getting the 
maximum amount of CO, with clean 
combustion, The DWYER Smoke Gage 
gives you an actual sample of smoke for 
comparison with the DWYER Smoke Chart. 
For greater fuel saving efficiency with 
soot-free burning, it’s the DWYER Smoke 
Gage .... precision-made, accurate, in- 


DWYER No. 910 Smoke Gage. . $8.50 Complete 


(DWYER 910-S Smoke Gage, for use 
with DWYER Combustion Test Set, 
no duplication of parts .... $4.50) 


Write for literature describing the com- 


Chicago 12, Illinois 


e@ Information 








wi! “HANDBOOK 
OF OIL-BURNING” 


j the most authoritative text ever 


y (0) 


compiled on Oil-Burning 


about oil burners, 
combustion, atomization, vaporization, 
crude oil, fuel oil, refining, transporta- 
tion, delivery systems, heating, heat 
losses, tanks, piping, combustion cham- 
bers, controls, wiring and other sub- 
jects. Over 950 pages of facts and data, more than 500 
illustrations, some 90 tables and charts. 


JUST LOOK AT THESE SUBJECT TITLES 
COMPILED BY 48 TOP MEN IN THEIR FIELDS 





OIL-HEAT INSTITUTE OF AMERICA, INC. 
6 E. 39th St., New York City, N. Y., Dept. F 


PER COPY 





Deluxe leather edition 
$16.50 per copy 


| Oil As a Fuel 

Il Combustion of Fuel Oil 

lll Preparing Oil for Combustion 
IV. Oil Burning Equipment 

V_ Elements of The Heating System 
VI Controls 
Vil Selection of Equipment 


Vill Application, Installation And 
Maintenance of Oil Burners 


1X Standards 


Order Your Copy Today 
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ADELTA 
d the Work out of 
DUCTWORK! 






ADELTA warm air systems have been redesigned from 
plenum to register... bringing you many exclusive fittings 
and time-saving features like those illustrated. And since 
ADELTA ducts and fittings cost no more than old-type units, 
your faster installation time means bigger profits. 


Investigate the ADELTA line today! Send for our illustrated 
catalog, showing the complete line of standardized ducts, 
pipes and fittings. No obligation. 





ONE-PIECE SNAP-LOCK 
CLEAT WITH THE TAPERED LEADING EDGE 


...is an exclusive feature on all ADELTA Stack, Trunk and Fittings. 
You just push two sections together, and presto!—you have a rigid, 
leakproof joint... without any drilling, notching or crimping to slow 
up the job. Cleat can’t get lost in shipment or on the job because 
it's formed from the same sheet as the fitting. 





NEW PRE-NOTCHED COLLAR EDGES 


-..save time on every collar edge connection because they're 
easily closed by finger pressure. No need for the installer to notch 
the edges, straighten them with pliers, and hammer them closed. 
Notches are die-cut in a U-shape, and corners are rounded to 
prevent finger injury. Provided on all 4 sides of fittings with collars— 
at no extra cost. 


AIR DISTRIBUTION 


i, eee 


INDOOR COMFORT ADI 


STANDARDIZED 
° ‘ ae i a G é 
4 Conomionins 1559 


ADELTA 


MANUFACTURING COMPANY, INC. 
2101 Ellsworth Street ¢ Philadelphia 46, Penna. 

















MORE 
FURNACE MANUFACTURERS 
THAN EVER BEFORE WILL 
USE THE KRESNO-STAMM 


‘P.A.G. Ball Flame BURNER 


This year more manufacturers than ever before—at least 
59—will use the Kresno-Stamm P.A.G. Ball Flame Burner. 
For every application they have overwhelmingly accepted 
the Ball Flame as the best and most versatile unit. 


More manufacturers of Hi-Boy furnaces will use 
the Ball Flame Burner. 


GRAVITY _* 


More manufacturers of Gravity furnaces will 
use the Ball Flame Burner. 


















‘ 


COUNTERFLOW 


More manufacturers of Counterflow furnaces 
will use the Ball Flame Burner. 


UTA 


More manufacturers of Utility furnaces will use 
the Ball Flame Burner. 


More manufacturers choose the versatile 
Kresno-Stamm Ball Flame because 


V It costs less than a gun type burner. 


V It operates more efficiently at capacities up to 
1 G.P.H. 


Vv iit costs less to install. 

Vv iit requires no combustion chamber. 

Vv It requires no stack relay. 

V It is a profitable addition to their line of gas 
burners and gun type oil burners. 


The Kresno-Stamm P.A.G. Ball Flame 
is your best bet, too. Write today for 
specifications. 


® Pressurized 
Ais Gravity 


KRESNO-STAMM MFG. CO. (America) Inc. 


PALISADES PARK, N. J. 


Canadian Affiliate: Kresno-Stamm Mig. Co. (Canada) Lid. 
1452 Orummond Street © Montreal, P. Q. 




























































Greatest Com 











lete Fuel Oil Truck. Value 
Ever Offered! © 


Trades Accepted, Terms Arranged — Delivered Anywhere in the U.S. 


; 1300 gallon — 2 compartment tank — Fully Skirted, Top Shrouding, 
Your Choice 2” Ticket Printer 125 fcot 14” Hose and Electric Reel, 
' 1951 Dodge 2 Ton Model HH with 8.25x20 10 ply tires . 


: 1600 gallon — 2 compartment tank — Equipment same as above. 
‘ Mounted on a 1951 Dodge 2% Ton Model K Chassis with 900x20 
ROR DIY TABOR 5. «0:00:00 33 aikwice 


2200 gallon — 2 compartment tank — Equipped with 2” ticket print- 


ing meter (your choice) 125’ 144” Hose and Electric Reel. Mounted on 
a 1951 Dodge 3% Ton Model V with 1100x20 12 ply Tires .. 


Rear-installed equipment optional on all sizes. 
Other Sizes, Prices on Request — All prices subject to 5% Federal Tax 
DECKER BROS. 
Phone: Hawthorne 7-2100-2101-2102 
300 Block on LINCOLN AVENUE 





IMMEDIATE 
DELIVERY 


. $4,280.00 
= 


. $6,975.00 
—__ 


PETROLEUM SALES 
HAWTHORNE, N. J. 











. . . « New Products 

The joints employ an “O” ring con- 
fined in a recess in the sleeve of the 
joint for sealing, with special rings 
provided for fueloil to be used under 
pressures up to 100 psi, or as high as 
500 psi in the smaller sizes. The mate- 
rial also is suitable for temperatures 
from minus 40° to plus 225° F. All 
parts are accessible for inspection, and 
alemite fittings are provided for lubri- 
cation. in all of the larger sizes. 

An advantage of this new design is 
its 360° rotation around the axis of 
the joint with a long bearing surface 
to support the weight of normal pip 
ing. Used in pairs, connected by a 90° 
ell (shown in the right-hand picture 
of the illustration) the joints allow up- 
and-down and _ side-to-side action. 
Easy arrangement for counter-balanc- 
ing of supported piping is provided. 

Made by: Barco Mfg. Co., 1801 W. 
Winnemac Ave., roe 40, Ill. 


Hev-E-Oil introduces 
five oil and Gasburners 


HEV-E-OIL has added five combination 
oil and gasburners to its line, incor- 
porating electronic controls that pre- 
vent the opening of the main gas valve 
until a pilot flame has been established. 
Models range from 720,000 maximum 





Btu gas burned in the AMG-2 size to 
8,700,000 Btu gas burned in the 
AMG-7 size. 

Advantages of the new line include 
a forced air draft system which pro 
vides a single blower fan for all air for 


combustion. The burners can be reg- 
ulated to burn the correct amount of 
gas or oil for the requirements of each 
particular installation. All burners 
start on either a gas or oil low-fire, with 
two larger sizes offering full modula- 
tion between high and low fire. 
Changeover from gas to oil is accom- 
plished quickly on all models. 

Made by: Cleaver-Brooks Co., 326 
East Keefe Ave., Milwaukee 12, Wis. 


oe 

George P. Gregory, former official 
of Preferred Utilities Mfg. Corp., 
New York, N. Y. who retired five 
years ago, died on August 29 at his 
home in Kingston, Pa. Mr. Gregory 
had had a long association with the 
oilburner industry and was one of the 
founders and charter members of the 
Old Timers’ Club of the Oilburner 
Industry. He is survived by his wife, 
a son and two grandchildren, 














FOR SATISFIED CUSTOMERS — INSTALL . 




















VITUS Lu CHAMBERS 


100% ‘’KILN-CURED’’ LIGHTWEIGHT REFRACTORIES 
HIGH QUALITY EASY INSTALLATION TOP PERFORMANCE 


American Chambers are made Controlled manufacturing and Because of the high quality of ma- 
from the finest, high grade careful design of American terials used in American Chambers 
refractory materials combined Chambers makes for fast and they provide faster heat-ups, quieter 
with proper ‘Kiln-curing”. They easy installation. The. flexible burner opera- 
will withstand 2500 degree tem- pieces fit together with a mini- ‘tion and sav- 



















Equipment manufacturers are 
invited to bring their special 
design problems to us. 


peratures and will not crumble mum of effort. ings in fuel. 
in water. 





JOBBERS: Write today for 
price sheet. 


AMERICAN CLAY FORMING CO. 


TIFFIN, OHIO 
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PREFERRED 


DRAFT-A-JUSTORS 


‘The Preferred Draft-A-Justor is the original, 











patented Draft-A-Justor . . . improved to in- 
clude the latest in engineering developments. SIZES 


Stainless steel bearings and weather resistant 
metals provide long-life service without break- 
down due to rust or wear... assure con- 
tinuous fuel savings. 


Store, domestic and 
commercial sizes 
from 4” to 24” in 
diameter. 

Millions now in satisfactory use. Industrial sizes from 
? x2 to 5’ x 12. 
WRITE FOR DESCRIPTIVE LITERATURE AND 


TRADE PRICES. 














“PREFERRED UTILITIES MFG. CORP. 


1060 reedway, Mew York 23, N.Y. Boston Office: 839 Beacoa w. 











ROCKLINED 
AguaHeater 


The Insulated Tankless Water Heater 
GUARANTEED FOR 15 YEARS 


@ MAKES FAST FRIENDS OF CUSTOMERS 
@ END UNPROFITABLE “ADJUSTMENT” CALL 
@ SAVE MONEY ON INSTALLATION TIME 


There’s nothing to rust or adjust or cause unpleasant kick- 
backs. Every AquaHeater customer is a satisfied customer 
and one of the best salesmen you can have. 

15 YEAR GUARANTEE IS REAL SALES CLINCHER 


Factory-formed insulation minimizes heat loss and enhances 
appearance ... rocklined, welded steel shell eliminates bolts and 
gaskets—complete counterflow coil assures peak efficiency. No 
wonder pied say contractors who have installed AquaHeater say 


they can. 
INSTALL IT—FORGET IT! 
See Your Jobber or Write Direct 


JOSEPH E. LEWIS & COMPANY, INC. 


1309 Carroll Street * Baltimore 30, Maryland 








dust what 
is sO nice 
about a 


WET 
BOTTOM?” 


































I; you're talking about boilers, sonny —a “wet 
Bottom” makes a big difference in operating economy, by 
holding heat loss through the floor to a minimum. But that’s 
just one of the reasons why the Series C Boiler is such a 
favorite. Small and compact, the Series C is engineered 
from base to smoke hood to deliver maximum heat at low- 
est possible cost. It’s the only boiler with ECONOLOOP — 
exclusive International feature which changes temperature 
of water in radiators to suit outdoor conditions ... resulting 
in uniform heat, big fuel savings . . 


BURNS OIL BETTER... because 
it’s BUILT ONLY FOR OIL 


I=B=R RATED 
Capacity 74,000 B.T.U. to 
160,000 B.T.U. Per Hour 


ASK 
YOUR 
JOBBER 
ABOUT 
THE 


Series 














ae 


eran 
oiL ECONOMY® BOILER 
by 






INTERNAZTONAL 


EAT E Rex wxC OM PANY 
UTICA, NEW YORK 
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cuts out 
furnace soot 


Acts fast to destroy soot and fire scale in 
oil, coal, and automatic stokers. Quick sales, generous profits, 
handy 8 oz. gun and 3%/, Ib. refill package. Also available: 
FUELTONE, for smoother oil burner operation; SEALEAK, perma- 
nently seals leaks in boilers; AQUATONE, for rust, scale and 
boiler sludge. Display cards, circulars and ad mats, FREE. 


AMPION CORPORATION 









aaa 


4-88 47th Avenue, Long Island City, New York 


= 






























Positive DRAFT CONTROL 
8y¥ THERMCAP 


AT CHIMNEY TOP @ THE PROPER PLACE 


Keeping flues dry—clean—safe 
Saves up to MUCH fuel, all kinds 


Profitable dealer offer 
WIGWAM FLUE TOP COMPANY 






Abington, Mass. 






















James H. Westbrook has been pro- 
moted to manager of the newly-created 
Eastern sales district, Deep Rock Oil 
Corp., Tulsa, Okla., and will maintain 
offices in Milwaukee. He will be in 
charge of all Deep Rock jobbing sales 
in Illinois, southern and eastern Wis- 
consin, northwestern Indiana and the 
Michigan peninsula. 


Lyle L. Groff has become regional 
manager of the Mississippi Valley 
area for Norge Heat Div., Borg- 
Warner Corp., Detroit, Mich., re- 


placing Fred Potter who left the 
company to establish a heating dis- 
tributorship in Florida, Groff has been 
employed by Norge Heat for the past 
4 years, serving as assistant service 
manager and sales engineer. He will 
contact distributors in southern IlIli- 
nois, Missouri, Kansas, Oklahoma, 
Arkansas, Louisiana and Texas. 


W. J. Woolley, chairman of the 
board of directors, Maid-O’-Mist, Inc., 
Chicago, and a well-known figure in 
the heating industry for all his busi- 


ness life, celebrated his 50th wedding 
anniversary on August 11. Mr. and 
Mrs. Woolley marked their Golden 
Wedding by greeting and entertaining 
some hundred friends and relatives 
who gathered for the celebration. 


William H. Campbell, who oper- 
ated the Campbell Machine Co., Min- 
neapvlis, Minn., for the past 30 years, 
producing Camel oilburners, died on 
August 21, at the age of 78. Services 
were held on August 23, with in- 
terment at Clear Lake, Minn. 

















BOSTON-STANDARD 


DRAFT 
CONTROL 


The World's 
Most Accurate 
DRAFT CONTROL 


For Efficiency — 
Hold that Draft! 


Ordinary chimney drafts fluctuate from .02 to .25 inches or more, 
due to varying winds, atmospheric conditions and temperature 
changes. A draft control should compensate for all of these 
changes and hold a constant pull on the heating unit correct for 
that particular heater. 


If the draft pull on the heater is greater than it should be, be- 
cause of no control or an inefficient one, the heat travel through 
the heater is greater than it should be, hence the heating unit does 
not have a chance to absorb the heat before it is through it and up 
the chimney. 


Without a good draft control, every variation in the chimney 
draft causes a change in CO. reading, resulting in increased 
cost of operation. 


The BOSTON-STANDARD DRAFT CONTROL with its patented 
ee GATE, will hold the proper draft on the heating 
unit constant. 


8” pipes 


MODELS READY Poe pa gate for 5”, 6”, 7”, 
10” pipes 


FOR SHIPMENT 223-C301A—9” gate for 7”, 8”, 9”, 


Larger sizes (Ball Bearing Pivots) 12”, 16”, 20”, 24” 
ALSO READY FOR SHIPMENT 








BOSTON MACHINE WoORKS COMPANY 
Oil Heoting Supplies Division, Manufacturers, Lynn, Mass. 















































Pat. No. 2075433 
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“SOLD BY LEADING JOBBERS NATIONALLY 


MONOGRAM PRODUCTS CO., INC. 
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A practical, accurate air velocity meter for heating, air conditioning, and 
ventilating work. Indispensable for measuring grille velocities and air 
deliveries from registers and grilles; for balancing forced air heating 
systems, and for checking air distribution of all kinds of ventilating systems. 


Accurate velocity readings, automatically averaged over a 3” dia. 
free area, instantly indicated in feet per minute. 


Extension handle facilitates positioning of instrument away from the 
observer for readings in hard-to-reach locations, or where the observer’s 
body would interfere with the normal air movement. 


Unique scale lock makes possible to retain scale reading when desired 
until: the lock is released—an indispensable feature where extension 
rod is used to position instrument away from the observer. 


Leather case is furnished as standard equipment for added protection 
when the instrument is not in use and for convenience when carrying 
it in the pockef. 


Ask your Jobber for the FloRite or write for Leaflet 760. 


BACHARACH INDUSTRIAL INSTRUMENT CO. 


7000 BENNETT STREET e e PITTSBURGH 8, PA. 
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ACME ELECTRIC CORP. 


5010 WATER ST. CUBA, N. Y. 



































QUALITY BURNER 


Recently, we’ve talked 
about things that are nec- 
essary to produce a Nu- 
Way Oil Burner. Now, 
let’s talk about the burn- 
er itself, especially with 
cold weather just around 
the corner. As you know, 
the Nu-Way Oil Burner 
is smartly designed on the 
outside and smartly engi- 
neered on the inside. Nu- 
Way makes only a quality 
oil burner. The Patented Positive Air Control which 
provides accurate flame control for greater efficiency 
and the other patented engineering features make 
the Nu-Way Oil Burner an easy burner to sell. Nu- 
Way features give customers more for their money. 
# # % 


There are three things a woman can make out of 
practically nothing: A hat, a salad, and a quarrel. 
* * % 


NATIONAL ADVERTISING — To help you sell 
more Nu-Way Oil Burners, Nu-Way carries on a 
consistent ad campaign in leading home magazines 
. . . the magazines read by people interested in 
making their homes more comfortable and pleasant. 
These ads are working to help you make more 
Nu-Way sales. 
* Ds * 
A DIME is a dollar with all 
the taxes taken out of it. 
* % wi 
LOCAL DEALER HELPS — To aid the dealer in 
directing the prospective buyer to him, Nu-Way 
offers newspaper ad mats, radio commercials, win- 
dow streamers and even decals. Speaking of decals, 
there’s a mew one for use by authorized dealers. 
These helps are designed to increase sales and are 
available free of cost. For further information, write 
the Nu-Way Corporation, Rock Island, Illinois. 





Bis veryday Snags 


Using Soot-Removing Powder 


Here’s a word to the wise: A cer- 
tain well-informed fueloil company 
had too many complaints about incom- 
plete removal of soot from hot water 
type heating boilers of the gravity 
circulation kind, not used for sum- 
mer-winter hot water. Finding a good 
basis to these complaints after making 
field check-ups, the oil company con- 
cluded that the temperature of the 


soot-coated surface in the boiler or 
furnace has much to do with the pos- 
sibilities of removing the soot using 
chemicals, and that the boilers of 
gravity-circulation hot water heating 
plants are usually found to be rela- 
tively cool, compared to boilers and 
furnaces in general. 

Either stop trying to clean such 
boilers using chemicals, this company 
told its service men, or clean the boil- 
ers properly by taking special steps to 
heat their soot-coated surfaces to the 
temperatures that permit the soot- 





EXTRA! 











STOKOL OIL HEAT NEWS 





EXTRA! 











STOKOL ENTERS OIL BURNER FIELD 


FOUR MODELS RANGE 
FROM ° TO 20 GPH 


STOKOL—a leader in the 
Stoker field for many years 
is now expanding its auto- 
matic heating line to in- 
clude what promises to be- 
come the most competitive 
oil conversion burner line 
on today’s market. 


4 New Models! 


SD-2 —3%,— 2 GPH 
SD-6 — 2— 6 GPH 
SD-I2 — 6 — 12 GPH 
SD-20 — 12 — 20 GPH 


Model SD-2—available with adjustable pedestal 
or flange mounting for easy conversion in- 





stallations. 


The name STOKOL needs no introduction. STOKOL STOKERS have | 


supplied smooth, even, automatic heating comfort to homes and business | 


wherever coal has been used as fuel for heat and power. Now STOKOL’S | 


name on their oil burning units is your assurance of dependable automatic | 


oil heat. Underwriters approved. 


DEALERS: Investigate STOKOL—the franchise with a future. Write for | 


complete information on STOKOL oil heating equipment, dealer franchise, | 


and territories available. 


DIAMOND IRON WORKS, INC. 
AND THE MAHR MANUFACTURING COMPANY DIVISION 
18TH AVE. N. AND 2ND ST., MINNEAPOLIS 11, MINNESOTA 


| 


removing chemicals to work properly. 

If you use soot-removing chemicals, 
then, give them the advantage of high 
heat when you want to do a thorough 
job with them. 


Where convenient, fire a boiler or 
furnace continuously for at least 15 
minutes to bring it to high heat before 
removing the soot from it. 


Produce steam from a steam boiler 
before cleaning its flues. 


If you can be trusted to do this 
without danger of damaging the fur. 
nace, you can clean a forced-air fur- 
nace especially well by keeping the 
circulating blower idle while you fire 
the burner and bring its flues to espe- 
cially high heat. Bring them to the 
kind of heat that corresponds to 900°‘ 
stack temperature. Then use the soot- 
removing chemical, and you'll get the 
furnace really clean! But make cer 
tain not to damage or ruin the furnace! 


With certain types of burners, like 
horizontal rotary cup burners and wall 
flame burners, it’s easy to increase the 
firing rate. You simply open a bit the 
valve or device that sets the gph rate. 
Take advantage of this and use a con: 
siderably increased firing rate for a 
few minutes before you use the soot 
powder, and the resulting high heat 
you put in the flues will give you a 
nice job of cleaning. Mark the gph 
setting device before you increase the 
fire, so that you can switch back to 
the same size fire. 

When you force-fire in this way, 
keep the firing door open to admit to 
the firebox the extra air needed to burn 
clean the extra oil you are firing. Set- 
ting a draft regulator in its highest 
draft position, or blocking it, may be 
necessary for obtaining all the extra 
air needed for clean burning. 

You can force-fire also, for example 
on a job having a pressure burner, by 
throwing sheets of loosely crumpled 
newspaper into the firebox with the 
burner running. Throw in one sheet 
at a time while you keep open the fir- 
ing door. Stand clear. 


One man tucks lots of rumpled 
newspaper into soot-filled flues with 
the burner idle, adjusts the draft regu- 
lator for maximum draft, then lights 
up the newspaper. When it’s burning 
wildly, he starts the burner and starts 
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PORTMAR “WINDSOR” SERIES 
BOILERS | 






| features: 


: 4 @ Combined boiler and | 
hot water heater. 


@ Tastefully designed 
jackets. 


@ Built for oil or gas 
firing. 


@ Maximum efficiency 
in both utilities. 


Steam from 400 to 2200 
sq. ft. Hot water from 
640 to 3520 sq. ft. 


@ Large furnace 
volume. 


Complete line of Vertical Series boilers also available— 
320 to 1100 sq. ft. steam, 510 to 1760 sq. ft. hot water. 


SEND FOR FULL DETAILS AND PRICES NOW! 


PORTMAR BOILER CO., INC. 


193 -7th STREET i fete] (24 Rive. ee 














"Instrument check- 
ups open the doors 
to profitable equip- 
ment sales.’ 


FYRITE 


34109397 QUALITY INSTRUMENTS 
Lip that Pay for Themselves 


The FYRITE Service Kit provides a complete set of accurate, | 
quality-built combustion-testing instruments at the lowest cost. | 
It includes the FYRITE CO? Indicator which is unsurpassed for | 
fast, accurate flue gas analysis; and also contains the popular | 

| 















DRAFTRITE Draft Gauge and the 950° E. 
mercury Stack Thermometer, all packed in 
a sturdy steel instrument chest. 


The chest is equipped with brackets for the mercury 
thermometer, and the TEMPOINT 200°-1000° F. Dial 
Thermometer shown at the right which may be sub- 
stituted for the mercury thermometer at slight extra cost. 















Ask your Jobber or Write for Bulletin 730 


BACHARACH Industrial Instrument Co. 


7000 BENNETT STREET e eo PITTSBURGH 8, PA. 








Rochford Brass Wrbs 








No. 819 GATE VALVE—125 lbs. 
W.P. Double disc — rising stem, 
heavy red brass construction for 
general use on steam, water, and 
oil lines. Sizes—'4" thru 2”. 






No. 812-813 OIL TANK VALVE 
Brass to brass seat — oil proof 
packing. For any tank or drum 
without extra nipples, valves or 
tubing adapters, Sizes—812—¥2x 
Ye, %4x%e. 813—Yaxl2, Vx. 





No. 809 OIL TANK FILTER | 
VALVE—Brass to brass seat—oil 
proof packing. Designed for use 
with the oil filter at the tank. Elim- 
inates all bushings and nipples, 1 
.size only: ¥2x% I.P.S. 


,No.814 GLOBE VALVE—125 lbs. 
W.P. Brass disc — recommended 
for oil burner service. Also ideal 
for general service on water, 
steam, and gas lines. Sizes: 4" 
thru 2”. 


00 < 
Plumbing brass since 1890 
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using soot-removing chemicals. He 
finds this cleans up the dirtiest boiler 
or furnace, making it like new. But 
he does not recommend the practice 
to others. Another man, he explains, 
_ might not keep on running outdoors 

like he does to see if the pieces of 
burning newspaper shooting out the 
top of the chimney have set anything 
in the neighborhood on fire. 

As this reflects but a bit of the po- 
tential danger in using tricks of this 
kind, always remember: You can be 
too careful, but you are not likely to 
be. Don’t take any risks! 


* * 
Clock Thermostat Advantage 


He’s avoiding the negative and con- 
centrating on the positive, says one 
sales-go-getter of a service man, when 
he sells clock thermostats to replace 
plain thermostats. 

Instead of promising fuel savings as 
a result of reduced temperatures at 
night, which he says seems like a 
miserly, niggardly objective to some 
home owners these days, he promises 
two positive features: 


First, he says, the clock thermostat 
will permit you to have MORE HEAT 
and GREATER COMFORT, without an 
increase in fuel consumption. After 
the clock thermostat’s installed, enjoy 
higher temperatures daytimes and 
evenings. 

Second, your furnace will stay 
cleaner as a result of using a clock 
thermostat, because the long “on” 
period you get each morning, as a re- 
sult of the automatic upping of the 
temperature setting, will tend to clean 
up the soot deposited in the flues by 
the ordinary short “‘on” periods. 

The service man says he built the 
second point on something he read in 
FuELoi & Or Heat about making 
certain to use a clock thermostat on a 
job where you want the inside of the 
firing door, and the heating surfaces 
of the boiler to stay especially free of 


soot. 
* * 


Hot Water Puzzle 


That theory and practice do not al- 
ways agree is brought out by the tank- 
less water heater paradox over which 





a burner dealer has puzzled for years. 

“In some little homes a three gal- 
lon-per-minute tankless water heater, 
though not over-rated according to 
my check-ups, gives insufficient hot 
water,” he says. To point out he doe: 
not disregard this factor he adds, “ 
have clocked hot water faucets, of 
course, and know some give more thar 


three gallons-per-minute. And 
know little oil boilers! 
“But here’s the point,” he goes on. 


“If a three gallon-per-minute tankless 
heater can give insufficient hot water 
for some homes, how is it we never get 
a complaint when we install an eight 
gallon-per-minute tankless heater in a 
six-family apartment house?” 
fe 

George A. Williams, Jr., has been 
named district representative, Perfex 
Corp., Milwaukee, Wis., to handle the 
state of Ohio. He will work under the 
direction of Douglas DeVos, district 
manager. Williams recently was asso- 
ciated with the Philip Carey Mfg. Co. 
in a sales capacity. 





For a 


select 


BRASS 





of long standing 


AAADDEN 

















hooking into 


THE 


WUHLITS 


BURNER 





For es service and ease 
of installation install Madden 
commercial and industrial fittings 
and flare nuts. They are precision 
machined of forged brass and ex- 
truded rods. 


Write for free catalog of the complete 


Madden fitting and accessory line. 


MADDEN BRASS PRODUCTS CO. 





1111 North Franklin Street, Dept. 3-10 


Chicago 10, Illinois 





Dependable BEC AUSE 


sn) THEY'RE BUILT THAT WAY 


Cir iin 








The RIGHT design, the RIGHT materials, the RIGHT work- 
manship combine to give you the oil burner with dependable 
performance. KORTH Burners STAY sold, prevent your profits 
from melting away in expensive service calls. 


© A SIZE FOR EVERY JOB © CAPACITY .75 TO 20 G.P.H. 
@ ADAPTOR FLANGES TO FIT BOILER OR FURNACE UNITS 
@ GE OR OHIO MOTOR @ MH CONTROLS 


SOLD THROUGH JOBBERS AND DEALERS 
WRITE FOR COMPLETE INFORMATION TODAY 











MFG. CO. INC. 


ECKHART 


UNION, NEW JERSEY 
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I'M MAKING SURE THE PIPING No.2 
FITS THE UNION-~I'LL PUT THIS ies 
SUPPORT UNDER THE PIPE Too! 


‘TAIS PIPING MUST NOT BE 
SPRUNG-~-OR IT WILL BIND 























HOW TO GET THE MOST WORK 
OUT OF YOUR VIKING PUMPS 


In making suction and discharge pipe connections 
on a Viking Rotary Pump be sure that no strain 
is imposed on the pump casing by the pipe. Prop- 
erly installed, the shaft of a Viking pump should 
turn easily by hand. If this is not possible you 
have either sprung the pump in making the pipe 
connections or with the foundation bolts. 


For valuable help in installing, operating and main- 
taining your pumps, write today for your FREE 
copy of the Viking Service Manual EE. It’s a 
handy, illustrated booklet filled with practical in- 
formation. Get EXTRA wear out of your pumps 
by giving them EXTRA care. 
The Viking Service Manual EE 
tells you how. 










VIKinG 
AN Ley NAME 


Pump Company 


Cedar Falls, lowa 





FUR PROFITS! 


_ ASK THE 
R&M MAN 
TO CHECK 
YOUR PLANT 

NOW! 


You can’t afford to have a single piece of 
inefficient, money-wasting equipment — not 
with today’s tight margins and soaring costs! 
Ask the R & M man to check your plant 
now and make recommendations. 


RENICK & MAHONEY, Inc. 


a Complete Equipment for the Oil Trade 
114-LIBERTY STREET 
NEW YORK 6, N. Y. 
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Use High Capacity ‘SAFETY-FILLS”’ 


Buckeye’s high capacity No. 890 “Safety-Fill” nozzle prevents 
property damage caused by fill-pipe overflow. It stops spilling 
by shutting off automatically at the main valve when fuel oil 
covers the end of the spout. Deliveries are quicker and safer, 
you keep customer good will. 
Use Buckeye’s No. 890 nozzle. 
Write for details. 












| Buckeye 
“SAFETY-FILL” 
NOZZLES 


BUCKEYE IRON & BRASS WORKS, Dept. F, Box 883, Dayton 1, Ohio 











eloil 


3 whys to hep your 
ouster help You! 


You can turn fuel oil conservation into a 
bang-up public relations job for yourself — 
win customer co-operation by: 


Emphasizing the importance of 
immediate tank-filling for de- 
pendable supply protection. 
Emphasizing to your customers 
the importance of having their 
burners serviced. 

Keeping your equipment in top 


order for immediate and speedy 
service. 








Identify yourself actively with 
Gulf Oil’s national reputation 
for product-reliability and de- 
pendable service. 


SOLAR HEAT 





























U/L 
Approved 


20 year guarantee on NOZZLE 








FLAME-MASTER 


A new better and cheaper Low- 
Pressure Oilburner with twenty-two 
less parts. 


Easy to Install, Attractively 
Priced. 

Extra large orifice guarantees 
trouble-free nozzle oper- 
ation. 

Lifts fuel from buried tanks. 

Complete atomization at low- 
pressures. 

High COs ratings. 

Many other Patented features. 

Simple service requirements. 


Exclusive dealer and distributor 
franchises now available. 


Write for complete details at once 


FLAME-MASTER CO., 6651 N. Clark St., Chicago 26, Ill. 
Mfgrs. of High and Low Pressure Oil Burners 





ALSO: 








SO007-6O==... 


STILL THE BEST jor cleaning oil and 


gas-fired heating plants. 
EFFICIENT AND ECONOMICAL TO USE 


SLUDGE-GO for Cleaning Fuel Oil Tanks and Will 
Emulsify Water. 
EZ-E WELD for Sealing Leaky Boilers. No After Odor. 
No Draining. 
Write for name of nearest jobber 
KALMIDE CHEMICAL CO., INC. 
17 East 42nd St. 
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New York 17, N. Y. 

















Commercial-Industrial Group 
(Begins on page 110) 
necessary to install particularly ex- 
pensive equipment if the owner is to 
be able to burn the great variety of 
residuals now being marketed. More 

uniform residuals are needed. 

Fred Hainer, chairman of the 
group’s Government Relations Com- 
mittee, reported little immediate 
stringency in material supplies, an 
opinion reflected by the group. Tank 
steel looks tight in future months and 
may get critical, particularly for the 





large sizes. He then called on Verne 
Resek to describe the meeting of the 
Oilburner Industry Advisory Com- 
mittee with NPA officials during the 
summer. Resek explained principally 
that NPA _ welcomes presentations 
and appeals by individual companies 
when they have material problems 
peculiar to their own operations. 
Ted Kaufman, OHI’s technical sec- 
retary and also secretary of this heavy 
oil group, was in charge of arrange- 
ments for the meeting and proposed 
that the next meeting be held in early 


January, preferably the day before the 
regular quarterly meeting of the Insti- 
tute’s board of directors in order that 
the heavy equipment men could stay 
over a day and sit in on the directors’ 
meeting. It was approved. 

Interest in these commercial-indus- 
trial meetings is very active, particu- 
larly in view of only two sessions hav- 
ing been held thus far, and much 
credit goes to chairman Burg. With a 
single exception, all of the principal 
manufacturers of heavy oilburning 


equipment have been in attendance. 
















offers the unique NEW 
DUAL-AIR 


vaporizing burner 
in ALL 
Shallo-Well 
Oi Fired 


floor furnaces 


Underwriters’ 


a Only 34” deep, 
NO GROUND CLEARANCE NEEDED! 


Oran’s amazing, new Dual-Air vaporizing burner is one 
of the greatest advancements ever made in vaporizing- 
type burners. This unique unit burns smoke-free, even 
under adverse draft conditions, with oil savings up to 
15%! 
There are four Oran Shallo-Well models for small 
homes, to meet climatic conditions anywhere in the 
nation. 

@ 50,000 BTU output—Natural draft 

@ 50,000 BTU output—Forced draft 

@ 65,000 BTU output—Forced draft 

@ 75,000 BTU output—Forced draft 


WRITE US TODAY FOR COMPLETE INFORMA- 
TION ON THESE UNIQUE SHALLO-WELL OIL- 
FIRED FLOOR FURNACES! 


ORAN COMPANY 


2210 S. Third St., Columbus 7, Ohio 
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STOP 


SLUGGISH FROZEN OIL PIPES 


with amazing 


NEV-R-FREEZ 
ELECTRIC CABLE 


Nev-R-Freez Cable is guaranteed to keep oil pipes free 
flowing even at 45 degrees below zero. It’s absolutely 
waterproof. May be used above or below ground. Can be 
operated manually or with a thermostat. Hundreds of 
thousands in use on farms, homes, trailers, etc. Each 
cable is sent complete with proper lengths of Wrap-On 
Insulation (Fiberglas and Vapor Seal Tape) and full 
instructions for installing. Order now from this price 
list or write us for complete information on this wonder- 
ful new profit item for fuel oil dealers. 





SATISFACTION GUARANTEED OR YOUR 
MONEY REFUNDED! 


B-12 Cable—for 38 to 6 ft. of pipe ...... $2.80 

M-26 Cable—for 6 to 12 ft. of pipe ..... $3.80 

J-56 Cable—for 12 to 25 ft. of pipe ..... $5.00 
PRICES SUBJECT TO LIBERAL DISCOUNT TO DEALERS! 


ASSOCIATED SPECIALTIES CO., INC. 


1064012 Gratiot Detroit 13, Michigan 
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2) 
Advance Design 
GAS AND OIL FIRED 


WINTER 
AIR CONDITIONERS 


and 


GRAVITY 
WARM AIR FURNACES 





@ More than 30 models . .. All Fully 
Automatic 
© Most Units Shipped Completely Assem- 
bled and Wired 
e Wide range of unit sizes, ratings, prices 
e Ratings from 70,000 to 450,000 BTU 
Input 
A complete line including Counterflow Units 
and Gas Conversion Burner. A size for every 
home on your prospect list. Write today for 
details to Dept. FO-10. 


KO-Z-AIRE, Incorporated 


FACTORY, SALES AND GENERAL OFFICES — RED OAK, IOWA 
FACTORY REPRESENTATIVES IN PRINCIPAL CITIES 









OIL BURNER 
FITTINGS 


OIL TANK CONNECTIONS 


THE PIPE JOINT 
COMPOUND THAT 
NEVER DRIES 
OUT AND.... & 


PROVIDES A POSITIVE SEAL 


PIPETITE-Stik is handy and 





¥ 


convenient to use. It has been Olt 
fully tested and approved by WATER 
Independent laboratories and GAS 
Industrial Users. It is the STEAM 
perfect answer for quick, FREON 
clean and permanent pipe BUTANE 
joint seals. Try PIPETITE-Stik PROPANE 
on your next job. BRINE 
GASOLINE 
AT YOUR SUPPLIER OR WRITE DIRECT AIR 





wo. Lobe Chemical Ca. 


” 3052 W. CARROLL AVE., CHICAGO 12. ILLINOIS 

















Statement of Ownership 


Statement of the ownership, management and circulation required by 
the Act of Congress of August 24, 1912, as amended by the Acts of 
March 3, 1933 and July 2, 1946 (Title 39, United States Code, Sec- 
tion 233) of FUELOIL & OIL HEAT, published monthly at Baltimore, 
Md., for October 1, 1951: 


State of New York, County of New York—ss 


Before me, a notary public in and for the state and county aforesaid, 
personally appeared Robert Gray, who, having been duly sworn de- 
poses and says that he is the editor of FUELOIL & OIL HEAT and that 
the following is, to the best of his knowledge and belief, a true state- 
ment of the ownership and management of the aforesaid publication for 
the date shown, required by the Act of August 24, 1912, as amended 
by the Act of March 3, 1933 and July 2, 1946 (Title 39, United 
States Code, Section 233), printed on the reverse of this form to wit: 


1. That the names and addresses of the publisher, editor, assistant 
editor and advertising manager are: 


Publisher—Heating Publishers, Inc., New York, N. Y. 
Editor—Robert Gray, New York, N. Y. 

Assistant Editor—Bert Dunphy, New York, N. Y. 
Advertising Manager—A. G. Winkler, New York, N. Y. 


2. That the owner is: (If owned by a corporation, its name and 
address must be stated and also immediately thereunder the names and 
addresses of stockholders owning or holding 1 per cent or more of 
total amount of stock. If not owned by a corporation, the names and 
addresses of the individual owners must be given. If owned by a partner- 
ship or other unincorporated firm, its name and address, as well as that 
of each individual member must be given. ) 

Heating Publishers, Inc., 232 Madison Avenue, New York 16, N. Y. 

Stockholders: Leod D. Becker, Milford, N. J.; A. E. Coburn, Yonk- 
-, N. Y.; Robert Gray, Chalfont, Pa.; A. G. Winkler, Fr. Lauderdale, 

a 

3. That the known bondholders, mortgagees and other security hold- 
ers owning or holding 1 per cent or more of total amount of bonds, 
mortgages, or other securities are: (If there are none, so state.) None. 

4, That paragraphs 2 and 3 include, in cases where the stockholder 
or security holder appears upon the books of the company as trustee 
or in any other fiduciary relation, the name of the person or corpora- 
tion for whom such trustee is acting; also the statements in the two para- 
graphs show the affiant’s full knowledge and belief as to the circum- 
stances and conditions under which stockholders and security holders 
who do not appear upon the books of the company as trustees, hold 
Stock and securities in a capacity other than that of a bona fide owner; 
and that this afhant has no reason to believe that any other person, asso- 
ciation, or corporation has any interest direct or indirect in the said 
stock, bonds, or other securities, than as so stated by him. 

ROBERT GRAY, Editor 

Sworn to and subscribed before me this 20th day of September 1951. 
VIVIENNE A. BOSCO 
(My commission expires March 30, 1953.) 



















inp BURNER FACTS 
ABOUT 
sap Kadiaut 


THE SERVICEMAN’'S BURNER 










A nation-wide survey conducted by 
our advertising agency showed that 


| RADIANT burner performance is 
~~ equal to the highest price burner. 
Yet they are priced to meet the 
lowest competition, even on proj- 
ect work. 


2. Heavy sales are due to 

—low cost of upkeep 

—ease of installation and servicing 
—factory guarantee 

—national distribution in 


| Write for complete details protected territories 





New model equipped with 
Shell designed combustion head 


RADIANT UTILITIES CORP. 
8817 18th AVE., BROOKLYN 14, N, Y. 
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Know Your Costs 
(Begins on page 64) 
the coordinated activities of the group 
—commonly known as the personnel— 
whether it be two or a thousand. 

To know your costs is to recognize 
beforehand the very real cost resultant 
from careless selection, improper 
training, inadequate planning and 
superficial direction and administra- 
tive control. 

But why experience that cost? 
Avoid it—insofar as humanly possi- 
ble — through the positive approach. 
Control costs by following careful, 
soundly preconceived policies and 
procedures best thought to produce 
the desired objectives and with the 
least expenditure of time, effort and 
money as commensurate with the 
results desired and the facilities avail- 
able to make them realistic. 

x *k * 

In another article soon to follow 
there will be a discussion of some reali- 
ties in connection with the establish- 
ment of costs upon which sales prices 
are frequently predicated. 


Industrial Installation 

(Begins on page 106) 
how the principles discussed above 
can be carried into execution in the 
respective types of boilers. Seldom do 
two installations present identical 
problems; each job has its own peculiar 
features calling for separate considera- 
tion and resolution. A study of the 
drawings will reveal certain general 
practices: the full length of a boiler 
firebox must always be utilized; an in- 
termediate bridge wall is never inter- 
posed between firing port and end of 
the available firing space; every effort 
must be made to widen the firebox as 
much as possible, even to the extent of 
supporting the boiler whenever possi- 
ble externally of the mud ring, leaving 
the full outside width available for re- 
fractory and consequently allowing the 
firebox to be wider. 

The next article will discuss two 
common forms of high pressure, fire- 
tube boiler—the scotch marine and the 
horizontal return tubular (hrt), and 
will touch on vertical (upright) fire- 
tube boilers and water tube boilers. 


Baffling Flues 
(Begins on page 56) 

In the side view, the path of the prod 
ucts of combustion is marked 1-2, and 
the uptake openings next in the path 
are marked 3, 4, and 5. Rising 
through the uptake openings 3, 4, and 
5, the hot gases enter the center flue 
passage marked 6 in the front and side 
views, flow forwards to the front of 
the boiler, take another U-turn, then 
flow back to the smokehood through 
the two side flue passages marked 7 
and 8. Of course the space which is 
marked 4” in this drawing is smaller 
or larger on other installations to pro- 
vide the maximum baffling effect and 
flue gas velocity obtainable along with 
a suitable negative over-fire draft. 

Unmistakable signs tip off the com- 
bustion expert regarding the need to 
baffle an installation. First, the stack 
temperature runs high, probably above 
700°, although to judge by its exter- 
nal dimensions the furnace or boiler 
is large enough for the load it carries 
and the firing rate used in it. If you 
are starting your work of baffling, try 





WOW us Ke 


Yo CLEAN-G/P™ 


with a 


GRAND RAPIDS FURNACE CLEANER 





Act Now! Get in on this year’s cleaning profits. 
Order a Grand Rapids Furnace Cleaner. 


IT’S FAST— Handles twice as many jobs as 


the ordinary furnace cleaner. 


IT’S THOROUGH — High velocity suction 
completely removes ashes, soot, 
and dirt from every type of heating plant. 
IT’S COMPLETE — A packaged unit 
with practical cleaning attachments 
designed for fast, easy cleaning. 


IT’S PROFITABLE—The trouble- 
free operation and speedy serv- 
ice of the Grand Rapids Furn- 
ace Cleaner puts extra profits 
in your pockets. 



















233 Stevens St., S.W. 
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TIME 


Send today for complete infor- 
mation about the Grand Rapids 
Furnace Cleaner. 


DOYLE VACUUM CLEANER CO. 


Grand Rapids 7, Michigan 
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‘AUTOCRAT OIL BURNERS 
OFFER 








FOR YOUR 
CUSTOMERS 


with the NEW 
COMBUSTION 


HEAD 











This famous Autocrat Line is une of the oldest and finest 
in America. As a Dealer, you can safely recommend Auto- 
crat Oil Burners to your customers. 
efficiency, dependability and economy .. . 
with the new Combustion Head will live up to your promises. 
Write at once for prices and liberal Dealer discounts. 


Manufactured by 


CHANDLER COMPANY 


CEDAR RAPIDS, IOWA 


You may promise 
and Autocrat 








October 
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‘i Reo PERFORMANCE 
K- ~.—>] & ECONOMY 


On original oil burner equipment or for service 
replacement, new standards of performance are 
yours with the low-cost Skinner V2 Solenoid 
Valve! Sturdy steel parts are plated to resist 
corrosion — compact — weighs only 9 oz.— 
usable in any position! Soft synthetic seat and 
seals prevent leakage, and spring loading as- 
sures positive operation. There are no brazed, 
welded, soldered pressure joints, or threaded 
parts to loosen under vibration. Maximum pres- 
sure is 125 P.S.l.—rated at 10 watts max.— 
Underwriters’ approved. Relief model is 2 way, 
normally open. Drip-eliminator or shut-off is 
2 way, normally closed. 

Write for details and low prices! 


SCcawerevectric VALVE DIV. 


THE SKINNER CHUCK COMPANY 
141 Belden Ave., Norwalk, Conn. 



























LOVEJOY (-8 FLEXIBLE COUPLING 
AND SEE FOR YOURSELF ; 


This is the truly quiet coupling for fans, pumps 
and blowers. Rubber center unit increases flexi- 
bility and eliminates noise. Unique design assures 
maximum absorption of shock, vibration, starting 
torque and overloads. They correct for misalign- 
ment, surge and backlash. Lovejoy Flexible 
Couplings are easy to install—even in dark and 
close quarters. On your next installation, try 

a Lovejoy Flexible Coupling. 
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Important.... 






Most fan manufacturers supply blowers with 
L-R jaws on blower hubs. 


LOVEJOY FLEXIBLE COUPLING CO. 


5012 W. LAKE ST., CHICAGO 44, ILLINOIS 
Also mfrs. of Lovejoy Universal Joints and Lovejoy Variable Speed Transmissions 
















ARTGRAFT Suspended Furnace 


75,000 to 750,000 B.T.U. 








Unlimited Market! 
Hangs from ceiling. Saves space. 
Easily Installed and Serviced 


CHICAGO STEEL FURNACE CO. 


9326 S. Anthony Ave., Chicago 17, Ill. 


DON’T JUST BAFFLE! 
+ Uk WIRLING 1 AC TION 


Every Conversion 
needs a FIRE- 
SWIRL BAFFLE. 


Get the facts, clip 
this to your letter- 
head, or see your jobber. 
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The “REBEL” 


Custom Made TAN KS 


ARE DESIGNED TO KEEP YOU AHEAD IN 
PROFITS ¢ PERFORMANCE e APPEARANCE! 


FOR QUICK DELIVERY 
On Any Style — Any Capacity Tanks 
Call Us Now 
OUR AGENTS WILL VISIT YOU ANYWHERE—ANYTIME 


ALLIED Tank Truck Equipment Co. 


24th and Brown Streets PLEASE NOTE WE ARE 


: : NOW AT OUR NEW 
Philadelphia 30, Pa. AND LARGER FACTORY 


STevenson 7-1664 














































Burn Catalytic Oil 
More Smoothly With 


ULTRA 
OIL BURNER NOZZLES 


PARTICULARLY UNLIKELY TO 
PLUG AT LOW G.P.H. RATES. 


A stainless-steel nozzle made of 3 
parts: strainer-disk-tip. Precision-built 
in design and construction. 
nozzle performance is reflected in 


absolute uniform atomization. 
Write for details TODAY! 


Ultra Metal Utilities Corp. 


27-07 ASTORIA BOULEVARD 
LONG ISLAND CITY 2, N. Y. 


The ultra 









SONGAN 


RANSFORMERS 


Features That 
Insure Dependability 





Here’s a transformer that has 
stood the test of years because of 
its outstanding construction fea- 
tures. Its coils are specially space 
wound to protect windings from 
electrical surges. 
plied under high vacuum. All 
laminations heat-treated to re- 
move internal stresses. 


2981 Franklin 





Voltages 


from 5,000 to 
20,000. A variety of sizes 
and mountings. 


Insulation an- 


Dongan Electric Manufacturing Co. 
Detroit 7, Mich 
‘The Dongan Line Since 190 

















to select jobs that give stack tempera- 
tures higher than 900°. 

The second sign that a baffling job 
will work out well is high smokepipe 
draft, obtained with a smokepipe draft 
regulator locked in its maximum-draft 
position, and low draft-drop through 
the furnace or boiler. In other words, 
you can obtain much higher firebox 
draft than you need for good per- 
formance. For example, let’s say that 
the chimney draft is so good that by 
setting the draft regulator for this you 
can maintain a dependable .12” draft 
at the boiler’s smokehood. When you 
do this, the over-fire draft reading is 
between .10” and .12” because of the 
relatively free flow of gases through 
the boiler, although you know that an 
over-fire draft of .02” to .03” is sufh- 
cient for the particular installation. 
Such draft readings amount to an en- 
graved invitation to install baffles and 
increase the draft-drop of the boiler 
or furnace (the draft drop is the figure 
obtained by subtracting the firebox or 
over-fire draft reading from the smoke 
outlet draft reading) in a way that 
will (a) reduce the stack temperature 
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Will BURAER 


CFOR EVERY OIL-FIRED FURNACE 


e 
e 
@ ALL SURFACES MACHINED @ VARIABLE TUBE LENGTHS 3S 
e 


@ MEETS LOCAL AND STATE REQUIREMENTS @ 


WRITE TODAY FOR FULL INFORMATION ON OUR COMPLETE LINE © 





greatly, died (b) sient this oe 
making the products of combustion 

encounter greater resistance in travel- 

ling through the furnace or boiler. 

In case you are new at combustion 
testing: All draft readings are taken 
with the oilburner running. 

By doing a thoroughly good job of 
baffling, you improve tremendously 
many boilers and furnaces designed 
for coal and now fired by oil. Baffling 
also gives higher efficiencies from many 
boilers and furnaces described by their 
manufacturers as designed esp 
for oil firing. 

All this refers to excellent baffling, 
not to tucking a few split firebrick into 
the flues in an offhand way and sneak- 
ing off with the rash hope that what 
you've done will miraculously reduce 
the oil consumption. Excellent baffling 
is based on intensive engineering 
work. It includes a careful study of 
the equipment to be baffled, serious 
time-taking efforts at planning the 
baffling, and determined work to com- 
plete the job in a shipshape manner. 
It starts and ends with combustion 
tests made with anew set of 


ecially 


DEFENSE ‘MUST COME..; 







7 wren 





. the materials, the skill and the equip- 
ment necessary to manufacture LEGGITT 
quality fittings — are vital to American 
defense. Today our efforts are devoted to 
regular customer requirements which 
we expect to continue to supply. Al- 
though we will be unable to take on 






548 Burleson 
San Marcos, 


October 
1951 


WRITE FOR ig t ; 
ee 


conics testing instruments. 

All this effort has its financial 
equivalent, Although some exceptional 
dyed-in-the-wool fanatics worship ex- 
cellent combustion sufficiently to go 
about baffling boilers and furnaces at 
no charge or small charge, in general 
this type of engineering work fetches 
excellent financial returns. It pays the 
dealers and service men well, and it 
pays the owners handsome returns on 
their investments. Consider this ex- 
ample: I visited a pretentious 26-room 
New York residence recently, in which 
a $350 job of rebuilding the firebox, 
rejuvenating an eight-year-old oil 
and baffling the boiler flues 
had been done two years ago on a basis 
exceedingly profitable to the combus- 


burner, 


tion expert who was responsible for 
the improvements. A few years ago 
and before he had studied up and 
worked on his own to become expert 
at combustion intricasies, this com- 
bustion expert had been just another 
ordinary service man. Before the $350 
job had been done, for eight years this 
big residence had used an average of 
11,200 gallons of oil a year. The oil 


FIRST! 


very much new business on 
our regular line, we are in 
a position to supply those 
holding defense 
contracts. Write, 
wire or phone 


325 N. E. 
Marshall, 


Miciciis meee) 17.1, b 
High Street Cosacd 


Texas Michigan 
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P ’ surface. Puts the most moisture into ait 
@ FROMASIZZLING » stream when it is MOST NEEDED. 
@ HOT PAN...THE MOST © @ NO STAGNANT POOL TO REHEAT 
Fe mre «Se een 

© PENDABLE WAY TO PUT 'S @ EASY INSTALLATION 

q MOISTURE IN THE AIR 4 @ ONE KIT TO PURCHASE 
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AUTOMATIC HUMIDIFIER CO. 


CEDAR FALLS. IOWA 





consumption dropped to less haa 
6,000 gallons a year after the improve- 
ments were made. Consider the re- 
turns the owner gets on his $350 in- 
vestment. He now obtains in addition 
and for-free the trouble-free opera- 
tion and clean burning which he was 
seeking from the combustion expert. 

Another job I looked over recently 
involved a small office building that 
had used more than 10,000 gallons of 
oil a year for more than 12 years. 
Charging plenty for his efforts, a serv- 
ice expert had taken a week to provide 
a new firebox, eliminate small but fuel- 
wasting shortcomings of both the oil- 
burner and the two-pipe steam heating 
plant, and install a firebox baffle. He 
described the job as a week of hard 
work for him, the kind of hard work 
that gives him and his wife a winter 
vacation in Bermuda. The first year 
after he made the improvements, the 
oil consumption was 4,700 gallons in- 
stead of the previous 10,000 gallons 
plus, and to top this off the tenants 
stopped complaining about cold radia- 
tors. The following year the oil con- 
sumption n dropped to 4, 270 gallons as 


With the AUTO. 
MATIC HUMIDI. 
FIER water — _ 
only after pan is hot. . oo 
sizzles into steam as it strikes La pan 





“Automatic 
HUMIDIFIER 
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@ Reduces service calls. 
@ Protects truck equipment. 


SELL FILTERED FUEL OL 


Micronic Filtration Without Expensive 
Alteration to Your Tank Truck! 
Look at the advantages in custo- 


mer sales appeal along with sav- 
ings in maintenance costs: 


@ Increases customer satis- 








CHAS. W. M. COOTE CO., INC. 
336 Gregory Ave., West Orange, N. J. 








a result of additional tuning and im- 
provements, also made on a basis high- 
ly profitable to the service expert. The 
owner of the building told me con- 
fidentially that, if he had to, he would 
pay this service expert $150 a year to 
service the heating plant and oilburner. 
Understandably, he wants badly the 
kind of service that is saving him 
6,000 gallons of oil a year. 

The overwhelming gratification at- 
tached to baffling is the result of doing 
creative work that fetches outstand- 
ing results. In this line of work, a serv- 
ice man or oilburner dealer starts with 
an idea, works out all the details of a 
plan, sees the thing through, and 
promptly winds up with the before- 
and-after combustion instrument read- 
ings that prove he has accomplished 
something astonishing. In this line of 
work, service men and dealers prop- 
erly do the type of higher engineering 
work that fetches extraordinary results 
from ordinary or sub-standard fur- 
naces and boilers, There’s nothing like 
getting a letter from a burner owner 
outlining how your efforts have cut 
his oil consumption in half. 


Oilheating Trends 
(Begins on page 12) 

that the industry as a whole will ever 

go back to the vigorous promotion we 

had in the days when oilburners were 

less well known. 


FUELOIL STOCKS: Fueloil stocks in 
the hands of distributors East of the 
Rockies on September 1 were approxi- 
mately 16,154,960 barrels of No. 2 or 
No. 3 oils. This is a slight drop from 
the estimated 17,795,106 barrels on 
the same date last year. The table 
shows that the principal decline has 
been in the Mid-Atlantic states. A 
month ago another check of stocks was 
made with a smaller list of fueloil dis- 
tributors. At that time the current 
position was higher than the previous 
year. 

The drop since then has been ap- 
parently due to the fact that primary 
supplies have grown importantly and 
the local distributors are feeling less 
concerned over getting their supplies 
for the winter. Most fueloil distribu- 
tors are not anxious to keep their 
stocks any higher than they consider 




















166 Pleasant St. 





Dealers! Jobbers! Insist on Shell 
Designed Combustion Heads 
on all the burners you sell! 





The Shell Designed Head's proven fuel-saving feature 
gives you a powerful selling advantage over competi- 
tion with ordinary equipment. Sell the best! 


MODERN DIE & MACHINE CO. 
Baston 25, Mass. 





you, order direct. 











When the oil burner Servicemen answer a call 
it is easy many times to add furnace cleaning 
to the job. E-Z Fuel Oil Soot Destroyer (for 
fuel oil soot only) does a thorough, clean, safe 
job in just one application. Takes but a few 
. Can on each service truck, 
always. Stock the 1 Ib. Cans for sales to your 
eustomers. If your Distributor cannot supply 


minutes. Keep a 5 Ib 


No. 1 Pkg. approx. 1 Ib. 

No. 5 Pkg. approx. 5 Ibs. 

Liberal d soeund to bona fide Servicemen. 
Special discount to Distributors on quantity 
purchases, allows for extending regular discount 
to Dealers and Servicemen. 


HEALY-RUFF COMPANY 


797 Hampden Avenue ° 


MORE PROFIT PER 


Service Call 


. List $1.00 ea. 
. List $4.50 ea. 








St. Paul 4, Minnesota 
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Get Complete, Trouble-Free 


COMBUSTION TESTING 


Write Today for Details on new VECO gas 
analyzer cell. CO, analyzing elements sealed in 
glass. Single meter, 3-in-1 operation for CO, 
Indicator, Stack Thermometer, Draft Gauge. 
Compact, portable, weighs 7 Ibs. Service-free, 


simple to use. 


VICTORY ENGINEERING CORPORATION 


Newark, New Jersey 
Manufacturers of thermaily sensitive resistors 


744 Broad Streei 





Mfg. by 








HAVE YOU GOT IT? 
Stock it now—Collect the Profits 


recommended by Hundreds 
of Leading Service men 


= Seema 
RIGHT 


SOOT REMOVER 


ALI 7 


MILLER PRODUCT CO. 
P. ©. Box 156, Lansing 9, Mich. 





Sold by 
GENERAL FILTERS INC. 











necessary to be able to serve their cus- 
tomers, with the result that when they 
feel comfortable with the outlook they 
are inclined to cut down on carrying 
charges. The total fueloil in storage 
by this group at the start of September 
represented about 67% of total tank 
capacity in the area East of the 
Rockies; a year ago these tanks were 
approximately 75% filled. 

Primary stocks at terminals, re- 
fineries, or in transit in the area East 
of the Rockies on September 6 were 


Estimated Local Bulk Stocks 
NO. 2 OR NO. 3 HEATING OIL 


Sept. 1 

1951 

(Bbl.) 
2,722,441 
7,862,800 


(Bbl.) 
2099-331 
10,345,332 
1,154,360 
4,196.083 
17,795,106 


New England 
Mid-Atlantic 
The South 906,450 
Midwest 4,663,289 

EAST OF ROCKIES 16,154,960 
with 57,126,000 barrels on the same 
date last year, showing a rise of 39%. 
DEALER COMMENTS: Typical com- 
ments on questions of the month are 
these . . . “The gas company in our 
town has requested permission to take 


on 10,000 new space heating custom. 
ers”... “There were rumors of gas 
this winter in our area but now the 
people are turning to oil” . . . “We 
started our budget plan to salvage 
customers who couldn’t keep up dur- 
ing the heating season” . . . “Butane 
gas coming in strong; you see tanks 
in homes almost everywhere”... 
“Sales are looking up” . . . “Much of 
our recent business has been the in- 
stallation of combination oil and gas 
burners in the larger apartments and 
business buildings.” 


79,364,000 barrels. This corresponds 





NOW READY and FREE! 


The New and Larger 1951-1952 Edition 


WEBBER cararocut 


FULLY ILLUSTRATED & PRICED 


Send For Your Copy Now. Requests 
Must Be On Your Letterhead. 


A. R. WEBBER CO., INC. 


424 HOWARD AVE., NEW HAVEN, CONN. 











B.t.u. heat loss per room. 
C.f.m. needed per room. 
Warm ajr heating, forced or gravity—pipe area, 
ipe and stack size. 
d. r. steam and hot water. 
ost of heating per season. 
ower size needed. 
esign based on 0° to 70°—correction factors 
40° below to 40° above. 


Copyrights in U.S.A. & Canada 


HOW TO 
FIGURE 
HEAT LOSS 
EASILY 





The Climatemaker is a precision-built non- 
logarithmic slide rule used by contractors ove’ 
18 years. Saves time in planning residential 
heating systems. Book tells use in easy steps. Wall 
construction factors included. Send $15 cash, 
check or money order to Climatemaker, Dept. 
4 Box 378. Bloomington, Ill. Clip this ad. 


QUICKLY 
ACCURATELY 
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